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How to turn windows into profit- 
able package sales is the theme of this 
big 16-page section. 

Here are the latest display ideas 
and successful sales techniques 
valuable information about the windou 


market and how to develop it. 


SEE PAGE 56 








Also inside: 
“‘The Housing Riddle’’—page 52 
Component Builder—page 100 


Big-Ticket Remodeling—page 118 











DEXLOCK 


the only economy lock with 


all these features 


5 Factory pre-assembled tie screws spare you the Pre-Assembled Tie Screws 
trouble of inserting them or the possibility of los- 
ing them. Pre-assembly at factory guarantees cor- 


rectly tapped tie rods. 


New, extra-easy removal of cylinder without 
tools. Simply remove lock from door, turn key 
180°, pull out cylinder and it’s ready for re- 


keying. 


} Tre self-aligning latch prevents knobs from 
binding and assures fast, easy installation even 


if edge hole is bored out of line. Extra-Easy Cylinder Removal 


Plus: Cylinder plug and case made from solid brass 
rod, not zinc die cast o1 powdered metal & Tie 
screws concealed by inside rose 4, Interior parts are 
steel @& Exterior parts are solid brass, bronze or 
aluminum “ Pin tumbler security . Standard or 
two tone finishes & Tulip or rounded knob styles 

Functions for all residential needs 4, Fits stand- 


ard Dexter boring. 














Self-Aligning Latch 
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EXTER 


NO LOCK INSTALLS FASTER THAN A DEXTER 


Write for new Dexlock brochure. 


Counter displays for Dexter dealers. 


DEXTER LOCK DIVISION Dexter industries, inc., Grand Rapids, Michigan 


In Canoda: Dexter Lock Canada Ltd. — In Mexico: Dexter Locks, Plata Elegante, S.A. de C.V. 


Dexter Locks are also manufactured in Sydney, Australia; Milan, Italy and Porto, Portugal. 








beat competition with Crestline Carloads... 














Order your millwork in Crestline carloads— 
straight or mixed. You can combine your stock needs with 
nationally-advertised Crestline window units and doors 
in the same car. It’s easy. We'll be glad to show you how. 
Your profits go up because you avoid the penalties of 
small quantities and costly pick-ups. And when you sell, 
you know you are selling quality millwork of the highest 
workmanship . . . made by a company that 
understands your problems. 

Best of all, you can beat competition with a better product 
at a better price! 


Stacking Awning Window Units See your distributor or write 


Unlimited window variety is possible with 


these stationary and operating window nal 
units! Roto-operated sash open full 90°. ° ‘y of 
Crestopane insulating glass in every unit x »*) 


unless single glazing is preferred. Screen 

and roto-operator standard with ventilat- 

ing units. Narrowest mullion. Concealed 

hardware. Bronze compression weather- THE SILCREST COMPANY, WAUSAU, WISCONSIN 
strip. Available in a variety of sizes. Member Ponderosa Pine Assn. / NWMA / Union label 





| Casement Removable ===) Removable Solid ill Panel & \ Aluminum 
| || Window Double-hung Y\\Y || Slideby {| Weatherstripped Core cea | Sash NI Combination || — 
ll) units Units — Door Frames Doors x7; | Doors Ne Doors 
L mS Ea 


= and others 
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Pi ttle a heriial, aie 
surface of exceptional durability 


Birch plywood has long been the most popular cabinet wood 
in America, The beautiful golden tones of the grain make it 
ideal for natural finishing. 

Its smooth, hard surface shows no grain 
rise and holds its finish longer. The large 
panels aré light and easy to work. (Standard 
size, 4x8’. Other sizes available on request.) 


Roseburg plywoods are made 
of carefully selected, clear faced 
veneers. Construction is con- 
stantly checked to insure accord- 
ance with DFPA standards. 





ORDER NOW from your nearest 
ROSEBURG JOBBER 
or wholesaler 


ROSEBURG P. O. Box 1091 
mel -j 4 gorek ROSEBURG, OREGON 


Circle No. 82 on Coupon, page 152. 























ROSEBURG’S 
BIRCH 
PLYWOOD 


Sheathing 

Plywood sheathing provides 
more than twice the relative 
strength of other common 
sheathing. Saves in application 
time more than 25%. 





Hardboard-Faced 
Plywood 


Roseburg Hardboard-faced ply- 
wood — used extensively for 
cabinets, fixtures or wherever 
a hard, smooth surface is re- 
quired. Standard size 4‘ x 8’. 





Texture One-Eleven 
Most popular new plywood ex- 
terior siding in the nation. 8, 
9 and 10 ff. lengths,In great 
demand so order today! 





Roseburg Lumber 

Cut from the nation's largest 
stand of virgin timber, Rose- 
burg Quality lumber is 100% 
kiln dried and end stamped, 
excepting plank and timbers. 
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1,000,000 CARTONS 
Shakertown GLUMAC urs 


have been sold! 


More home owners, builders, architects and 
rof-Yol (=e ola-1i-lam ial: Melate|lalel mate (olmriale] <2 oYelal-)| 


by Shakertown - First Name in Cedar Shakes! 


















































Beautifully prestained at the factory, 
bonded to insulation board in handy, long 
panels, Glumac Units are QUALITY! No 
wonder they are the largest selling pre- 
stained cedar sidewall shake in America! 





THE PERMA PRODUCTS COMPANY 
20310 KINSMAN ROAD- e CLEVELAND 22, OHIO 





Oe. TR RRR ES aT I TI NEN oN: 


ALABAMA 
Southern Sash Wholesale, Inc., 301 Ashe St., 
Sheffield; Southern States Iron Roofing Ca., 
2828 Fifth Ave. N., Birmingham; Roebuck 
Lumber Co., P. O. Box 4155, East Lake Sta- 
tion, Birmingham; Southern Sash of Mont- 
gomery, P. O. Box 446, Montgomery. 


COLORADO 
Denver Wood Products Company, 1945 West 
Third Ave., Denver. 


CONNECTICUT 

Sondik and Company, Inc., 2944 Main Street, 
Hartford; Igoe Bros. of Connecticut, Inc., 
700 Canal Street, Stamford; Igoe Bros. of 
Connecticut, Inc., Lewis and Spark Sts., 
Plainville. 

DELAWARE 
J. A. Porter Lumber Co., P. O. Box 45, Sea- 
ford; Carl Springer Supply Co., Inc., 1100 
Grant Avenue, Wilmington. 

GEORGIA 
Southern States Iron Roofing Co., 1530 Ells- 
worth Drive N.W., Atlanta; Southern States 
Iron Roofing Co., 311 Stiles Ave., Savannah. 


ILLINOIS 
BHM Building Materials, Inc., 1528 N. 11th 
St., Springfield; Chicago & Riverdale Lumber 
Co., 341 E. 136th Place, Chicago; Eagle 
Lumber Dealers Supply Co., 616 N. Walnut 
St., Danville; Iliana Warehouse, Inc., 141st 
and Western Avenues, Blue Island; Knudson 
& Mercer Lumber Co., 332 S. Michigan Ave., 
Chicago; Lumberyard Suppliers, Inc., 1010 
S. Washington St., Peoria; Mid-Products 
Company, 4th and Payson, Quincy; Reserve 
Supply Coop. Corp. of Chicago, 3700 N. 
Mannheim Road, Franklin Park; Woolf Dis- 
tributing Co., 608 E. Church St., Libertyville. 
INDIANA 

Eagle Lumber Dealers Supply Co., Sheridan 
ond Cincinnati St., Lofayette; Eagle Lumber 
Dealers Supply Co., 1450 N. Washington St., 
Marion; Inland Distributing Corp., 1228 N. 
Harrison St., Fort Wayne; Inland Distributing 
Corp., 1501 Kentucky Ave., Indianapolis; 
lensing Wholesale, Inc., 600 N. Sixth St., 
Evansville; Bob Rans Wholesale Co., 1731 
S. Franklin St., South Bend; Wabash Valley 
Lumber Co., 1104 Ash Street, Terre Haute. 


IOWA 
A. Y. McDonald Mfg. Co., 350 Dodge St., 
Dubuque; Tip Top Distributing Co., 1211 
Ninth St. $.W., Cedar Rapids; Tip Top Dis- 
tributing Co., 726 Federal St., Davenport; 
Tip Top Distributing Co., 501 S.W. Ninth St., 
Des Moines; Tip Top Distributing Co., 703 


S.W. 25th St., Fort Dodge; Tip Top Distrib- 
uting Co., 517 Rhey St., Waterloo; Tip Top 
Distributing Co., 317 S. Wapelio Street, 
Ottumwa. 


KANSAS 
Walling Sash & Door Co., 711 E. Indianapo- 
lis Street, Wichita. 


KENTUCKY 
Southern States Iron Roofing Co., 1239 S. 
Tenth St., Louisville; Van Hoose Wholesale 
Co., Inc., Paintsville. 


LOUISIANA 
Central Wholesale Co., Inc., 2730 Linwood 
Avenue, Shreveport. 


MAINE 
R. B. Dunning & Company, 5468 Broad St., 
Bangor. 
MARYLAND 
Dealers Warehouse Supply Co., 90 W. Oliver 
Street, Baltimore. 


MASSACHUSETTS 
Read & Company, Inc., 91 Grafton St., Wor- 
cester; Sondik & Company, Inc., 733 Concord 
Ave., Cambridge; Warren F. Hoye, Inc., 75 
Page Boulevard, Springfield 


MICHIGAN 
Evans & Retting Company, Cadillac; Evans & 
Retting Company, 707 Wealthy $.W., Grand 
Rapids; Schultz, Snyder & Steele Lumber Co., 
610 E. Grand River Ave., Lansing. 


MINNESOTA 
Marshall-Wells Company, P. O. Box 39, 
Duluth; Marshall-Wells Company, 640 N 
Prior Ave., St. Paul; Plywood Industries, Inc., 
2932 Chicago Ave., Minneapolis — Whse., 
473 N. Cleveland Ave., St. Paul — Office. 


MISSISSIPPI 
Jackson Wholesale Building Supply Co., 230 
Thompson St., Jackson. 


MISSOURI 
Cape Supply Company, 24 S. Sheridan Drive, 
Cape Girardeau; Lumberyard Supply Co., 
5060 Manchester Ave., St. Louis; Timberline, 
Inc., 900 E. 18th Street, Kansas City 


MONTANA 


Marshall-Wells Company, Billings; Oil Field 
Lumber Company, Cut Bank 


NEVADA 


Home Lumber Company, 275 Ralston, Reno 


NEW JERSEY 


Budd & Mackay Plywood, White Horse Pike 
and Ferry, Camden; Central Jersey Wholesale 
Supply, New York Ave. and Spruce, Trenton; 
Igoe Brothers, Inc., 58 Fifth St., Hawthorne; 
Igoe Brothers, Inc., Ave. ‘‘A’’ and Poinier 
St., Newark; Igoe Brothers, Inc., 258 Belve- 
dere Ave., Washington; Igoe Brothers, Inc., 
Tenth Avenue & Railroad, Neptune 


NEW YORK 

Harding Supply Company, 207 York Street, 
Rochester; Lincoln Wholesale Roofing Co., 285 
Lathrop Street, Buffalo; Robert H. Mayer, Inc., 
Norfolk; Robert H. Mayer, Inc., 1915 Dwyer 
Ave., Utica; McLean-Thomas, Inc., 12-14 Ash 
Street, Buffalo; Miron Building Products Co., 
Inc., 60 Ferry Street, Kingston; Mohawk 
Building Materials Corp., Second Ave., Rens- 
selaer; Northrop Supply Corporation, P. O. 
Box 309, Binghampton; Henry G. Page Bldg. 
Materials, R.F.D. 2, Poughkeepsie; Quolity 
Materials Company, 1914 Colvin Ave., Tona- 
wanda; Saltpoint Supply Northern NY Co., 
Malone; Saltpoint Supply Corporation, 5 

Hiawatha Blivd., Syracuse; Dryolin Corp., 
32 E. Carl St., Hicksville, L. 1.; Igoe Broth- 
ers, Inc., 50-25 72nd St., Woodside, L. 1.; 
Julius Oehrlein, Inc., 1883 Bathgate Ave., 
Bronx; H. Verby Co., Inc., 171 Fourth Ave., 
Bayshore, L. |1.; H. Verby Co., Inc., 1031 
Beach 21st St., Far Rockaway, L. |.; H. Verby 
Co., Inc., 182-11 Jamaica Ave., Jamaica, 
L. 1.; Reserve Supply Corp. of L. I., 135 





Roosevelt Ave., Mineola, L. I. 


NORTH CAROLINA 
Becker Builders Supply Co., 4040 Market St., 
Wilmington; Builders Supply Distributors, 
P. O. Box 818, Wilmington; Southern States 
Iron Roofing Co., 1431 Courtland Drive, 
Raleigh. 
OHIO 

Akron Reserve Lumber Co., 595 E. Tallmadge 
Ave., Akron; Clem Lumber & Dist. Company, 
Waverly and Webb Aves., Alliance; Clem 
Lumber & Dist. Company, 2867 Stanton Ave., 
Cincinnati; Eagle Lumber Dealers Supply 


Co., 455 E. Murphy St., Lima; Gem City = | 


Planing & Lumber Co., 219 S. Williams St., 
Dayton; Kinsner Supply Company, 1588 E. 
40th St., Cleveland; Lumbermen's Supply, 
Inc., Quarry St., Marion; Mavk Warehouse, 
Inc., 1100 Elm St., Toledo; Palmer-Donavin 
Mfg. Co., 575 Olentangy River Road, Colum- 
bus; Palmer-Donavin Mfg. Co., 675 N. Union 
St., lima; Reserve Lumber Company, 1948 
Carter Road, Cleveland; Warren Wholesale 
Supply Company, 1240 Youngstown Road, 
Warren. 
OKLAHOMA 

Rounds & Porter Lumber Co., 114 S. Hartford, 
Tulsa; Sooner Sash & Door Company, 519 
N. Kentucky, Oklahoma City; Tulsa Pacific 
Wholesale Lumber Co., 521 E. llth St., 
Tulsa. 


PENNSYLVANIA 
Chas. R. Krimm Lumber Co., 801 First St., 
Williamsport; Lyman Felheim Company, 2010 
Holland St., Erie; Michell-Puffer Company, 
Pier 179—North, Philadelphia; Union Roof- 
ing & Paper Company, York; William T. 
Leggett Co., 615 Gross St., Pittsburgh. 


RHODE ISLAND 
Read & Company, inc., 160 Valley Street, 
E. Providence. 


SOUTH DAKOTA 
Building Material Distributors, 820 Rapid St., 
Rapid City. 
TENNESSEE 

Southern States Iron Roofing Co., 703 Royal 
St., Memphis; Southern States Iron Roofing 
Co., Harrison St. at Seventh Ave., Nashville; 
Square Supply Company, 1117-19-23 W. Jack- 
son Ave., Knoxville; Tennessee Bldg. Special- 
ties Co., 600 Cherokee Bivd., Chattanooga. 


TEXAS 

Burris Building Material Co., 1735 Hinton 
St., Dallas; Central Byilding Products Co., 
2505 Vickery Street W., Fort Worth; San 
Antonio Wholesale Lumber Co., 3800 San 
Pedro, San Antonio; Shakertown Distributors, 
Inc., 2809 Airline Drive, Houston; Texas Sash 
& Door Company, Dallas; Texas Sash & Door 
Company, 201 Rupert St., Fort Worth. 


UTAH 


Knudsen Builders Supply Co., 203 W. Fifth 
Street S., Salt Lake City. 


VIRGINIA 
Dealers Warehouse Supply Co., 300 Sixth 
St. S., Arlington; Southern States Iron Roof- 
ing Co., 1910 Petersburg Pike, Richmond. 


WASHINGTON 
Marshall-Wells Company, Spokane. 


WEST VIRGINIA 
Building Products Supply Co., 1718 Chapline 
St., Wheeling; Fiddes-Moore & Company, 
P. O. Box 1786, Huntington; Valley Manu- 
facturing & Dist. Co., P. O. Box 56 Mona, 
Granville; Wholesale Distributors, Inc., P. O. 
Box 230, Parkersburg. 


WISCONSIN 
Falls Dealer Supply Co., Sheboygan Falls; 
Lumber Dealers Service & Supply Co., 2301 
W. Purdue St., Milwaukee; Lumber Dealers 
Supply Co., 1040 S. Broadway, Green Bay; 
Wausav Supply Company, East End of Adrian 
Street, Wausav. 





.. FIRST NAME IN CEDAR SHAKES 
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“EVERYTHING HINGES ON HAGER (2 


C. Hager & Sons Hinge Mfg. Co. * 139 Victor Street. + St. Louis 4, Mo. 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


FHA REVEALS PLANS FOR THE FUTURE. 


Norm Mason's appearance at NRLDA'S Spring meeting provided a tip-off on 
several interesting ideas soon to be announced officially by the agency. He 
reported first that all MPR's are now being re-written to simplify and modernize 
construction standards. The job should be completed by January 1958. 

Pension funds and other new sources for mortgage money will be tapped by a 
new plan creating a secondary market. Debentures secured by mortgages will be 
issued in denominations of $1,000 with all servicing of the loan to be handled 
by local financial institutions. There's a similar plan cooking involving the 
Federal Home Loan Bank. 

Remote areas starved for mortgage funds will be helped by a proposed FHA 
plan to permit local appraisors, banks and lumber dealers to certify inspections 
for regional FHA offices. A test program will start soon in six areas to deter- 
mine if the idea is workable. Cities benefited would have to be under 15,000 
population to qualify under the new program. 











THE DRIVE FOR COMPLETE WALL PANELS. 


Component wall panels are becoming more firmly established with smart build- 
ers each year. lLu-Re-Co, developed by the Lumber Dealers Research Council, is 
inching forward in popularity along with scores of variations basically the 
same. As it now stands the component wall provides the framing, insulation 
Sheathing and frequently the siding. All that remains is a wall panel with the 
inside wall covering shop applied. 

Nosing about we find that at least one manufacturer has made progress on 











this matter and he may be ready with a method and a suitable product both primed 
and with factory-applied color this fall. His technique is out of the research 
lab and is undergoing rather secret field testing. Worth noting is a similar 
panel already announced by a prominent producer of metal. 


MORE UNITIZED LUMBER CARS. 

NRLDA's recent dealer survey to determine just how many retailers would 
order strapped, unitized cars of lumber brought a prompt response. By May 15 
over 200 lumber dealers said they were ready to participate in the experimental 
program. Returns are still coming in, so the closing date was extended to 
June 1 to accommodate more dealers. 

More mills each week are writing saying they would like to get in on the 
project. Die-hards who just a few months ago said this type of loading was just 
a wild dream are joining the project. All of which is both a bit amusing and a 
tribute to the handful of lumber dealers who have worked tirelessly to perfect 
the idea. 

Mixed cars seem quite possible under the plan though there obviously must 
be a reasonable limit on the number of items. One mill permits six items--about 
as far as anyone wants to go at this stage of the game. Very important is the 
fact that the price differential is gradually dropping as more cars leave the 
mill with unitized lumber. The premium already is modest compared with the sav- 
ings possible in faster unloading and more customer satisfaction. 











SMALL BUILDERS NEED HELP WITH CONTRACTS. 


Dealers have brought to our attention that the small home builder can be 
greatly helped by bringing to his notice the importance of safe, binding 
contracts. The larger, higher quality homes now being built require more care- 
ful estimates, plus properly prepared contracts to cover changes and additions 
to the original plan. 

A contractor meeting is recommended on this subject. Your own lawyer, 
banker can supply model contracts and lead the discussion. We are also assem- 
bling specimen contracts now working well for dealers, which will be available 
on request. (news continued on next page) 
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BUILDING 
April Building Up 


Increased public spending pushed 
the value of new construction in April 
up a seasonal 10%, the Commerce De- 
partment reported. However, they said 
that if it weren’t for higher prices this 
year’s dollar volume for construction 
would be below last year. Total April 
outlays were $3.5 billion, up $100 mil- 
lion from April last year. 

April spending for new homes was 
$940 million, 14% under the year- 
earlier total. The decline for the first 
four months was 11%. 


Housing Program Expands 


The House Banking subcommittee 
has drawn up a measure expanding 
Federal housing programs beyond ad- 
ministration recommendations. Key 
features of the measure would liber- 
alize FHA down payment require- 
ments, set up a special preference pro- 
gram for veterans in the FHA, provide 
more than $1 billion of National Serv- 
ice Life Insurance reserve funds to buy 
veterans’ mortgages and make more 
housing credit available for the FNMA. 
Congress leans to added direct lending 
to rural veterans, hankers to keep 
slum clearance humming despite Eisen- 
hower’s announced cut. 


“No Change” in Costs 


Twenty-six test-tube cities in 11 
southwestern and south central states 
report “no change” in construction 
costs for the six months ending in 
March this year, according to F. W. 
Dodge Corp. There have been signs 
for a year or more that such a condi- 
tion might develop. Whether this loss 
in the force of the upward movement 
in construction costs will persist will 
be better known after the crest of the 
1957 building season has passed in 
October. 


Housing Backlog 


Government credit controls are pro- 
ducing a substantial backlog in the de- 
mand for homes, according to Harold 
P. Braman, executive manager, Na- 
tional Savings & Loan League. Bra- 
man said that reliable data indicates 
that during the next decade, the effec- 
tive demand for housing will average 
between 1 million and 1,250,000 units 
annually. 

Braman feels that the longer credit 
restrictions remain in effect, the more 
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the demand will grow. He said the 
great danger is that whenever the gov- 
ernment relents on its tight money 
policy, so many people will be brought 
into the housing market that another 
wave of rising costs in housing will 
develop. 


Secondary Mortgages 

The president of the National Asso- 
ciation of Home Builders has warned 
against what he said was an increasing 
tendency to finance housing by means 
of secondary mortgages. 

George S. Goodyear said the come- 
back of the secondary liens—used 
usually by home buyers to pay part 
of their down payment—invited a dan- 
ger to the economy “just as real as it 
was in the twenties and early thirties 
when just such top-heavy ‘junior 
financing’ in the mortgage structure 
brought on the great collapse.” 


Garage Potential 

Popular Science magazine in their 
April issue points out that 42% of the 
cars in use today are parked outdoors. 
About 385% are in one-car garages, 
19% in two-car garages, 2% in rented 
garages and 2% in carports. It makes 
a difference, too, whether the car in- 
volved was bought new or second 
hand; 59% of the latter are left out 
all night. 


RETAILING 


Average Retail Wage 

With 26% of a total of 6,033,000 
non-supervisory retail employes earn- 
ing less than $1 an hour, the average 
hourly wage is computed as $1.41 ac- 
cording to a study by the Bureau of 
Labor Statistics. 

The study was conducted at request 
of a Senate committee relative to the 
current movement to extend wage- 
hour act coverage. 

At the top end of the scale, the 
study showed that 15% of the total 
earned $2 or more an hour. Region- 
ally, the South averaged $1.16; North- 
east, $1.50; North Central, $1.44; West 
and Mountain states, $1.68. 


Credit Sales Increase 

Department stores now sell 56% of 
sales on credit basis, according to 
Federal Reserve Board calculations. 
The standard 30-day charge accounts 
are 43% of sales, while time-payment 
plans account for 13%. 

Biggest increase in plans for de- 


partment stores is the revolving 
credit, which allows continuous credit 
buying by a customer up to a prede- 
termined limit. This plan is very 
profitable for the merchant; also binds 
the customer more securely to the 
store. 

Many lumber retailers were pio- 
neers in the revolving credit plan 
because it is excellent for the do-it- 
yourself hobby trade, particularly for 
the homeowner engaged in a major 
remodeling project or “sweat equity” 
house. 


Fictitious List Prices 


The National Better Business Bu- 
reau has written to appliance manu- 
facturers asking the industry to adopt 
a self-regulation program to eliminate 
fictitious, exaggerated or otherwise 
misleading or deceptive list prices. 

As with most voluntary programs, 
such a move on an industry-wide basis 
would be extremely difficult to admin- 
ister. 
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Kitchen Training School 


July 22 to August 2 are the dates 
for the first training school for 
kitchen specialists sponsored by the 
National Institute of Wood Kitchen 
Cabinets, to be held at Purdue Uni- 
versity, Lafayette, Ind. Applications 
may be made to the Institute office, 75 
East Wacker Dr., Chicago 1, Ill. Fee 
is $50 for the two-weeks course. 


Plastics in Building 


More than 80 applications of plastics 
have been incorporated in a single 
building at Monsanto Chemical Co.’s 
new Research laboratory near Cleve- 
land. Among the new products are: 


@ plastic faced concrete blocks for 
the exterior and interior. 


e foamed styrene sandwich panels 
for the roof and walls that weigh but 
70 pounds. Exterior and interior color 
is built into facing sheets of polyester 
resin reinforced with glass fiber cloth. 
The core is 2” of foamed styrene. 


@ a new product called “Teraise” for 
wall coverings, said to be entirely dif- 
ferent than any present wall item now 
on the market. 


@ new plastic coated plyforms which 
result in a surface so smooth it can be 


(News continued on page 16) 
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\ open invitation 
; [0 See the 
decorative effects 


You Can get 
with Sargent’ 
new 
entry Lock 
































You have more than 100 
beautiful and distinguished 
lock design possibilities to 
choose from in SentryLock... 
so that now every door can 
have just the décor you want. 


You make the selection. 


Take your front door 
SentryLock, for example. 
Select one of the 20 handsome 
new escutcheons. One of 
the 9 graceful knobs. Pick 
from 6 handsome finishes. 
Then... for that extra special 
touch, you have your 
choice of four beautiful new 
vinyl inserts. Mocha. 
Straw. Flamingo. Black. 


wisi 
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And so it can go... exactly 
the lock you want for every 
door in the house. Because 
all SentryLock units... 
knobs, finishes, functions, 
inserts, escutcheons... are 
interchangeable. 


Yes, now you have... 
more than 100 
distinctive designs 


to choose from 


with 
Sargent’ § new 
me TRYLOCK 


~~ 
» 


each at moderate cost, too! 
And no lock can be installed 
faster. Seven simplifying 
features see to that/ 





the lock that says 
a lot for you... 


SeINTRYLOCK 


In the length and 
breadth of the versatile 
Sargent SentryLock line 
...With its more than 
100 unique design changes 
... there is more than ample 
scope for indulging your 
flair for artistic 
lock selection. 
Whether you are an 
architect, builder, home- 
owner or hardware supplier, 
you'll go for SentryLock. 


See your Sargent 
Distributor. Or for complete 
information, write direct 

to Sargent & Company, 
New Haven g, Conn. 
Dept. AH 1 


SARGENT 
LLNS 


‘*...8ign of a well built house” 
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NEW...an easier, better way for the handling of charge accounts! 
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A new highly simplified system of handling accounts receiv- 
able promises to revolutionize accounting procedures... not 
only for medium-sized stores but even for the smallest shops 
that have charge accounts. 

Developed by Remington Rand, this system — SARR 
(*Simplified Accounts Receivable for Retailers) is so utterly 
simple it may be operated without accounting machines or 
highly trained clerks ... yet is the most complete, accurate 
and fastest method of accounting procedures from sale 
through billing 

Potential savings in time and money are tremendous! 
Posting errors are eliminated. Every account may be visibly 
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by Remington Rand 


indexed and signalled for quick reference and use. Accounts 
receivable adjustment inquiries are reduced. It simplifies 
the whole accounts receivable operation by applying the 
principles of cycle billing without the need for elaborate 
equipment and numerous personnel. It saves its entire cost 
annually —even for small retailers! 

And what's more SARR can be housed in a compact mobile 
insulated cabinet which affords certified point-of-use fire 
protection for vital accounts receivable records. 

Send for new booklet. Illustrated in color, it shows in 
detail how the system operates. Write Room 1640, 315 
Fourth Avenue, New York 10 — ask for KD814 —“SARR.” 


Remington. Fkand 


DIVISION OF SPERRY RAND CORPORATION 


~ 


Circle No. 4 on Coupon, page 152. 


‘ 








NEWS & TRENDS 


(begins on page 10) 





painted directly without pre-plastering. 
e Polyester closing strips for mul- 
lions and insulations. 
e Acrylic louvered windows which 
cut out sunlight, but need no blinds. 


LUMBER 


NLMA Elects Doyle 

Mortimer B. Doyle, Chicago, has been 
elected executive vice president of the 
National Lumber Manufacturers Asso- 
ciation, Walter M. Leuthold, president, 
has announced. Doyle comes to the 
lumber post from his position as man- 
ager of midwest operations of the Na- 
tional Association of Manufacturers. 
He succeeds Leo V. Bodine, who re- 
cently resigned to become a vice presi- 
dent of the Diamond Match Co. 


Integration Trend 

A trend toward integration is devel- 
oping in the forest products industry, 
one which will have “far reaching” 
results, S. W. Antoville, president, 
U. S. Plywood Corp., reported at the 
dedication of a new wood products 
laboratory, State University of New 
York. 

Essentially, what is evolving is a 
new type of corporate setup which 
owns the basic raw material from 
which it makes a variety of products 
like lumber, plywood, pulp and paper, 
and many chemicals. Its “product 
mix” at any time will depend on rela- 
tive profits in each item, Antoville 
said. 

The target of this new set-up is to 
avoid the “old-fashioned” operation 
concentrating on a _ single product. 
This, Antoville commented, “has sim- 
ply proved too wasteful of our re- 
sources to be economically justifiable.” 

He cited as an outstanding exam- 
ple of this principle the Weyerhaeuser 
operation at Longview, Wash., where 
various plants produce plywood, lum- 
ber, kraft and sulphite paper, plus a 
bark utilization plant which makes 
glue and plastic extenders and floor 
sweeping compounds. 


Strikes Threatened 


A double barreled strike threat 
faces the lumber industry of British 
Columbia and the Pacific states of 
Washington, Oregon, California, Idaho 
and Montana. The Canadians’ I.W.A. 
union has made demands the employ- 
ers consider excessive and unrealistic, 
the principal one being for a flat 20% 
wage increase. Negotiations have 
completely broken down and the gov- 
ernment has appointed a conciliation 
board which will have two weeks in 
which to meet with all parties con- 
cerned. The board is expected to make 
a compromise proposal not binding to 
either the operators or the union. If 
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either side turns down the compromise 
it is likely the union will call for a 
strike vote. 

The industry agreement with the 
union expires at midnight June 14 so 
if a strike is called it will be effective 
June 15. The strike would affect lum- 
ber and shingle mills in British Co- 
lumbia along the coast. 

On the American side of the line the 
second threat is gaining strength. 
The Federal Mediation and Concilia- 
tion Service has been asked to step 
into contract negotiations between the 
International Woodworkers of Amer- 
ica and more than 450 lumber com- 
panies in the five Pacific northwest. 
Bly Haskins, secretary of the union’s 
negotiating committee, stated that 
most of the employer associations 
representing most of the companies 
have turned down the union’s de- 
mands. 

Present contracts expire June 1. At 
least 36,000 men in the fir and pine 
industries are asking for a blanket 
15¢ an hour wage increase, three 
weeks’ vacation after five years’ em- 
ployment and a pension plan paid for 
entirely by the employers. 

Most of the companies are repre- 
sented in these talks by five employer 
associations. The remainder, mostly 
inland firms, are talking independent 
of the union. Haskins said the union 
would continue the talks as long as 
there is any hope of a negotiated 
settlement. 


Seattle 


The market picture is spotty with 
here and there some firming of prices. 
Plywood is doing much better. In the 
fir market green fir dimension has 
firmed. 2 x 10 x 14’ dimension is 
much in demand. Upper items of fir, 
hemlock and pine are steady. No. 2 
perfections and XXXXX shingles are 
scarce. They bring good prices. Tim- 
bers are soft. Most items offered the 
trade are soft with the market still 
much like it was a month ago. It’s not 
hard to find lumbermen who are on 
the optimistic side while others see 
good business as far away as next fall. 
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“LARGE ECONOMY SIZE" for red cedar 
shingles and shakes now on the market. 
Application time is said to be cut in 
half with use of 4' wide shingle above 
produced by National Building Material 
Co., Hackensack, N. J. 


San Francisco 

A survey of top leaders of the 
northern California lumber market 
brings the almost universal comment 
“what market?” In several years of 
close contact with the industry, we 
have never heard such a consistent 
singing of the blues as is taking place 
now. 

Redwood prices remain substan- 
tially unchanged since last September, 
which approximated the market of 
1955. Only weak spot in prices occurs 
when a mill is approached for a large 
quantity of a single item, for which 
price adjustments might be made. 

There is practically no market for 
pine or fir and certainly no price 
changes in the last two weeks. Lack 
of construction and steady rains have 
cut production substantially. 

Ponderosa pine 1 x 12 No. 2 and 
better is bringing $129 delivered at 
San Francisco while 1 x 12 No. 3 and 
better is bringing $90. Douglas fir 
2 x 4 standard and better is priced 
at $79 while 2 x 6 center matched for 
flooring brings $52. Douglas fir 
boards, standard, are weak at $70-$72 
delivered at San Francisco from Ore- 
gon. Random length mills report very 
low order files. 


Tacoma 

No appreciable change in the mar- 
ket situation has been evident during 
the last two weeks. Although busi- 
ness generally has been scarce, pro- 
duction has gone ahead steadily on a 
normal or in some cases possibly 
slightly better than normal basis. 
This is due both to excellent weather 
conditions, conducive to good woods 
operations, and a hope of an improved 
future situation that still prevails. 
Some activity in the sheathing grade 
of plywood is reported, but there has 
been no indication of any price change. 


Kansas City 

Inquiries for lumber in the south- 
west evidenced some improvement in 
May and shipments trailed the new 
booking volume because of a shortage 
of dry stocks. The producing regions 
have had a siege of wet weather and 
where mills were able to produce, the 
lumber was not sufficiently dry to ship. 

In many cases mills had to fill in 
kiln dried stock to complete previously 
accepted orders and this necessitated 
the absorption of the higher price by 
the producer. Demand for mixed-car 
orders was good and buyers were re- 
questing immediate shipment. 

Since retailers were not buying 
ahead and mills unable to build up a 
stockpile because of wet weather, cer- 
tain items were becoming short, not- 
ably in 2 x 4, 1 x 4 and 2 x 10 dimen- 
sion. In fact, dimension was moving 
much better than boards in the area. 

Mills were able to tack on $1 to $2 
increases on dimension items in short 
supply. Generally speaking, the mar- 
ket for all grades of lumber, with the 
exception of upper grades of flooring, 
was in fairly strong position. 
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PRECISION 


FEATURE MILLING 
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i L L Mr. Dealer, help your builders and you help yourself! 
When builders know the facts, they always install 
Cloud’s Lockwood Oak Flooring. 


e Show your builders the difference and reap the profits 
homes on sight... 


from extra oak flooring sales! 


NOW! Another sure way to beat competition! 
Install Cloud's Thrif-T-Line Store Fixtures for convenient dis- 
play of builders hardware and small goods. Promote impulse 
buying and increase sales. Free information on Cloud's 
Thrif -T-Line Store Fixtures upon request. 


LET US QUOTE ON 
YOUR REQUIREMENTS 


CLOUD OAK FLOORING CO. E> 


Oak 
FLOORING 


SPRINGFIELD, MISSOURI i916 
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~NEW 
DESIGNS 

IN 
ARMSTRONG 
TEMLOK TILE 


yA Ma r-t_) anole ior- Ua Maal-1.¢-Ma-t-tMmaalolal-o7 
on ceiling tile ... show plain tile 
rol) Col aal-la Mh dal -Maales-) an -> doih dale Mal hag 
ceiling tile designs in years! 


Don't miss this opportunity to make more 
money on your ceiling tile business. Call 
your Armstrong Wholesaler for samples of 
the new Decorator-Styled Temlok Tiles 
Valo Moh dal-lamaslolal-\\acuaal-Udiale My -Wusal-s aged ale Mm Oli ts 
Talet-Meolm@muaght-Micol-Vassl-seuelale i Olola a Orel nal er-tah a 
3706 Roosevelt Street, Lancaster, Penna. 
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‘Armstrong 
BUILDING MATERIALS 


Temiok® Roof Deck Se -yesllo) alert hdallale| 


Temiok Tile Cushiontone® Ceilings 





Decorator Style 142-Starlite 





Decorator Style 100-Tweed Decorator Style 121-Diamond 7 








c.t. Hoop, President of the Mt. Pleasant 


Lumber Co. 


ALL TRANSACTIONS—cash and charge—are handled by this National Cash Register. 


“Our lalional System 
$ 
saves us 2,288 a year... 


pays for itself every 12 months !” 


—Mt. Pleasant Lumber Co., Mt. Pleasant, Michigan 


*‘Complete cash and credit control is 
essential to efficient business organi- 
zation,” writes C. L. Hood, President 
of Mt. Pleasant Lumber Co. “Our 
National System, by giving us control 
of all transactions, has made great 
savings for us! 

“Our National has many special 
features which save time and effort 
in a variety of ways. The locked-in 
audit tape supplies us with a printed 
record of all transactions, totaled ac- 
cording to department. This simpli- 
fies our bookkeeping procedure and 
enables us to know which depart- 
ments are making a profit and which 


are not. Our National System also 
features individual cash drawers for 
sales people, insuring an exact ac- 
counting of all cash on hand. And 
National’s register-printed figures on 
receipts provide greater protection 
for customer and store. 

‘“‘Through increasing the efficiency 
of our business, our National System 
saves us $2,288 a year, pays for itself 
every 12 months!” 


i ee ae 


President of the Mt. Pleasant Lumber Co. 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


989 OFFICES IN 94 COUNTRIES 


20 Circle No. 6 on Coupon, page 152 


Your lumber company, too, can benefit from 
the time- and money-saving features of a 
National System. Nationals pay for them- 
selves quickly, then return a regular yearly 
profit to you. For complete information, 
call your nearby National representative. 


He’s listed in the yellow pages “fa 


of your phone book. 
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THE MAN WITH THE MONEY 


supervises our production! 


You know from experience that the Man with the Money — your customer 
— demands top-quality brand-label merchandise. And the kind of product 
that’s asked for by name is the kind of product that rings up more profits. 


Its just as true with lumber as it is with paint, hardware, or any other 
products. When the Man with the Money finds lumber with quality that 
pleases‘him, he’s going to ask for that brand of lumber every time. 


Here’s the kind of quality and dependability the customer demands in 
Ponderosa Pine lumber: 


e the fine, soft texture of high-altitude timber 
e kiln dried 

@ precision milled 

° nd identified 

e clean, bright appearance; waxed ends 

e consistently graded 

e carefully handled and loaded 

e speedy, dependable delivery the year ‘round 


That’s the kind of lumber — and service — Southwest delivers; created 
to meet specifications drawn up by the Man with the Money. Stock the lumber 
end-stamped with the “Indian Sign” and you'll be a man with money, too! 


SQUTHWEST PONDEROSA PINE LUMBER 


Soft-textured pine manufactured to please the Man with the Money. 








LUMBER MILLS, INC. 


SIDING « SHEATHING ,. SUB-FLOORING 
ROOF DECKING « PANELING , INTERIOR FINISH 


General Offices: P. 0. Box 908, Phoenix, Arizona 
Mills at: Flagstaff - McNary 
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The Moloney Picture -Vue Sliding Glass Door combines beauty, utility, and durability. Both 
panels open, so there’s no need to stock a supply of ‘“‘left’’ and “‘right’’ doors. Easily installed 
in less than an hour in a prepared opening! Moloney Picture-Vue Sliding Glass Doors are care- 
fully manufactured and inspected to insure rigid quality standards. All fastenings are stainless 
steel. The Moloney Picture-Vue Sliding Glass Door puts luxurious living into every pocketbook. 


Manufacturers of Moloney « 1 Weather, > Aluminum Combination Doors 
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are the best value, by far! 


Compare the features of this striking sliding glass door. Made of lifetime extruded aluminum — years 
ahead in engineering refinements, priced low enough for vudget-priced homes. 


HEAVY FLUSH DESIGN DOUBLE WEATHERSEALED HEAVY HOLLOW TUBULAR 


TRIP PROOF THRESHOLD INSIDE AND OUT CONSTRUCTION 

FOR GREAT STRENGTH 
Rugged heavy tubular construction 
with lifetime aluminum means service 
for a housetime. Notice how notch and 
screw corner unions are reinforced 
with solid aluminum insert blocks. 


No Projections, no raised surfaces. High density woven pile weatherseal 
Walk easily, carts roll smoothly on this keeps heat out in summer — cold out 
extra-heavy self-draining threshold. in winter. 
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SMOOTH SILENT POSITIVE ACTION LATCH SCREEN PANEL 

FINGER TOUCH CONTROL Firm contact for positive locking from INSECT SEALED 
Anti-friction ball-bearing rollers con- inside. You cannot lock yourself out. Insect sealed screen doors have pile 
toured for smoother tracking — easy Latch completely jam-proof. and vinyl sweeps on the bottom, vinyl 


rolling. Rollers odjustable without re- wipers on center rails, and nylon 
guides on top rails. 


| 
| 





moving panels 


Orders for standard sizes filled promptly from stock. 
SOME WHOLESALE FRANCHISE AREAS AVAILABLE 


For Complete specifications and details, write 


THE MOLONEY COMPANY 
13125 Shaker Square 
Cleveland 20, Ohio 


Factories: Alliance, Ohio — Albia, lowa. 

In Canada: Manufactured and sold by Moloney Aluminum 
Products of Canada, Ltd., 19 Wellington St., W. Aurora, 
Ontario, Canada. 


THE MOLONEY CO., 13125 Shaker Square 
Cleveland 20, Ohio 
Please send complete details on the Moloney Picture-Vue Door. 


Check one 


We are wholesalers 
We are retailers | 


Name 
Firm 


Address 
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Sell Marlite in luxurious wood finishes for 
attractive interiors and attractive profits 


Whether it’s a $400 remodeling job 
or a $40,000 new construction pro- 
ject, beautiful Marlite in distinctive 
wood finishes adds extra luxury and 

value without adding extra cost. 
Available in a fine selection of prefinished wal- 
nut, mahogany, birch, cherry and oak grains, this 
profitable paneling has a durable baked finish that 
can’t be duplicated on the job. Marlite’s smooth 


eg © , 
. e m ©" Guaranteed by © 
Marlite plastic-finished paneling “aeons 


melamine plastic finish resists smudges, scuffs, grease 
and moisture; an occasional wiping with a damp 
cloth keeps it like new for years. 

Marlite offers a beautiful wood finish for any 
interior, any customer. So take advantage of this 
opportunity to increase your building and remod- 
eling profits. Call your Marlite representative or 
wholesaler now—or write Marlite Division of 
Masonite Corporation, Dept. 641, Dover, Ohio. 


ie! yer > 


> 


MARLITE IS ANOTHER QUALITY PRODUCT OF MASONITE® RESEARCH 


Circle No. 8 on Coupon, page 152. 
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VINYL WEATHER STRIPPING 

BRAIDED NYLON LINE 
YOU CAN PUT YOUR «6 

SEINE CORDS 


TROT LINES 


CONFIDENCE IN THE Bs VENETIAN BLIND CORD 


SASH CORDS 

CLOTHES LINES 

MASON LINES 

FISHING LINES 

NYLON CASTING LINES 
STARTER ROPE 

JUMP ROPE 

MOP HEADS 
WRAPPING TWINES 
KITCHEN LINES 
EXPRESS TWINES 
CHALK LINES 

PARCEL POST TWINES 
POLISHED INDIA TWINES 
PLASTIC CLOTHES LINES 
JUTE TWINE 


FROM 5 COMPLETELY 
STOCKED WAREHOUSES 





Rel onvens OF $50.00 OR MORE, FREIGHT 
PREPAID. Orders of less than $20.00 f.0.b. Mill, | ill call t 
Lawndale, N. C., Van Nuys, Calif., Marietta, Min- nix es alee nat at 
nesota, Dallas, Texas, or Waynetown, Ind. Orders : ’ r 7 

of $20.00 to $50.00, freight allowed to $1.00 per ne ee ee 
cwt. Freight prepaid does not include extra charges 
incurred outside carrier's regular zone of delivery. 











14346 Bessemer St. Marietta 3104 Gaston Ave. 
Van Nuys, California Minnesota Dallas 26, Texas 
Waynetown, Indiana 


ESTABLISHED 'N 18673 


LAWNDALE, NORTH CAROLINA 
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Expand your sales to builders and home owners 
= Ly Usplaying and selling, | AMERICAN MADE 
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“Our Hardwood Plywood display brings builders to us’’ 


“Our new Hardwood Plywood display has brought in dozens of new builder customers. 
They appreciate the display because it makes their job easier—they can bring in their 
prospects and let them select their own Hardwood Plywoods. And, it gives us a chance to 
talk to the builder about other building materials and services we offer. Then too, the 
do-it-yourself home owner will go out of his way to see actual sample panels of Hardwood 
Plywoods before he buys... and we keep stocks of popular species on hand for immediate 
delivery. We’ve found our display to be a real business-builder.” 


Robert K. Koenen, Mayfair Lumber Company 
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distinctive touch of elegance 


a they can have at so little cost 
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“Our natural room settings with Hardwood Plywood panelling 
are paying off with sales’”’ 


“When we enlarged our retail store recently, we included a unique ‘home-planning’ room. 
Along one wall, bay displays of finished room settings (shown above) aid home planners 
or remodellers in the selection of materials. Panelled walls in various species of hardwood 
plywood provide a striking background for cabinets and other built-ins. On the soffit 
above, small panels of a number of species of hardwood plywood are mounted, each 
identified and priced. Our display has generated much enthusiastic comment from our 
customers; and reflects itself in the continuing high volume of sales in this department.” 


Charles N. Clotfelter, W. P. Stephens Lumber Company 


Sone coupon for your free copy of the HPi ‘‘Hardwood Plywood Handbook’ 


SOSSHSSSSSHSHSSSSHSHSHSHSSHSHSHEHEHHSSSHEHSSOHSSSEESSSESEESSSESHESESHESSHEHSSHESESEESESEESEESESESEHEHESEHEHHHEHESEEEE 


HARDWOOD PLYWOOD INSTITUTE 
600 S. Michigan Ave., Chicago 5, Illinois, Dept. 22-F 


Send me free copy of the HPI “Hardwood Plywood 


Sell AMERICAN MADE HARDWOOD PLYWOOD Handbook,"' a guide to selection and use. 


IT BACKS-UP YOUR REPUTATION! 

The HPI seal identifies American Mills manufacturing under a rigid 
5-point quality control program. You are protected by these Ameri- 
can manufacturers who assure prompt delivery, muintenance of uni- 
form grading standards and who stand 100% behind their products. 


Name 


Address 


City ‘ Zone Eee 
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N EVAMAR (lo-it-yourself 


projects mean ready-made business 


WE TELL ’EM in National Advertising 
YOU SELL ’EM all Material they Need 


These easy do-it-yourself projects are being featured 


Free! 
SALES AIDS 


As a NEVAMAR dealer, you'll 
be supplied with colorful 
banners, counter displays, in- 
struction folders, newspaper 
mats—numerous aids to make 
selling easier for you. 


Theis is 


NEVAMAR 


> a high-pressure laminate surface 
> designed for long life 
and lasting beauty 
> resistant to cigarette burns 
> withstands boiling water 
> won't craze, crack or 
peel in normal use 
— > not affected by alcohol, 
has earned this seal fruit acids, ammonia, 
ordinary ink . . . or time 
@ Guaranteed by > > easy to clean 
_ —— > never needs painting 


NEVAMAR conforms 
to NEMA specifications 


in Good Housekeeping Magazine—read by 


millions! Thousands of inquiries pour in from these 
readers. To each we send complete working 


plans and instructions, lists of materials needed 
and the name of their nearest NEVAMAR dealer. 


STEP TABLE 


Put your name on that list and cash in on 


this extra, profitable business. 


The Prefinished Surfacing Material With a Thousand Uses 


NEVAMAR is easy to use for any man 
who can handle a hammer and saw. 
It’s ideal for furniture, sink tops, bath- 
room vanities, and wall panels. Do-it- 
yourselfers thrive on it! You'll sell 
NEVAMAR to builders and contractors 
—to everyone engaged in building or 


remodeling. For NEVAMAR is a_ high- 
pressure laminate with endless applica- 
tions. In 68 different colors, patterns 
and wood-grains, it keeps its beauty 
thru the years with a minimum of care. 
NEVAMAR packs a powerful sales- punch 
for every dealer who stocks it. 


DEALERS: Write Today For All The Facts About NEVAMAR 


We'll be glad to tell you how you can become a bona fide NEVAMAR dealer—and 
headquarters for all the NEVAMAR business that’s being created in your area. 


NEVAMAR DIVISION: 


Y, Ze NATIONAL Zea: Koclacth Comoany 


Saran and Nylon Filaments — Nevamar High-Pressure Laminates —Wynene Extruded and Molded a? 


ODENTON, MD. « NEW YORK, N. Y. 


LOS ANGELES, CALIF. e MIAMI, FLA. 


Charlotte, N. C.: 5640 Wedgewood Dr. . Memphis, Tenn.: 1008 N. Watkins « indianapolis, Ind.: 6479 River View Dr. 
Chicago, III.: 4900 W. Madison St. @ San Francisco, Calif.: 115 New Montgomery St. @ Portland, Ore.: 8614 N. Crawford St. 


28 Circle No. 11 on Coupon, page 152. 


June 10, 1957, AMERICAN LUMBERMAN AND 








[eodzeceos 





WOOL tala) 


Franchise Agreement 
between 


The Hanna Paint Manufacturing Company, Inc. 


and 


IT IS GUARANTEED get» mutually agreed upon 
territory shall be allocated to the above dealer by The 
Hanna Paint Manufacturing Company, Inc. 


IT IS GUARANTEED whet the above dealer shall 
throughout the life of this franchise be free from compe- 
tition by company stores owned or operated by The Hanna 
Paint Manufacturing Company, Inc. 


IT IS GUARANTEED «4; The Hanna Paint Manu- 
facturing Company, Inc. shall furnish sales assistance 
through a continuing advertising and sales promotion 
program. 


IT IS GUARANTEED 44,,; The Hanna Paint Manu- 
facturing Company, Inc. shall supply the dealer with a 
complete line of finest quality paint products for homes, 
farms, and industry. 


IT IS GUARANTEED, . ? 

in recognition of the above 

guarantees, that the dealer shall stock Hanna Paints in 

adequate quantity to fill customer orders and shall display 

promote and recommend Hanna Paints to an extent in 
keeping with the quality of the product. ~7 


Yuli. 


WALTER & HANNA. J. PRESIDENT 


aca 


2js 
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This Paint Company 
Dealers 


iy =8 be 


af 


WV EV NOS DENY OS ON, 
sede alesse eee eee ee 


When the Hanna Paint representative calls, have him 


tell you how you can get a Hanna dealer franchise. 


Hanna Paint helps 


The Hanna Paint Dealer 


run the BEST store in town 


THE HANNA PAINT MANUFACTURING CO., INC., COLUMBUS, OHIO 


PITTSBURGH, BIRMINGHAM, DALLAS 
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Home owners visiting dealer show- That’s why we say TENEX sells on sight 
rooms have been admiring the richly tex- and sells in volume. More importantly—build- 
tured beauty of TENEX. But wait until ing material dealers everywhere are saying it too. 
they see it installed. Each color in paint or TENEX, the new wood wafer paneling is 


stain that your customers apply gives available in 4’ x 8’ and 4’ x 16’ sheets 14” thick. 
TENEX’s wood-mosaic surface an amaz- Ask Packy for literature and free sample 
ingly different character and beauty. Rooms of TENEX. P.O. Box 1452, 

take on new individuality—a new luxury Spokane, Washington. 

look at low cost. Phone Riverside 7-3011. 


Ne sight 





Ja¥cbalelsceyaslounyygsbisymayisereyel 
textured panel 


et FR 

‘ : : Ee QUALITIZED 

LUMBER, LATH, 

, Pin TENEX WAFER 
: PANELS & OTHER 

SPECIAL PRODUCTS 


a 589 : TREE FARM 
PRODUCTS 


Engelmann Spruce, 
White Fir, Larch, 
Douglas Fir, 

Idaho White Pine, 
Inland Red Cedar, 
Ponderosa Pine, 
Lodgepole Pine 


Member: National-American Wholesale Lumber Association 








a7 , 
° TENEX 
was cut into 
decorative 
diamond shapes 
for this study area 
wall. Designed by 
the distinguished 
architect, 
Henry Hill A.I.A. 











Member: National-American Wholesale Lumber Association 








New Yale Brandywine Knob set off by Sapphire Trim (left) and Constellation Trim (right). Many other stylings available. 


To sell builders ...look to Yale 


NOW—THIS SEASON’S KEY-IN-KNOB DESIGN SENSATION 


YALE 
Lrandywine besicn 


for builders who star style and top quality—at an attractive price! 


Nowhere on earth another lockset like the new Yale Brandywine! Here’s why: 
Premium-lockset quality and style at the lowest price you’ve ever seen. Simple, 
elegant lines. Single-key operation where desired—garage doors, too. 
Top-security through pin-tumbler construction—until now found only in 

high price locksets. Easy, economical installation on exterior and all interior 
doors. Stock plenty of this sales stardust now: Yale Brandywine locksets 

(No. 5237) and Yale’s galaxy of smart trims. 


For today’s big doings in locks and hardware—LOOK TO YALE! 


The Yale & Towne Mfg. Co., 
Lock & Hardware Div., White Plains, N. Y. YA L E & I OW N FE 
YALE=—REG. U.S. PAT. OFF. 
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YOUR NEW PROFIT MAKER... 
GOLD BOND 


TRI-DEK ! 


Tri-Dek gives you these better 


roof-slab selling advantages: 


. T&G all 4 sides—stronger, tighter application. 





OUR builder-customers know that open-beam con- 

» ore is an “opener”’ in today’s homemarket! It 
opens prospects’ eyes and pocketbooks to this modern 
home design. You can profit from this strong home 
buyers’ trend with this new Gold Bond roof deck slab. 
Roof deck and finished ceiling applied in one oper- 


ation—that’s Tri-Dek! No separate roof sheathing, 


insulation, ceiling or painting materials...a tremen- 
dous saving of both labor and material that your 


builder-customers are quick to “buy.” 


INSULATION BOARD PRODUCTS 


NATIONAL GYPSUM COMPANY 


anaschdilmsenatnae si — 


Circle No. 76 on Coupon, page 152. 


2. Self-sealing joint, all 4 sides. 


3. Made by Gold Bond Fiberlok process 
for extra strength. 


. lvory white, flame-resistant ceiling finish 
needs no painting. 


Gold Bond Tri-Dek in the 2” and 3” thicknesses 
offers your customers the most positive vapor seal 
on the market. It is also available without the vapor 
seal in thicknesses of 1%”, 2”, and 3”. The rigid 
slabs are 2’.x 4’ and 8’. All have the tongue and groove 


on all four sides; all are made with the Fiberlok process. 


For more information on how Gold Bond’s new 
Tri-Dek can help build your sales today, call your 
Gold Bond® representative or write Dept. AL-67, 


National Gypsum Company, Buffalo 2, New York. 


eciameiiiain 
| Gold Bond 
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A.W. CUT NAILS 


The greater gripping features of Alan Wood hardened More and more contractors find A.W. hardened cut 
cut nails hold furring strips to building block with nails... made from A.W. quality steel... ideal for 
new permanence! Automatically ... you cut costs furring. They drive fast and usually a 1’”’ penetration 
and lost time by specifying the right nail for the into the block is sufficient. 

right job. A.W. has it! 


Try a Keg—get a better grip on every job.—For information, write Dept. CN-S75. 


A.W. Hardened Cut Flooring nails For light furring 
A.W. Hardened Cut Common nails A.W. Special Hardened 4 !4 d Cut Concrete Nail 


Product of 


ALAN WOOD STEEL COMPANY | 


Conshohocken, Pennsylvania 
Other products: A.W. ALGRIP Abrasive Rolled Steel Floor Plate « A.W. SUPER-DIAMOND 
Floor Plate « Plates « hom ° on ° tee i one Sonat ‘eae 
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BIRD 
Salesman 


Magnificent roofings — Bird King-Tab Architect shingles 
— Bird Wind Seal shingles — modern colors — proven 
quality — color ads in the Saturday Evening Post — 


powerful demonstration on TV’s Garry Moore Show — and 

a complete array of displays, streamers, booklets, mats, 

signs — everything you need to sell Bird roofing as only ° 

you can. Give your Bird salesman a call, and he'll give ' 
2 


you all he’s got. 


BIRD IS THE WORD THAT SELLS! fT Roofs & Sidings 


& SON inc 
BIRD & SON, INC.,E. WALPOLE, MASS., CHICAGO, ILL.. SHREVEPORT, LA., CHARLESTON, S.C. Re», | 
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57-A—Boxed for easy display 

Low price Flat Varnish Brushes 
displayed for quick sales. 5 doz. 
assorted 2” to 3”. 


dg dass 


57-E—3-in-1 Package 

Your choice of three assortments 
—Pure Bristle, Pittsburgh Syn- 
thetic or Nylon. Contains 3-9/12 
doz. assorted 1/2” to 3” Flat Var- 
nish, 4” Wall and 1%” Angular 
Sash Brushes. Sturdy wire rack 
display that’s easy to see. 


Bondex®— Always popular 


Perfect applicator for Bondex. 1 
doz. fast-selling coating brushes. 


BUILDING PRODUCTS MERCHANDISER 


Step up sales with these 
COLORFUL, 
SELF-SERVICE DISPLAYS 


Iheyte 


57-C—complete with 10% doz. 
Y%" through 3” wide Varnish 
Brushes. 1 doz. 2” Sash Brushes, 
Y, doz. 4” Wall Brushes. Mail 
coupon for price information. 


BRUSHES + PAINTS + GLASS 


fo FREL/ 


© These colorful, attention-com- 
pelling displays will attract cus- 
tomers and increase sales. Order 
the brush assortments that sell 
best for you. These self-service 
displays come free as a business 
builder. Use them in your store 
windows, on your sales counters 
or in your paint department. 


Gold Stitpe 


Made with Finest Pure Bristles 


@ Pittsburgh’s famous Gold Stripe 
line is available once more in quantity. 
Experienced painters recognize these 
to be the finest paint brushes made. 
Each brush is carefully filled by hand 
—by expert brush makers using per- 
fect, pure bristles. They’re made to 
stand up under long years of steady, 
professional use. 








@ Here's a simple, compact display 
of these high-quality brushes your 
customers Cannot miss. 


PITTSBURGH 
BRUSHES 


Gold Stripe Bd Stipe 


CHEMICALS + PLASTICS + FIBER GLASS 


PITTSBURGH PLATE GLASS COMPANY 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 


MAIL THIS COUPON FOR COMPLETE DETAILS 
ertuenah dita teehee ells cenivuins aiahs Gale Gus um xs cue Gun exe cule ame eu aan Gam EE oe 


PITTSBURGH PLATE 
GLASS COMPANY 
Brush Div., Dept. AL-67 
3221 Grodwteh dvenne 
Baltimore 29, Maryland 
Gentlemen: Please rush 
me more information 
about FREE brush dis- 
plays I have checked. 


57-A 
57-C 
57-E 
BONDEX 


Name 


Firm 


Address 
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PICTURE 


The brightest spot in the 
building pictureislumber and 
building material dealers’ 
sales. They promise to match 
or exceed 1956’s record vol- 
ume—despite the decline in 
new house starts. 


e The almost complete col- 
lapse of tract building, which 
accounts for most of the fall- 
off in new residential con- 
struction, represents practi- 
cally no loss to lumber deal- 
ers because such builders 
were big enough to buy direct. 


e In fact; lumber dealers are 
now getting an increased 
share of new housing ma- 
terial dollars because the 
smaller (1 to 50) builders, 
who specialize in the better 
homes comprising the bulk 
of today’s starts, are tradi- 
tional dealer customers. 


e And, of course, lumber 
dealers are headquarters for 
the boom in home improve- 
ment. (A bigger market than 
new home sales in 56!) 


e Last, but not least is the 
do-it-yourself consumer, to 
whom lumber dealers sell a 
growing number and volume 
of pick-up items. 


No wonder, then, that a 
March Ist survey reveals 
secretaries of dealer associa- 
tions, and the dealers them- 
selves predicting sales on a 
par with or better than last 
year! 


Top coverage and penetration 
of big volume dealer outlets 


American 
Lumberman 


& Building Products Merchandiser 
@ ®@ & 


139 WN. Clark Street * Chicago 2, IMinois 




















semerican Lumberman 
PROFIT-POINTERS 








Safety Board Slows Accidents 


A warehouse chart on which 
truck drivers accident records are 
posted month-by-month is helping 
emphasize driving safety for em- 
ployes at the MacLea Lumber Co., 
wholesaler, Baltimore, Md. 

Dan MacLea, Jr., sales promo- 
tion manager, explains that dif- 
ferent colored stars are used to 
denote accident - free months, 
chargeable accidents and _ non- 
chargeable accidents. Located near 
the chart are safety posters. 

“Drivers take pride in perfect 
driving safety records,” says Dan, 
“and they drive carefully to main- 
tain them.” 

Many retailers and wholesalers 
give drivers cash bonuses or other 
incentives: for perfect, year-long 
safety records. 


30 Medicine Cabinets a Month 


By placing medicine cabinets out 
where they can easily be seen, 
Meilman & Miller Lumber Co., Sil- 
ver Creek, N. Y., averaged a sale 
a day. 

The easily-moved display unit 
is made from perforated hard- 
board, painted blue. These units 
are 49 inches high and 24 inches 
wide. The frame is built of 2x2’s. 
A bottom shelf between the four 
legs allows storage for other items. 

These displays are frequently 
moved up to the front of the store 
to tie in with the firm’s newspaper 
advertising. 


Display Fits Pipe Columns 


Added useful product display 
space has been created by dealer 
Frank Richards in his store by 
mounting circular shelves on the 
roof-supporting pipe columns 
there. 

Richards is manager of the Van- 
couver, Wash., outlet of J. W. 
Copeland Yards. He made 24-inch 
circles of 34-inch fir plywood. Then 
he cut a section out of each so he 
could fit it around a pipe column. 
The cut-out section was then re- 
placed and screwed fast. With 
metal pipe strap and steel angles, 
the shelves were fastened to the 
posts. It was not necessary to 
drill holes in the pipe columns be- 
cause the pressure of the plumb- 
ers’ pipe strap was enough to hold 
all snug. Shelves and pipe columns 
were then painted green for the 
shelves and columns below the 
shelves and buff for the column 
above each shelf. 

Red plastic edging was tacked 
around the circumference of each 
plywood circle to give it a finished 
appearance. The display shelves 
on the pipe columns were placed 
at customer eye level and various 
items of small merchandise were 
placed on them. Richards reports 
they have been quite effective in 
promoting impulse buying. 


MI 


More Dealers Than Ever 
are Now Reading 


AMERICAN LUMBERMAN 


JAN 
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How to answer your 
customers’ questions 
about latex paint 


Q. Where can exterior latex paints be 
recommended? 


The success of latex paints for interior decorating 
brought about their adaptation to many exte- 
rior surfaces. Now latex paints are proving ideal 
for all types of exterior masonry applications, 
including cement, cinder block, asbestos shingle, 
stucco, poured concrete, clay tile and brick. 


Q. Why are they ideal for exterior 
masonry painting? 


aukau resistance. Latex paints will not show staining 
and discoloration often caused by the alkali in 
masonry surfaces. 


paint Fum acinc. Latex paints age by controlled 
chalking, a time-proven method for keeping 
masonry surfaces clean and fresh looking. 


water sportinc. Latex paints do not water spot. A 
garden hose will remove dust and dirt easily 
from this tough, smooth film. 


MILDEW resistance. Latex paints provide a naturally 
higher degree of mildew resistance. 


pirt retention. Latex paints show greatly improved 
resistance. 


Busterinc. Because latex paints let masonry breathe, 
they eliminate unsightly blistering and peeling 
.make subsequent repainting far easier. 


This information is taken in part from 
our booklet for paint dealers, “LATEX 
PAINT AND WHAT YOU WANT TO KNOW 
ABOUT IT. Write today for your free 
copies. We do not make latex paints, 
but we are America’s leading supplier 
of latex to the paint industry. THE DOW CHEMICAL 
coMPANY, Midland, Michigan. Dept. PL 1806A. 


CAN/DEPEND ON 
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A CHANGE IN COLOR TELLS ONE FROM T’OTHER 


Avoid costly errors! Handle Spencer Kellogg’s 
Linseed Oil. You can tell at a glance which is 
Pure Raw and which is Improved Boiled .. . 
because each comes in its own distinctively dif- 
ferent package. 

Spencer Kellogg’s Linseed Oil, Pure Raw and 
Improved Boiled, available in refinery-sealed 
cans: 5 gal., 1 gal., quart and pint sizes. 


SPENCER KELLOGG AND SONS, INC. 
SE TE Ae LT eR aI * 





Available, Pure Raw 
and Improved 
Boiled in refinery-sealed 
cans; 5 gal., 1 gal., 
quart and pint sizes. 





FREE...valuable sales aids from Spencer Kellogg. 
Get your supply today... there is one designed 
to help you sell the contractor, one for the cus- 
tomer who wants to do-it-himself, and one for 
YOU! Let us help you sell more paint... handle 
America’s finest linseed oil .. . Spencer Kellogg’s 
Linseed Oil. 


BUFFALO 5, N. Y. 








& bi . 10" ~ 
MAIL THIS COUPON TODAY! 
oe A OS Ce ee Me co! Se A CO eR ae oe ee 


SPENCER KELLOGG and SONS, INC. 
Dept. A. L., Buffalo 5, N. Y. 


Please send me Spencer Kellogg sales aids! 


Name 





Address 





City 








EASY TO 


Today’s brushes with improved TYNEX* ny/on bristles 
mean better painting performance for the user 


Many professional and do-it-yourself painters know that today’s quality 
brushes with tipped and “‘flagged’’ TyNEx nylon bristles help them do an 
easy, streak-free job and save valuable painting time. 

But the benefits don’t stop there. Painters say that brushes bristled 
with TyNEX are great timesavers after the job is over. Most paints, 
varnishes and lacquers clean and rinse thoroughly from brushes with 
TyYNEx nylon bristles. Brushes dry quickly . . . are always ready for re-use. 

The quality of TyNex nylon bristles has been proven in extensive 
laboratory tests. Your customers know that their over-all costs are less 
when they buy better-made brushes with TyNEx nylon bristles. Benefit 
from this preference for brushes with TyNEx nylon bristles by stocking 
a complete selection. 

TYNEX is the registered trademark for Du Pont nylon bristl 


TYNEX 


nylon bristles 
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POWERFUL REASONS WHY A CHEVROLET 
STAYS ON THE JOB.. SAVES ON THE JOB! 











Chevrolet trucks offer the world’s most popular 
truck engines—big 6's, designed soundly yet 
FAMOUS CHEVY 6 simply to provide plenty of power at lowest cost 
(America's most popular truck engine) and the ability to keep going in rugged service. 
Like all Chevrolet truck components, these engines 
put the accent on economy and dependability! 
e Fuel-saving 8 to 1 
compression ratio Chevy’s the dollar saver de luxe of the American 
a road, and many of the reasons why can be found 
@ Luw-maintenance . a: beneath the Chevrolet truck hood. That’s where 
valve-in-head -" ‘ you'll often find one of the great 6-cylinder power- 
design om | plants that have pulled more payload more miles 
gh a : than any other engines in the history of hauling. 
@ Two fuel filters - “ie They’re honest-to-goodness truck engines, specially 
for dependability xiii. built to stay and save on the roughest and toughest 
“ | & ' of hauling jobs. Or, if you prefer a V8, the ones 
e Durable alloy steel that hum beneath the Chevy hood are at the head 
of their class for fleet-going short-stroke V8 
efficiency. 
© gn poner. © Economical by- You'll find that a Chevrolet truck gives you so 
oe gee pas Conn much to save with! Your Chevrolet dealer is wait- 
ing to fill you in on all the facts. . . . Chevrolet 
Division of General Motors, Detroit 2, Michigan. 





exhaust valves 








Biggest sellers . . . because they’re biggest savers! 


CHEVROLET TASK-FORCE 57 TRUCKS 


BUILDING PRODUCTS MERCHANDISER Circle No. 19 on Coupon, page 152 4l 





EXCLUSIVE FRANCHISE 


no 





Master Jig door-sizing fixture complete with 
work bench, foreground, is one of four 
patented precision tools leased to every 
Master-Hung distributor. Orher Master- 
Hung equipment includes the assembly 
table, miter saw table, and a jamb, dado 
and dowel boring machine. 


MASTER-HUNG DOORS 


Builders agree—the swing is to pre-hung doors. And 
when you get the franchise to make Master-Hung Doors 
in your territory, you are going to make money. 


Let the builders find out that you can supply Master- 
Hung Doors in all standard sizes—and you won't have 
to sell. You'll be busy meeting the demand. 


The “Master” Plan 
for Profit with 


Pre-Hung Doors 
Exclusive Franchise 
for your territory 
e 


Master-Hung hinged door units can be made in all 
standard sizes, and furnished with stops, trim, hinges, 
and lock. Split jamb fits wall from 312” to 7”. 


Your builder customers will cut installation time to 15 
Equipment-Leasing Arrangement minutes per door, using only two tools, a hammer and 
— like paying rent a level. No time lost adjusting mis-fit doors—all same- 


° size doors interchangeable in like size opening. 
Folders and Order Forms 
with your imprint Don’t miss this once-in-a-lifetime opportunity for big 

. fits. Call or writ ay. 

Sells more hardware tig c ” © today 


Makes slack ia productive MASTER-HUNG DOOR EQUIPMENT co. 


a King and Franklin Streets, Pottstown, Pa. Telephone: 8133 
Pay for equipment Precision Tools for the Building Industry Since 1937 
out of profits Parent of Z&K Tool Co. 


FRANCHISE DEALERS 


ALBERTA, VA. 

Brunswick Lumber Co. 
ALLSTON, MASS. 

Seaboard Sales Corp. 
ATLANTA, GA. 

Dixie Plywood Co. 
ATLANTA, GA. 

Master Door Co. of Atlanta 
BEDFORD, OHIO 


BERNHARDS BAY, N. Y. 
H. B. Webb Lumber Co. 
BRIDGEPORT, CONN. 

City Lumber Co. 

BUFFALO, N. Y. 
Whitmer-Jackson Company 
COLLINGDALE, PA. 
Collingdale Millwork Co. 
COLUMBUS, GA. 


CRYSTAL LAKE, ILL. 
Rosenthal Lumber & Fuel Co. 


INDIANAPOLIS, IND. 


Lumbermens Wholesale Supply Corp. 


JACKSON, TENN. 
Madison Millwork, Inc. 
KALAMAZOG, MICH. 
Miller Sash & Door Co. 
KENOSHA, WISC. 


NASHUA, N. H. 

Gregg & Sons 

NASHUA, N. H. 
Indianhead Millwork Corp. 
NORFOLK, VA. 

White Lumber & Millwork 
PENSACOLA, FLA. 

Owsley Lumber Co. 
ROCHELLE, ILL. 


ROCHESTER, N. Y. 

Bilt-Rite Wood Products Co. 
SAGINAW, MICH. 

Saginaw Lumber Co. 
SINKING SPRINGS, PA. 
Hoffmann Industries 

SO. SWANSEA, MASS. 
William Horner Millwork 
STOWE, PA. r 


Lumbermans Door & Trim Co. Southern Hdwe. & Bldg. Materials Kenosha Lumber Co. Rochelle Millwork Co. Nathaniel Brunner 
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“Advertised-in-LIFE’— your 
most powerful sales tool 


Every week LIFE does more to pre-sell your home-improvement 
customers than any other magazine. 


In an average. community, LIFE reaches 3 out of 5 households 
during 13 weeks: Altogether, LIFE is read in 12,000,000 households 
each week. 

People respond enthusiastically to LIFE . . . to stories, pictures 
and advertisements that make people sit up, think—and buy. 


Smart suppliers capitalize on LIFE’s power to sell. They feature 
LIFE-advertised products regularly . . . and they display the 
“‘Advertised-in-LIFE”’ symbol in their local advertising and at the 
point of sale. 

Audience source: A Study of the Household Accumulative Audience of LIFE. 


people respond to 
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“Sweet setup... 
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See 


Special 
CARRY: OUT 
PACKAGE 


NU-wooo 
TILE 


the package does the selling... 
the customers handle deliveries!” 


Did YOU ever see a better deal for 
dealers? These handy packages of 
Nu-Wood acoustical tile—backed 
by an attractive display—actually 
pre-sell customers. The cartons 
themselves tell a compelling story 
about stopping home noise nuisance. 
Your salesmen need to do less ex- 
plaining...less selling. 

And because these packages are 
so easy to carry out...so easy to 
load into cars or station wagons... 
many customers prefer to make 


their own deliveries. That means 
less overhead cost for the dealer... 
frees the dealer’s trucks for other 
uses. 

Is it any wonder that Nu-Wood® 
acoustical tile in the new carry-out 
package has caught on like wild- 
fire with lumber dealers all over the 
country? Is it any wonder that re- 


Sold by lumber dealers 


peat orders are the “‘order of the 
day”’ for dealers who wisely recog- 
nize the value and impact of mass 
merchandise displays? See your 
Wood Conversion representative 
about this merchandisable product! 
Wood Conversion Company, Dept. 
120-67, First National Bank Build- 
ing, St. Paul 1, Minnesota. 


NU-WOOD 


acoustical and decorative tile 
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THAT'S RIGHT, SIR— NOTICE 
MR. LUM BERMAN, eater pg HOW IT "RACKS".. 


MERCHAN- <.. ALL TH FLEXIBLE TUBE, 
DISER! FITTINGS AND VALVES NEC- 
LN Wl SUPPLY HOOKUP TO SINK, 
YES SIR... {|[t WU BASIN OR TOILET. 
IF YOU'LL if 

JUST 


STEP OVER 


eo Wr... 7 


YES SIR. NOW) /...ARE back | ae Soll 









































THE EXACT ON TH' BACK 
PARTS OF EACH SUP- ~-RIGHT FROM 
YOU'LL NEED... PLY CARD. , : “THE TRAY. 


























o H 
PLUMB SHOP YOU 
DON'T HAVE TO 





INSTALA- 
TION DIR- 

















A PLUMB SHOP TH' CUSTOM- 
MERCHANDISER ». 2 (ER REALLY 
SELLS /TSELF/ ; 


sea Please send the following: 


[CD Free Explanatory Folder 
(0 Merchandiser #100 (327 piece assortment) ...ssesereeeess $110.19 
[CD Merchandiser #200 (122 piece assortment) ..++++seeeseees $46.87 


ras NO DEALER DOES!!) > THIS TIME) 











Name (please print) 
Address 
City State. 
Wholesaler. 














(Do not send payment. Your Wholesaler will invoice you.) 


es 
PLUMB ¢ SHOP 1341 TEMPLE, DETROIT 1, MICH. 
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LETTERS —— 


Likes 2° Lumber Packages* 


To the Editor: Your article on 
2’ lumber packages is, in my esti- 
mation, the finest bit of original 
practical thinking I have read in a 
long time. 

May I suggest we all get behind 





this idea and push it? The argu- 
ment that it would take more steel 
strapping is far outweighed by 
utilizing the right equipment for 
mechanical handling. For a small 
concern like ours, I would like to 
see this idea put into practice. 

Bradley J. Patch, Owego, N. Y. 


To the Editor: This is from a 
country lumber dealer who wants 
to express his appreciation for Mr. 
McCracken’s splendid article on 2’ 
lumber packages. My guess is that 
your article and McCracken’s sys- 
tem is going to be responsible for 
a lot of new thought on the subject 
from which a lot of good will de- 
velop. The plan seems to fit our 
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AWNINGS anv CANOPIES 


and Leigh Imperials mean fast, profitable 
sales. Shoppers become buyers when you 
tell 'em the Leigh price — so low it melts 
all sales resistance. And Leigh awnings are 
packaged — easy to stock, sell and install. 


They come in the right styles, sizes and 
colors for every installation — from small 
home windows to huge store fronts. But 
just a few popular sizes — a very modest 
investment—can put you in the profitable 
metal awning business, right now. 


see your favorite jobber or write 








DOOR CANOPY 


Here's a fast-selling 
metal door canopy at 
the lowest price of all. 
A one-piece unit anyone 
can install in just minutes ! 
Same superior quality 
and styling that makes 
Leigh Imperials the finest 
you can sell. 








Coopersville, Michigan 


x | ° BUILDING PRODUCTS DIVISION 
ie &lG Air Control Products, Inc. 
ig mt =: 1857 Lee St. 
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own conditions and I am sure we 
will make some progress with it.— 
Dwight Cowles, Community Service 
Inc., Lakeville, Conn. 


*See “Case for 2° Lumber Package,’ Amer 
ican Lumberman, May 13th, page 64 


Good Job 


To the Editor: I am very pleased 
with the article you did on us which 
appeared in the April 15th issue 
and wish to thank you for your 
good job. That your fine magazine 
has wide circulation is shown by 
the letters I have received from 
widely-scattered old friends in the 
lumber business. 

In general, wholesalers are much 
maligned and the work you are do- 
ing to give us, as a group, a boost 
is a fine thing.—P. J. McCoy, West- 
ern Pine Supply Co., Emeryville, 
Calif. 


Package Selling 


To the Editor: I would be inter- 
ested to know what reactions you 
have had to your special editorial in 
the Feb. 18th issue entitled “‘Lay- 
ing It On the Line.” In this edi- 
torial you emphasized the need of 
the training of personnel for pack- 
age selling. As you suggest our 
industry sorely needs this, yet it 
has no organized means set up to 
accomplish it. 

We have decided that the only 
way we can stay in business is to 
do more and more package selling. 
We must control the sale and get 
a fair price for our goods and serv- 
ice or we can not last. 

We have recently taken on the 
Doane line of Farm Buildings and 
they train their salesmen for 100% 
package selling. 

We do not have all the bugs 
worked out of our organization but 
we do now have an outside salesman 
who devotes all his time to selling 
away from our place of business. 
We did not have a satisfactory year 
last year because of the drought 
conditions but we are hoping for 
better results this year. We are 
placing more and more emphasis 
on selling by the package and in- 
tend to get our salesroom fixed up 
for better selling here at the yard. 
Lyle M. Cassat, Richardson Lumber 
Co., Clarinda, Ia. 


ANNUUM LT 


Wood Front Dishwasher 


With nine out of ten of today’s 
housewives demanding wood kitchen 
cabinets, at least one kitchen appli- 
ance manufacturer, General Electric, 
has turned to making a dishwasher 
with a wood front. 
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For their new guest room Peter Lind Hayes and Mary Healy 


choose sunny 








Crayon, 


Craftwall has that genuine hand-rubbed 
look — professionally pre-finished to give 
the most durable, stain-resistant wood 
finish known. Every ‘‘plank’’ is hand- 
selected to show rich, natural grain! You 
can supply hardwood Craftwall for an 
8’ x 12’ wall for approximately $60. 


This attractive room projects that 


feeling of richness and modern “livability” 


guest 


that Craftwall wood paneling creates — in 
any home, new or old. Featured currently in 
Craftwal! advertising in Better Homes and 
Gardens, Sunset and other magazines, this 
charming room will help pre-sell your cus- 
tomers ... builders and homeowners alike. 


BUILDING PRODUCTS MERCHANDISER 


Bright new stars of TV and the entertain- 
ment world, Peter and Mary spend every 
spare hour in their lovely suburban 
home. This cheerful, Craftwall elm 
paneled guest room reflects their special 
talent for making friends welcome. 


ri 
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With Craftwall you have so much to offer! 
Elm, two kinds of Birch, Maple, Cherry, 
Knotty Pine, Oak, Mahogany or Walnut. 
Craftwall is easy to work with, too. The 
44” modular-size panels (48”"x96", 48”x 
84”, 32x64”, 16”x96”) go up quickly 
with nails or Roddis Contact Cement. 


Roddis also offers custom Hardwood Paneling 
rere ae 3 | j 
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nail polish, even ink in the grooves won't stain it, Craftwall wipes clean . . 


wood paneling! 


needs no care 


Craftwall’s durable factory finish doesn't 
even need waxing .. . cleans with a damp 
cloth. Craftwall paneling lasts a lifetime 
Roddis guarantees that in writing! Coupon 
brings full details on the Craftwall story. 
(In New York, visit our Roddis Rockefeller 
Center Showroom, 620 Fifth Ave.) 


Adhesives . Plyw 


is and Hardboard 


Dealer's Craftwall Fact File on request 

Roddis Plywood Corp., Dept. AL-657 
Marshfield, Wisconsin 

Please send me the Dealer’s Fact File on Cr 
wood paneling 


Name 
Firm 
Address 


City 


Circle No. 23 on Coupon, page 152 





LETTERS 


Likes 2° Lumber Packages* 


To the Editor: Your article on 
2’ lumber packages is, in my esti- 
mation, the finest bit of original 
practical thinking I have read in a 
long time. 

May I suggest we all get behind 





this idea and push it? The argu- 
ment that it would take more steel 
strapping is far outweighed by 
utilizing the right equipment for 
mechanical handling. For a small 
concern like ours, I would like to 
see this idea put into practice. 

Bradley J. Patch, Owego, N. Y. 


To the Editor: This is from a 
country lumber dealer who wants 
to express his appreciation for Mr. 
McCracken’s splendid article on 2’ 
lumber packages. My guess is that 
your article and McCracken’s sys- 
tem is going to be responsible for 
a lot of new thought on the subject 
from which a lot of good will de- 
velop. The plan seems to fit our 
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AWNINGS anv CANOPIES 


METAL awninG SEASON !S Here 


and Leigh Imperials mean fast, profitable 
sales. Shoppers become buyers when you 
tell 'em the Leigh price — so low it melts 
all sales resistance. And Leigh awnings are 
packaged — easy to stock, sell and install. 


They come in the right styles, sizes and 
colors for every installation — from small 
home windows to huge store fronts. But 
just a few popular sizes — a very modest 
investment—can put you in the profitable 
metal awning business, right now. 


see your favorite jobber or write 








DOOR CANOPY 


Here's a fast-selling 
metal door canopy at 
the lowest price of all. 
A one-piece unit anyone 
can install in just minutes ! 
Same superior quality 
and styling that makes 
Leigh Imperials the finest 
you can sell. 








Coopersville, Michigan 
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Buse aNG Air Control Products, Inc. 
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own conditions and I am sure we 
will make some progress with it.— 
Dwight Cowles, Community Service 
Inc., Lakeville, Conn. 


*“Sece “Case for 2’ Lumber Packaae, 4dmer 
tcan Lumberman, May 13th, page 64 


Good Job 


To the Editor: I am very pleased 
with the article you did on us which 
appeared in the April 15th issue 
and wish to thank you for your 
good job. That your fine magazine 
has wide circulation is shown by 
the letters I have received from 
widely-scattered old friends in the 
lumber business. 

In general, wholesalers are much 
maligned and the work you are do- 
ing to give us, as a group, a boost 
is a fine thing.—P. J. McCoy, West- 
ern Pine Supply Co., Emeryville, 
Calif. 


Package Selling 


To the Editor: I would be inter- 
ested to know what reactions you 
have had to your special editorial in 
the Feb. 18th issue entitled “‘Lay- 
ing It On the Line.” In this edi- 
torial you emphasized the need of 
the training of personnel for pack- 
age selling. As you suggest our 
industry sorely needs this, yet it 
has no organized means set up to 
accomplish it. 

We have decided that the only 
way we can stay in business is to 
do more and more package selling. 
We must control the sale and get 
a fair price for our goods and serv- 
ice or we can not last. 

We have recently taken on the 
Doane line of Farm Buildings and 
they train their salesmen for 100% 
package selling. 

We do not have all the bugs 
worked out of our organization but 
we do now have an outside salesman 
who devotes all his time to selling 
away from our place of business. 
We did not have a satisfactory year 
last year because of the drought 
conditions but we are hoping for 
better results this year. We are 
placing more and more emphasis 
on selling by the package and in- 
tend to get our salesroom fixed up 
for better selling here at the yard. 
Lyle M. Cassat, Richardson Lumber 
Co., Clarinda, Ia. 
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Wood Front Dishwasher 


With nine out of ten of today’s 
housewives demanding wood kitchen 
cabinets, at least one kitchen appli- 
ance manufacturer, General Electric, 
has turned to making a dishwasher 
with a wood front. 
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For their new guest room Peter Lind Hayes and Mary Healy 


choose sunny Elm 











Crayon, nail polish, even ink in the grooves won't stain it. Craftwall wipes clean .. 


Craftwall has that genuine hand-rubbed 
look— professionally pre-finished to give 
the most durable, stain-resistant wood 
finish known. Every ‘‘plank’’ is hand- 
selected to show rich, natural grain! You 
can supply hardwood Craftwall for an 
8’ x 12’ wall for approximately $60. 


This attractive room projects that 


feeling of richness and modern “livability” 


guest 


that Craftwall wood paneling creates — in 
any home, new or old. Featured currently in 
Craftwall advertising in Better Homes and 
Gardens, Sunset and other magazines, this 
charming room will help pre-sell your cus- 
tomers... builders and homeowners alike. 


BUILDING PRODUCTS MERCHANDISER 


| 


Bright new stars of TV and the entertain- 
ment world, Peter and Mary spend every 
spare hour in their lovely suburban 
home. This cheerful, Craftwall elm- 
paneled guest room reflects their special 
talent for making friends welcome. 


With Craftwall you have so much to offer! 
Elm, two kinds of Birch, Maple, Cherry, 
Knotty Pine, Oak, Mahogany or Walnut. 
Craftwall is easy to work with, too. The 
48°x 
go up quickly 


44” modular-size panels (48"x96", 
84”, 32”x64”, 16”x96”) 
with nails or Roddis Contact Cement. 


Roddis also offers custom Hardwood Paneling 
Pe a ae eee, 
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oddis 


. Doors .. 


all wood paneling! 


. needs no care 


Craftwall’s durable factory finish doesn’t 


even need waxing ... cleans with a damp 
cloth. Craftwall paneling lasts a lifetime 
Roddis guarantees that in writing! Coupon 
brings full details on the Craftwall story. 
(In New York, visit our Roddis Rockefellet 
Center Showroom, 620 Fifth Ave.) 


. . Plywoods and Hardb 


Dealer's Craftwall Fact File on request 
Roddis Plywood Corp., Dept. AL-657, 
Marshfield, Wisconsin 

Please send me the Dealer's Fact File on Craftwall 
wood paneling 


Name 
Firm 
Address 


City 
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HOME finds 


new friends 


for you 


Any lumber yard can advertise the various items 
it stocks. But, to attract homeowners, your best 
prospects and biggest market, you’ll do better by 
advertising the finished home improvement pack- 
age. Here’s the helpful, friendly way to win new 
customers: 


Try sending HOME Maintenance §& Improve- 
ment quarterly to either your own mailing list or 
one we can develop for you. HOME is full of de- 
tailed photos and stories on house plans, home 
remodeling and repair, all referring to you, the 
local lumber dealer who sends them HOME, as 
source of materials. 


HOME holds great interest for all families— 
those who prefer contractor help as well as those 


A service for lumber and building product retailers developed 


by American Lumberman and Building Products Merchandiser 


Circle No. 78 on Coupon, page 152 











who are looking for how-to information. A recent 
readership survey indicates that 98% of readers 
know the name of the dealer sending them HOME 
magazine; 75% have made purchases as a result 
of receiving it. 

Over 1600 lumber retailers have found that 
sending this helpful publication is a profitable way 
to advertise—because HOME makes it easier for 
the consumer to know what he wants to buy. It 
costs only 15¢ per copy, including your front cover 
imprint, all handling and mailing charges. 


We will be glad to send you full information 
about this outstanding promotional service. Just 
fill in coupon below and mail. Or, if you prefer, 
telephone collect. 








Service Manager, Room 2000D, 


HOME Maintenance & Improvement 

139 North Clark Street, Chicago 2, Illinois. 

I'Inancial 6-5380 

( ) Send us complete information, with no obliga- 
tion on HOME and its new homeowner mailing 
list service. 


( ) We already use HOME, but would like full de- 
tails on the new homeowner mailing list service. 

Business name 

Street 

City Zone State 


Your name 
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now, in power tools, too, 


Remington, 


right for you 


right for your customers 


Model 149B. 1/4-inch drill; AC-DC, 25 to Here’s a multi-purpose drill that will help your ‘‘do-it-yourself”? customers 
aincen. naarte. Wee apees, get professional results—even the beginners! 

With its attachments, this drill can be used as a saw, planer, sander, 
polisher, paint mixer, hedge trimmer, screw driver, and in many other ways. 
And its powerful motor was built to bore through steel and concrete, too! 

The Mall Tool Company, Division of Remington Arms Company, Inc., 
builds power tools for every need—farming, industry, construction and 
home workshops. If you would like to have our free power tool catalog for 
your customers, just send the convenient coupon. 

Fast, efficient power tool service is available at a network of service sta- 
tions with factory-trained personnel. For a copy of our Service Station 
Directory, just mark the coupon. 


REMINGTON— manufacturer of sporting firearms and ammunition—a 
name famous for quality products for 141 years. 
Electric saws for every carpentry job. 
MALL TOOL COMPANY 
Division of Remington Arms Company, Inc. 
Dept. F-14, 25000 S. Western Ave., Park Forest, Illinois 


© Please send quantities of your FREE power tool catalog for my 


@ 
. customers. 
- (© Please send your Electric Tool Service Station Directory. 
HAR eR A REN bs — 


NAME ____ 








MALL TOOL COMPANY . — 
Division of Remington Arms Company, Inc. : : 
25000 S. Western Ave., Park Forest, lilinois ° 

In Canada: Mall Tool Ltd., 36 Queen Elizabeth Bivd., Toronto, Ont. . ADDRESS 





(] 
s cITY __.ZONE__.__.STATE 
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robably the high spot of the 

spring meeting of the National 

Retail Lumber Dealers’ Associa- 
tion was the presentation of a long- 
awaited program for employe train- 
ing. 

Admittedly the education and mer- 
chandising committee of NRLDA felt 
some pressure. It was generally 
agreed that a program had to emerge 
this spring even if a bit vague and 
formless. This is what they proposed: 

1. Under the control of NRLDA a 
new organization would be set up to 
plan, create and coordinate the train- 
ing program itself. The name has yet 
to be selected. The headquarters 
might be Detroit. 

2. Training would be accomplished 
by correspondence courses prepared 
in convenient study units by subject. 
The employe would select all or those 
immediately required, depending on 
his present experience. 

3. There would be an incentive 
program. The central organization 
would grade papers, encourage em- 
ployes to send in examples of their 
merchandising skill. Points would be 


EDITORIAL 


NRLDA’s new employe training plan 


credited to each employe for a variety 
of benchmarks the committee feels 
would indicate employe success with 
his training. The prizes would be con- 
siderable—running into hundreds of 
thousands of dollars each year. 


4. The training organization would 
publish a merchandising magazine to 
be received by each enrolled employe. 

The financing of such an ambitious 
program goes like this. The goal 
would be 13,000 employes the first 
year at $20.00 a head—total income 
$260,000. In addition manufacturers 
would be asked to contribute to get 
the ball rolling—the total bite about 
$600,000. 

Because we fully agree that better 
employe training is vitally important, 
our remarks must be tempered at this 
stage. We like big plans and if this is 
what the industry needs we will sup- 
port it in every way. While the com- 
mittee states that the plan is just an 
idea, in our opinion it is quite tan- 
gible. The quality of the training 
units is still an unknown but the basic 
outline is before us. We invite dealer 
comments. 


hide basic building materials 


0 you operate a lumber and 
building material store, or a 
hardware store? 

Most dealers will answer, “BOTH.” 

In the sense that you sell both ma- 
terials and hardware that answer is 
probably correct. But it is probably 
wrong if we refer to the type of mer- 
chandise you have on display. 

An analysis of what you are dis- 
playing in your store will probably 
reveal an abundance of hardware, 
tools, paint, etc., but a dearth of basic 
building materials. 


We were remindful of this when 


preparing a_ special report, ‘The 
Housing Riddle,” on page 52. This 
report points out that the growing 
demand is for individualized homes. 
The lumber dealer is_ singularly 
equipped to tap the custom-home 
market, but to do the job right he 
must create more effective planning 
centers and “end-use” displays of 
basic materials. 

For our part, we are now conduct- 
ing experiments with leading design- 
ers and we will come up soon with a 
selection of truly outstanding designs 
which will be available through the 
A.L. store fixture blueprint service. 
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this gentleman’s known by the customers he keeps! 


He’s a Schlage lock dealer . . . and his talent 
for keeping customers is based on a quality 
product, backed by quality service. It’s a mat- 
ter of pride for him to meet his customers’ 
locking requirements with the world’s finest 
cy lindr ical lock: Schlage. It’s a matter of profit 
for him, too, when he benefits from Schlage’s 
wide profit margin. 

When you're a Schlage dealer, customers rely 
on your judgement ma advice in planning 
their locking needs. By specifying Schlage, 
you protect them from annoying lock failures 


after installation... protect yourself from 
profitless “call-backs” to correct complaints. 
If you're now a Schlage dealer, you know how 
a? ible your partnership with Schl: age can 
be. If you're not, discover why ie name 
“Schlage” stands for the finest in builders’ 
hardware . . . and for dealer prestige and prof- 
its as well. 
For complete information on the Schlage line 
of products, contact your Schlage jobber or 
write to the Schlage Lock Company, P. O. Box 
3324, San Francisco, Dept. Z-6. 


SCHLAGE 


LOCK COMPANY 


SCHLAGE LOCK COMPANY, SAN FRANCISCO + NEW YORK « VANCOUVER, B.C. 


BUILDING PRODUCTS MERCHANDISER 
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American Lumberman Special Market Editorial 


THE HOUSING RIDDLE 


Home sales are dragging. Household formations this year are lowest 
in years. Mortgage terms, “easy” money will not be cure-alls. 


The question is: How can we prudently raise housing activity without 


resorting to dangers of loose credit? 


There are two basic answers, both of which provide a golden oppor- 
tunity for alert retail lumber dealers . . . and present new challenges to 
merchandising skills of building product and building material manufac- 


turers. 


At first, when the housing dip started, everyone 
figured that it was to be short-lived. 

“Lack of mortgage money,” many experts said. 

“Down payments are too steep,” said others. 

Since these are controllable factors, the industry 
in general went sailing ahead, counting on relief 
when the tight money situation eased and new 
housing legislation made lower down payments 
more accessible. 

30th of these developments are coming to pass. 
Yet—new house sales are lethargic, particularly 
for tract houses. It is becoming apparent that 
abundant mortgage funds will not be a cure-all. 

Suddenly, in many communities, people are de- 
ciding to “stay put” until they can find the new 
house which they REALLY want. Too often, the 
tract house does not measure up to their desires. 
It is one thing to compromise with housing desires 
when you urgently need a house; it is another 
story when you can take it or leave it. 

Costs, for example, seem excessive to many 
shoppers in relation to the stereotyped house on 
the market. Labor is high. Land costs in most ac- 
tive building areas have skyrocketed almost 
beyond means. What is worse, there is little likeli- 
hood that these costs will be reduced. 

It is undoubtedly true that removing down pay- 
ments would uncork a flow of home buvers, mainly 
those in low-income brackets. But all of us who 
watched the easy credit boom in automobiles in 
1955 would shudder at a similar situation in hous- 
ing—in that year the auto industry robbed sales 
for several years ahead. In the case of housing a 
flood of no-down-payment credit at any one time 
would shatter the future market for years and 
years. In short, the housing industry should not 
and does not want short-lived prosperity that 
would endanger future sales or jeopardize credit 
stability. 


What, then, can be done? How is the riddle to 
be solved? How can we prudently raise annual 
house production to a million-plus without resort- 
ing to unwise credit procedures? Remember that 
we must do this in the face of only 631,000 house- 
hold formations in 1957—the smallest number in 
many years. 


There are two basic answers: 

(1) We must make it easy to buy individualized 
homes with complete selection of building mate- 
rials by the home buyer. This is where we have a 
pent-up demand. This is the only way to tap the 
great number of home prospects who have the 
financial means for upgrading without the dangers 
of unwise credit. 

(2) We must continue the development and use 
of component parts in all phases of home construc- 
tion to save on-site labor costs. More important, 
these components must become “stocked” locally 
so that the components can be interchangeable 
between house designs to achieve maximum flexi- 
bility yet maintain erection economies. 

This is not to say that stereotyped speculative 
houses or factory prefabs must be abandoned. 
Their role in low-income housing is important... 
and in fact the growth of lumber dealer fabrica- 
tion is destined to play an increasing role in mass- 
produced housing. But the big potential profit 
market in housing in the next few vears depends 
primarily upon UPGRADING and FLEXIBILITY 
—giving the home purchaser exactly what he 
wants. In other words, we must inject planned 
obsolescence in housing for middle-income people 
by offering them more individual selection of ma- 
terials and design. 


The lumber dealer's golden opportunity. To do 
the job right the retail lumber dealer is in the 
prime position to lead the way. He is the only fac- 
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tor in the industry who can sell individualized 
homes on a volume basis. 

The method to solve the buying problem is the 
ONE-STOP BUILDING HEADQUARTERS where 
the purchaser gets planning service, selection of 
land, selection of materials through educational 
displays, aid in procurement of financing and 
selection of contractor. 

Several thousand retail lumber dealers already 
provide these services. The key element in their 
success is the home planning showroom—the focal 
point of home building in their communities. There 
is room for a minimum of at least 5,000 more 
supermarts of housing. As our standard of living 
rises, and the demand for individualized housing 
accelerates, that figure can be doubled. 


Where one-stop building marts are needed. 
Most of the outstanding centers today are located 
in smaller cities. In metropolitan areas—where 
they are needed most—the dealer has been too 
busy supplying the builder on a volume basis. Gen- 
erally, the metropolitan house prospect must select 
his home from a scattering of pre-built speculative 
houses. This entails endless inspection of dozens 
of model homes—none of which actually fulfills 
the prospect’s real desires. Most seekers end the 
search with the lament: “I certainly wish I could 
build my own house, the way I want it.” 

Now is the time for the entry of the successful 
lumber dealer showroom pattern in those areas 
which previously have not enjoyed the benefits of 
one-stop shopping for new homes. This will lift the 
sale and standards of housing immensely; upgrade 
our entire housing inventory; and expand markets 
for quality building products. 


Fresh display concepts needed. As the building 
material showroom trend grows (as distinguished 
from lumber dealer stores where hardware and 
pickup merchandise is sold to do-it-yourself trade) 
there is a call for new and dramatic ideas in dis- 
play of basic building material and construction. 

The home prospect can only be upgraded if the 
salesman has the resources of exciting and com- 
plete ‘see and feel” displays which illustrate end- 
use application. 

The National Retail Lumber Dealers Association 
“panel” display is a start in the right direction— 
but a 30”x80” panel is hardly sufficient for the 
merchandising job at hand. 

Every dealer must lift his sights in this display 
problem. The newest home building showrooms 


involve cut-away displays of actual home construc- 
tion in the planning center, with full-scale ex- 
amples of walls, roofs, floors, siding. Model rooms 
which show a variety of new materials (adhered 
so that new materials can periodically replace old 
styles) enrich the planning center and make people 
want to build. 


Action from manufacturers. It is imperative 
that building product manufacturers who want to 
establish a rising market for quality materials 
launch studies to bring new sales aid and mer- 
chandising aid to the retail lumber dealer. We 
must go beyond the prosaic type of manufacturer 
display now available to dealers. 

Happily, some wholesalers together with manu- 
facturers are already tackling the problem. Whole- 
saler salesmen are being trained in the intricacies 
of modern building material display, and clinics in 
showroom merchandising are being held by whole- 
salers for dealers. This activity must be accel- 
erated. 


Inventory of residential land. For the dealer’s 
part, the one-stop center must be able to help the 
prospect procure building property; must handle 
the entire home transaction on a “package” basis, 
including aid in securing mortgage financing and 
recommendation of contractors. Only when these 
services are available at a single, dependable head- 
quarters will the desires of the public for individ- 
ualized houses be adequately filled. 


Locally-made components. As reported in al- 
most every issue of American Lumberman, the 
growth of lumber dealers as component fabricators 
is one of the healthiest movements in the industry. 
More than 16,000 homes were built last year using 
the Lu-Re-Co (Lumber Dealers Research Council) 
panel system. Many more were sold by dealers using 
other pre-assembly methods. This makes it possible 
for homes to be sold in volume, erected quickly, but 
still offer full choice of materials and design. A Lu- 
Re-Co dealer can make the 1-to-50 builder fully com- 
petitive with tract builders—plus the advantages of 
custom selection of materials which people want. 

The importance of the Lu-Re-Co system and other 
lumber dealer-made components to the entire home 
building industry cannot be overemphasized. 


* Modernization, too. Significantly, all of the 
ways to solve the housing riddle described here are 
also essential to the successful sale of home re- 
modeling—the vast market which grows in volume 
each year. 





NEW SERVICES AND MERCHANDISING RESEARCH FOR LUMBER DEALERS 


To aid in the further development and ex- 
ecution of one-stop building marts, American 
Lumberman is redoubling its editorial research 
and editorial coverage relating to this phase of 
our industry. 

Seven installments of an important article 
series on “big-tickets” have just been published. 
In this issue, a new monthly department, The 
Component Builder (for dealer-fabricators) is 
launched. Final preparations are being made 
on a sales training series—a “short course” 
for sales people in the pages of the magazine. 


The editors are also guiding the talents of 
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eminent designers, display experts, architec- 
tural services and manufacturers in creating 
fresh home planning center designs which will 
be pre-tested and then made available to deal- 
ers in the magazine and in blueprint form. 


These new efforts are in addition to the Art 
Hood Management Workshops; the A. L. archi- 
tectural design service for stores and show- 
rooms; the A. L. fixture blueprint service; our 
all-new ad mat service and our regular edi- 
torial coverage of merchandising, management, 
materials handling and building product trends, 
news and ideas. 
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TREND REPORT 





(First quarter 1956-1955-1954) 


Source: S. Dept. of Labor 


TRENDS IN MATERIALS USED FOR WINDOWS 


All regions 
1956-1955-1954 


All houses 100 100 100 
Wood .. 57 57 $3 
Steel Il 16 18 
Aluminum 29 «24 17 


Northeast 
1956-1955-1954 


100 100 100 
ja 23 +67 
S a3 47 
19 §6©10—«(15 


N. Central 
1956-1955-1954 


100 100 100 
67 72 68 

7 9 20 
25 16 10 


South 
1956-1955-1954 


100 100 100 
54 57 68 

7 10 10 
36 «628 = 20 


West 
1956-1955-1954 


100 100 100 
44 34 47 
23 30 29 
27° 388 





FLOOR AREA IN ONE-FAMILY HOUSES 


All regions 
1956-1955-1954 


All houses .100 100 100 
Less than 1,000 2 6 62e.lCU 
1,000 to 1,499 .. 57 56 43 
1,500 and over 9 42 7 


Northeast 
1956-1955-1954 


100 100 100 
32.638 = 32 
37 4448 
2 6 6i3CO«9 


N. Central 
1956-1955-1954 


100 100 100 
i, ee 
56 6S O37 
12, 10 9 


(First quarter 


Source: U. S. Dept. 


South 
1956-1955-1954 


100 100 100 
20 28 4! 
56 53 38 
| | Sei | 


1956-1955-1954) 


of Labor 


West 
1956- 1955-1954 


100 100 100 
7 2 2 
73 76 54 
7 74a WF 





All regions 
1956-1955-1954 


Number of bedrooms..100 100 100 
2 bedrooms or less si oe 
3 bedrooms 70 68 58 
4 bedrooms or more s 6 5 


Northeast 
1956-1955-1954 


100 100 100 
22, 20 30 
66 70 65 
VI 6 2 


NUMBER OF BEDROOMS IN ONE-FAMILY HOUSES 


N. Central 
1956-1955-1954 


100 100 100 
22 28 «(35 
74 68 58 

s 3 = 


Source: U. 


South 
1956-1955-1954 


100 100 100 
22 28 = «41 
71 =(64~—COSS I 

4 4 4 


S. Dept 


(First quarter 1956-1955-1954) 


of Labor 


West 
1956-1955-1954 


100 100 
15 28 
69 73 62 
It 8 





TYPES OF WINDOWS IN USE 


Double Hung 
Casement 

Horizontal Slide 
Picture, without flankers 
Picture, with flankers 
Awning type 

Projected 

Basement type 

Jalousie 

All other types 


All types 
100 


(First 


Source: 


Wood 


quarter 1956) 


U. S. Dept. of Labor 


Steel 
100 


6.0 
33.1 
2.6 
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Aluminum 
100 


21.5 
19.0 
24.3 
2.6 
4.9 
10.8 
1.3 





WINDOWS 
1957 


Every dealer has a tremendous profit potential in window 
sales. The last official government statistics on the facing page 
back up this claim. 





Regardless of the types of windows you stock and sell, the 
market for windows is increasing right across the board. Note 
the trend toward larger houses in the 1,000-1,500 and over 
1,500 square-foot category. Note also the trend toward the 
three and four bedroom house. 


Both these developments mean more window sales for the 
dealer who will go after them. And windows, remember, are 
a “big-ticket” item. Prime windows, storm sash, screens—and 
the profit package goes up. 


New and better window sales aids are coming from the 
manufacturers. You will see some of these pictured on succeed- 
ing pages, also in New Products section starting on page 140. 


How dealers are selling this market, how they are displaying, 
advertising and otherwise promoting windows is detailed on 
the following pages. 


Standards for Good Windows 
Remodeling Potential 
Index to Fundamentals in Window Selling. ... 
7° : | A Study in Window Sales Methods. ..70 
Windou J How to Display Windows 
Trend Windows in "House of Tomorrow"...74 
| Window Selling Pointers 
Report Selling Against Competition 
How to Cut Framing Costs 33% 
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CLEANING EASE. Women insist that windows be easy to 


What People Expect 
keep oars digas want large panes that won't inter- 
From Good Windows ahh 


Give the customer what he wants is an old- 
time sales axiom. In order to find out what the 
customer expects in windows for his home, a 
consumer survey was undertaken by one manu- 
facturer. Illustrated below are some of the fea- 
tures customers say they want in windows. 


PRIVACY. In the bedrooms and bath, 
homemakers ask for windows that are low 
enough to see out, yet high enough to 
assure privacy. High windows also make 
it easier to arrange furniture. Picture win- 
dows must afford a "picture view." 








OUTDOOR LIVING. Careful selection of 
window design can help bring the bene- 
fits of the outdoors inside the house. 





BEAUTY AND EFFICIENCY. Homeowners 
ask for efficient windows, positioned to 
keep out the sun in summer, admit it in 
the winter. 


PROPER PLACEMENT. Women are ask- 
ing for windows above the kitchen 
sink to allow plenty of light and air 
and also a pleasing view, if possible. 
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We've come a long way in fifty years. This delivery wagon, 
one-horse power, was the best means of distribution in its day. 
: Service, of course, was very slow and distance limited. 
Aerolite Products Because of modern highways and trucks, the Building Material 
% Two types of combination Distributor can stock 63°/, more merchandise than was possible 
storm-screen doors, Z-Bar . 
or Expander. just a few short years ago. 
HK Deloss double hong Storm Among the many products now available at the Building 
Windows. Material Supply Co. are Aerolite Combination Aluminum Storm 
* Horizontal Storm Windows. Windows and Doors. Aerolite gives the distributor a nationally- 
* Casement Storm Windows. advertised product of highest quality, at low prices to meet 
* Basement Storm Windows. and beat all competition. Compare Aerolite's quality and prices 
* A full line of Aluminum against all others, and you will find . . . 
Extrusions. 


It’s profitable to be a distributor of Aerolite Products! 


MAIL COUPON TODAY! 
HUTCH MFG. CO., STRUTHERS, OHIO AL6 


PHONE PLAZA 5-2139 





Please send complete information on Aerolite Products to: 


Company 


A PRODUCT OF THE HUTCH MFG. CO., Sent By... 


TRUTHERS, OHIO Street - 
"DEAL WITHA RELIABLE MANUFACTURER, ciel 


BUILDING PRODUCTS MERCHANDISER Circle No. 26 on Coupon, page 152 
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~ 
H. S. (GETTY) & CO., INC., 3348 NORTH 10th STREET * PHILADELPHIA 40, PA, * Canadian representatives: A. N. Ormsby Co., 23 Scott St., Toronto 
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For WOOD CASEMENTS or METAL CASEMENTS 


Operator No. 4715 


Operator No. 4706-H |7 


More Getty operators are sold 
than all other makes combined 


Getty No. 4715 is an inexpensive angle-drive 
worm and gear operator for residential wood 
casements. It is precision built—handsome 
in design—lubricated for a lifetime of tough 
duty—quick and easy to install (each oper- 
ator comes packaged with complete “‘do-it- 
yourself” instructions.) 


Contains 3 right- and 3 left-hand No. 4715 
Operators. Top, with selling message, 
folds back as illustrated. Ties right in 
with Operation Home Improvement. 


The Getty No. 4706-H Replacement Operator 
fits 95% of all metal casements made. It’s 
easy working, long wearing, available in a 
choice of bronze or aluminum lacquer fin- 
ishes—the perfect low-cost operator for light 
metal casement windows. Also packaged 
with easy-to-follow installation instructions. 


Feplae 
e 
Worn. 

0 
wage Catement 





Contains 3 right- and 3 left-hand No. 
4706-H Operators. These cartons remind 
your customers they can replace wornout 
operators themselves. 


Ask Your Wholesaler for These Getty Numbers or Write Us Direct Now! 


Circle No. 25 on Coupon, page 152 
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You’re looking 
at MALTA’s new..... 


Subsil , . The window with exciting builder-buyer appeal means extra 
ubsill design requires ; ’ ‘ 

no stool . .. makes instal- sales and profits for you. It’s easy to see why the new “Town 
lation quick and easy in and Country” double awning wood window is making a big 
act eo — hit on today’s building market. 

“Town and Country’s” neat, trim lines and full ventilation 
add style, beauty and comfortable living to any home. Its 
practical design, too, promotes fast, economical building. 

Like all Malta windows, “Town and Country” is precision 
milled from quality materials, chemically treated and fully 
weatherstripped for a lifetime of window satisfaction. 





Whatever type homes your builder-customer is con- 
structing, “Town and Country” windows will fit in 
easily and profitably. And that means more sales and 
profits for you...so contact your jobber or write for 
details on “Town and Country” windows today. 


MANUFACTURING COMPANY, SALES OFFICE: ATHENS, OHIO 


Supreme Quality Since 1901. Member Ponderosa Pine Woodwork Assn. and N.W.M.A. 


There’s a MALTA window for every building need: MALT-A-MATIC double hung... MALT-A-GLIDE horizontally sliding ...MALT-A-VENT single awning. 


BUILDING PRODUCTS MERCHANDISER Circle No. 84 on Coupon, page 152, 61 
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Big Window Potential in REMODELING 


How Wisconsin dealer promotes “big ticket” business with 


porch and breezeway enclosures, for small-town and rural trade. 


Many jobs run $1,500 to $1,700. 


A small-town Wisconsin lumber yard manager is 
employing what he terms “do-it-yourself salesman- 
ship” to merchandise a high-quality line of glass and 
screen porch and breezeway enclosures. 

“Prospects virtually sell themselves when they see 
our porch enclosures in use on several local homes,” 
declares Sigfrid E. Nelson, manager of the Central 
Lumber Co., Barron. 

The result is that Nelson nets some easy sales. For 
example, a customer recently walked into his office 
looking for “one of those glass porches like Harry 
Sims has.” 

Nelson supplements his “do-it-yourself” sales tech- 
nique with local newspaper advertising. He also fol- 
lows up leads from the manufacturers’ national ad- 
vertising. For point-of-sale promotion, he employs 
two floor units side-by-side in his display room. 

Nelson agrees that all this is a low-keyed, indirect 
approach to merchandising which has thus far earned 
him a steadily-growing volume each year for the past 
three years since taking on the line. 

“Undoubtedly, I could have built bigger volume 
faster with more aggressive salesmanship,” admits 
Nelson, “but I’m looking for tomorrow’s volume, too. 
People here react slowly. By taking it easy, I figure 
I’m laying the groundwork for even more substantial 
future remodeling and replacement sales.” 


Good promotion. He feels that the “do-it-yourself” 
sales technique is paying off. While his planning de- 
partment sold the first few installations by specifying 
them in building plans, the other sales were to walk- 
in customers who sold themselves by reading the 
firm’s ads, viewing installations in town and talking 
with homeowners who installed the window-enclosed 
porches. 

The small town dealer has one big advantage. He 
knows exactly what customers and potential custom- 
ers are saying and thinking. Barron, population 2,000, 
is located in an agricultural and dairying region in 
north central Wisconsin. 

“Word of mouth can be a powerful force in a town 
like this,” Nelson says. People here are mighty inter- 
ested in their neighbor’s affairs. They talk and visit 
with each other almost constantly. There is no more 
powerful inducement to buy than seeing a friend or 
neighbor enjoying a product in use. This is as true in 
a big city like Chicago as it is in Barron. After all, 
a big town is just a collection of small communities. 

“In each town or neighborhood,” adds Nelson, “it 


62 


seems to me that there are certain families who set 
the pace for others to imitate. Breezeway remodeling 
jobs to these people have helped us a lot.” 

“Our glass-enclosed porches and breezeways can be 
opened to give a screened porch effect or the glass 
panels may be closed tightly to protect against in- 
clement weather. They are definitely a quality prod- 
uct and far from a price item. For example, a 30 x 
84-inch unit retails for about $72. As many as eight 
or 12 of them may be required to enclose the average 
porch or breezeway.” 


"Big ticket" sales. Yet, in a tiny community where 
people are traditionally more thrifty and _ cost- 
conscious than their city cousin, Nelson has experi- 
enced little resistance, despite the fact that cost of 
an average breezeway enclosing job runs about $500. 

Nelson feels these windows will become an increas- 
ingly substantial profit item with his yard. When he 
gets into remodeling some of the town’s old-fashioned 
porches, he estimates that some jobs will run from 
$1,500 to $1,700. 

Older home porch remodeling represents the vast 
potential in Barron. With a static population, the 
town has little new home construction. Less than 5% 
of its homes are modern ramblers built during the 
postwar construction boom. While the majority of 
these have opened or screened breezeways, they offer 
only a limited potential because of their small 
number. 

The remaining homes are turn-of-the-century or 
World War I vintage. Many have large old-fashioned 
open or screened porches. 

“Once those homeowners are convinced of the com- 
fort, convenience and almost year-around liveability 
of an enclosed breezeway by seeing them in use on 
modern homes, they begin wondering if they can 
achieve the same effect with their porches,” says 
Nelson. 

“Pretty soon, they’re stopping me on the street. I 
can name you at least a half dozen families here who 
are thinking seriously of remodeling their porches or 
building one on.” 

Nelson is convinced that small-town dealers should 
capitalize on the trend toward glass-enclosed porches 
and breezeways. “Once you get several jobs installed 
around town, you’ll be surprised by the interest and 
enthusiasm expressed by other homeowners.” 

Indeed, keeping up with the Joneses can be a power- 
ful sales tool in a town of 2,000 or a metropolis of 
two million. 
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SLIDING GLASS PANEL for 
porch and breezeway enclosures 
is explained by Sigfrid Nelson, 
manager of Central Lumber Co., 
Barron, Wis., right. Nelson keeps 
no other inventory on hand. 
When a job is sold he orders 
direct from factory. 


Courtesy DeVac, Inc 


FARMERS ARE GOOD CUS- 
TOMERS for the floor-to-ceiling 
window units. This farm home 
has added a year-round room by 
installing sliding-glass panels. 
Big potential is in porch re- 
modeling jobs, Nelson says. 


TYPICAL JOB is a "big ticket’ 
sale. The average breezeway job 
runs about $500. Remodeling 
jobs on some of the town's old- 
fashioned porches will run about 
$1,500. Units can be installed by 
builder, contractor of do-it- 
yourself customer. 
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WINDOW BALANCE 
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LIFT OUT 


WASH OR PAINT 





R-O-W and LIF-T-LOX are the registered trade marks 

of the R.O.W. Sales Company 
And easy it is with R*O*W wood removable 
windows. They lift out for quick, safe washing 
or painting inside the home. Exclusive LIF-T- 
LOX balance allows easy raising and lowering 
and yet does not interfere with the lift-out 
feature. R-O-W windows are weather tight in 
all seasons because spring pressure compensates 
for temperature changes and insures a snug fit 
without binding. Insist on R-O*W windows for 
natural beauty, warmth and insulation. 


R*O°W SALES COMPANY, 1338 ACADEMY AVE. « FERNDALE 20, MICHIGAN 


64 Circle No. 28 on Coupon, page 152 


AUTHORIZED R-O-W MANUFACTURERS: 


ALABAMA 
MW DISTRIBUTORS, Rocky Mount, Virginie 
ARIZONA 
T. M. COBB COMPANY, Los Angeles and Sen Diego, California 
KANSAS 
CENTRAL R-O-W DIST. OF ARKANSAS, North Little Rock, Arkenses 
CALIFORNIA 
T. M. COBB COMPANY, Los Angeles and Sen Diego, California 
COLORADO 
LUMBER DEALERS, INC., Denver, Coloredo 
CONNECTICUT 
WOODCO CORPORATION, North Bergen, New Jersey 
DELAWARE 
DEALERS’ WAREHOUSE SUPPLY CO., INC., Baltimore, Maryland 
DISTRICT OF COLUMBIA 
DEALERS’ WAREHOUSE SUPPLY CO., INC., Arlington, Virginia 
FLORIDA 
V. E. ANDERSON MFG. CO., INC., Bradenton, Floride 
MW DISTRIBUTORS, Rocky Mount, Virginie 
GEORGIA 
MW DISTRIBUTORS, Rocky Mount, Virginie 


JOHNSON BROS. PLANING MILL CO., Idaho Falls, Ideho 
MORRISON MERRILL & CO., Boise, Ideho 
ILLINOIS 
V_E. ANDERSON MFG. CO., INC., Owensboro, Kentucky 
IMSE-SC HRLING SASH & DOOR CO., St. Louis, Missouri 

W WINDOW COMPANY, Joliet, Illinois 
INDIANA 
V.E ANneEsON MFG. CO., INC., Owensboro, Kentucky 
O-W WINDOW COMPANY, Joliet, Illinois 


STENGEL SASH & DOOR COMPANY, 1901 Ross Ave., Cincinnati (Norwood). Ohio 


IGWA 
OMAHA MILLWORK CO., Omehe, Nebraska 
WISCONSIN WINDOW UNIT COMPANY, Merrill, Wisconsin 
ANSAS 
MARTIN MATERIAL COMPANY, Kenses City, Missouri 
KENTUCKY 
ANDERSON MFG. CO., INC., Owensboro, Kentucky 


V.E 
STENGEL SASH & DOOR COMPANY, 1901 Ross Ave., Cincinnati (Norwood), Ohio 


LOUISIANA 
DIXIE LUMBER COMPANY, New Orleans, Louisiens 


MAINE 
WOODCO CORPORATION, Lowell, Massachusetts 
MARYLAND 
DEALERS’ WAREHOUSE SUPPLY CO., INC., Baltimore, Maryland 
MASSACHUSETTS 
WOODCO CORPORATION, Lowell, Massachusetts 
MICHIGAN 
FLINT SASH & DOOR COMPANY, Flint end Saginaw, Michigan 
PORTER-HADLEY COMPANY, Grand Rapids, Michigan 
ROYAL OAK WHOLESALE COMPANY, Royse! Ook, Michigan 
(UPPER PENINSULA) WISCONSIN WINDOW UNIT COMPANY, Merrill, Wisconsin 
MINNESOTA 
ANDREW A. KINDEM & SONS, INC., Minneapolis, Minnesota 
MISSISSIPPI 
DIXIE LUMBER COMPANY, New Orleans, Louisiene 
MISSOURI 
IMSE-SCHILLING SASH &@ DOOR CO., St. Louis, Missouri 
MARTIN MATERIAL COMPANY, Kenses City, Missouri 
ANA 
McDONNELL LBR. CO., Great Falls, Montene 
INTERSTATE LUMBER COMPANY, Missoule, Montene 
WESTERN BUILDERS, Billings, Montene 
EBRASKA 
OMAHA MILLWORK CO., Omaha, Nebraska 
THE SOTHMAN COMPANY, Grand Island, Nebraske 
NEW HAMPSHIRE 
WOODCO CORPORATION, Lowell, Massachusetts 
NEW JERSEY 
WOODCO CORPORATION, Lowell, Massachusetts 
MW DISTRIBUTORS, Rocky Mount, Virginie 
NEW MEXICO 
LUMBER DEALERS, INC., Denver, Coloredo 
NEW YORK 
WOODCO CORPORATION, North Bergen, New Jersey and Schenectady, New York 
THE WHITMER. JACKSON CO., INC., Buffalo and Rochester, New York 
ROBBINS DOOR & SASH CO., IINC., Ithace end Johnson City, New York 
NORTH CAROLINA 
DALTON-BUNDY LUMBER CO., INC., Norfolk, Virginie 
MILLER MILL WORK CORPORATION, Charlotte, North Ceroline 
MW DISTRIBUTORS, Rocky Mount, Virginie 
NORTH DAKOTA 
JACK KINNARD & CO., Minot, North Dekote 


° 
HOLLY RESERVE SUPPLY, INC., Toledo, Ohio 
HE MAHONEY SASH & DOOR CO.. Canton and Youngstown, Ohio 
STENGEL SASH & DOOR COMPANY, 1901 Ross Ave., Cincinnati (Norwood), Ohio 
OKLAHOMA 
LUMBERMEN’S SUPPLY COMPANY, Oklehome City, Oklehome 
OREGON 
TYEE LUMBER & MFG. CO., INC., Seattle, Washington 
SPOKANE SASH & DOOR COMPANY, Spokene, Washington 
PENNSYLVANIA 
ADELMAN LUMBER COMPANY, Pittsburgh, Pennsylvania 
MW DISTRIBUTORS, Rocky Mount, Virginia 
RHODE ISLAND 
WOODCO CORPORATION, North Bergen, New Jersey 
OUTH CAROLINA 
MW DISTRIBUTORS, Rocky Mount, Virginia 
SOUTH DAKOTA 
WATERTOWN SASH & DOOR CO., Watertown, South Dekote 
TENNESSEE 
V. E. ANDERSON MFG. CO., INC., Owensboro, Kentucky 
MW DISTRIBUTORS, Rocky Mount, Virginia 
TEXAS 
CHUPIK woos MFG. CO., INC., Temple, Ft. Worth and San Antonio, Texas 
RITSER SUPPLY COMPANY OF AMARILLO. Amarillo, Texas 
SOUTHWEST SASH & DOOR COMPANY, Houston, Texas 


UTAH 
R. W. FRANK & COMPANY, Salt Leke City, Utah 
VERMONT 
WOODCO CORPORATION, Lowell, Massachusetts 
VIRGINIA 
DALTON.BUNDY LUMBER CO., INC., Norfoik, Virginia 
DEALERS’ WAREHOUSE SUPPLY CO., INC., Arlington, Virginia 
MW DISTRIBUTORS, Rocky Mount, Virginie 
WASHINGTON 
TYEE LUMBER & MFG. CO.., INC., Seattle, Washington 
SPOKANE SASH & DOOR COMPANY, Spokene, Washington 
WEST VIRGINIA 
MW DISTRIBUTORS, Rocky Mount, Virginie 


WISCONSIN 

WISCONSIN WINDOW UNIT COMPANY, Merrill, Wisconsin 
WYOMING 

FOWLER & PETH, Cheyenne, Wyoming 
CANADA 
DOMINION SASH, LTD., Streetsville, Onterio 
CRANBROOK SASH & DOOR COMPANY, Cranbrook, 8. C., Canada 
A. B. CUSHING MILLS, LTD., Calgary, Alberte, Cenede 

HAYWARD coy SUPPLIES, LTD., Edmonton, ew Canede 

R & SON, Stellerton, Nove Scot 
TANNER BUILDING SUPPLIES, LTD., Lethbridge end Mapihs Alberts, Conede 
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Double your glue profits 


© —with less inventory 
a c.ve £00 al coe oma —in less counter space 


with the new Weldwood* 
Counter Model 
Adhesive Center 





e $25.06 profit on a $39.88 invest- 
ment —over 38% profit every turn- 
over. 


e A complete package—the mer- 
chandiser, plus a balanced inven- 
tory of fast selling types and sizes. 
You cover 95% of your glue market 
with 4 products. 


e Color-keyed chart helps cus- 
tomers select the right glue. 
Answers more than 100 questions. 
Sells while you’re busy with other 
customers. 





e Prices clearly marked on mer- 
chandising display unit. 


e Sturdy, compact merchandiser 
will keep making profits for you 
for years. 


e Extensive national advertising 
steps up your turnover. 


THIS MERCHANDISER FREE WITH YOUR INITIAL ORDER | 





Weldwood — ‘tre best-known name in glue 


Nationally advertised to step up your sales 


Please see other side 
for profit details A 


WELDWOOD WELDWOOD WELDWOOD WELDWOOD WATERPROOF 
PRESTO- SET ® GLUE CONTACT CEMENT PLASTIC RESIN GLUE RESORCINOL GLUE 


BONDS INSTANTLY 
on conmct 
WITHOUT CLAMPS " jo" 
OR PRESSES atid s cornrows’ Neldwood 
: »— ec WATER! 
{O STATES Prywood CORPS - ®Esorcino! 
; reir 
Prywood Co" 














A ‘= Glue for every purpose 


GENERAL INFORMATION | APPLICATIONS 


= = 


Se 5 = ae ees eS Re | 





waTer wooo To | PLYWOOD wooo | LINOLEUM pustic EATWER ; AMVAS | FELT CORK woo! 7" 
- UINOLEU c t c 0 | PAPER | PAPER | LEATHER | RUBBER | CHINA weve 
news COVERAGE COLOR | woODk | WALL me in wll ~— SPORTS LAMINATES) TO To 10 To Y r T To 10 10 10 
anct PLYWOOD | PANELS 1000 TO WOOD | wooD wooo wooo WOOD HARDBOARD] PAPER FABRIC | LEATHER | WOOD CHIMA wo00 
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Weldwood 


reeGLUE woud (eel CA od VVviV VV VV VW) lo 


LIQUID ready-mized for use 





Weildwood ° 
PLASTIC-RESIN ry 
GLUE e1V iv iv v 


POWDER Mwixes quickly with water 


| 
| 
| 





Weildwood 
WATERPROOF 
RESORCINOL GLUE 


J10 & POWDER easily mixed tor use 
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Your Profit is over 38% 


ORDER NOW! Here’s the Weldwood Adhesive assortment with FREE counter merchandiser that will 
put your glue business up in the high-profit brackets. 


Size Retail Price Quantity 


WELDWOOD 32 Oz $ .35 12 
PLASTIC RESIN GLUE Oz. 65 8 


I, Oz .29 24 

WELDWOOD 44 Oz. .40 24 
CONTACT CEMENT Oz 70 12 
Pt. 45 6 


Y4 Oz 19 24 
WELDWOOD Y Ox. 29 12 
PRESTO-SET GLUE 72 Oz 49 

A, Oz 99 
WELDWOOD WATERPROOF 
RESORCINOL GLUE 


TOTAL RETAIL VALUE. 
DISPLAY UNIT $10.50 
DEALER COST. 

YOUR PROFIT... 


*Prices U.S.A 


oo THIS IS THE COMPLETE PACKAGE YOU GET! 





FOR THE LARGER STORE WITH ADEQUATE DISPLAY SPACE, ASK TO SEE THE FLOOR MODEL OF THE WELDWOOD ADHESIVE CENTER... . $99.89 








UNITED STATES PLYWOOD CORPORATION 


HURRY ! 
Dept. 9543, 55 West 44th Street, New York 36, N. Y. 
Please rush me my Weldwood Adhesive Center (counter model) complete with MAI L b+ is 


assortment described above, at special price of $39.88. 


—_ COUPON 
. ior TODAY! 


UNITED STATES PLYWOOD CORPORATION 


Industrial Adhesives Division 
55 WEST 44th STREET, NEW YORK 36, N. Y. 


STREET ADDRESS ZONE 


JOBBER’S NAME 


CITY STATE 
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A Self-Contained Five-Piece Unit in One Master Frame 
Available Either KD or Assembled 


This is the new sliding window developed expressly 
for builders. It is designed to look better and work 
better. It provides a real plus to help sell homes 
faster. Its ‘‘five in one’’ construction incorporates 
two prime window inserts, two storm inserts and 
one screen insert—all self storing and all remov- 
able from inside the house. Distinctive, horizontal 
design and durable, extruded aluminum construc- 


e—— aCeseMuslimeatel-melticcie-velebtel-meccltlArme-teleMueyehucsel (ce lec 
to any home, for years and years. 



































e@ Storm inserts sealed top and bottom with lubricated 
vinyi—prevents rattling—and assures closure. 


e@ Prime sash weatherstripped with flexible stainless 
steel and zinc for friction-free operation. 

e Exclusive front and rear track weepholes provide 
adequate drainage. 


e@ “True locked’ mitered corners keep window square— 
assure easy sliding of inserts. 
e Exclusive “Fixing Bar’ prevents possible distortion Aluminum Extrusions for 


@ Nailing fin:properly punched for easy, quick installation Home and Industry 
Set it—nail it—forget it. 


Call, Write or Wire Today 
WINTER SEAL CORPORATION ~© 14584 Meyers Rd. Detroit, Mich. * Phone VErmont 8-7500 
WINTER SEAL OF CANADA ¢ TORONTO 15, ONTARIO 
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RECENT DEVELOPMENTS 
in window hardware makes 
for easier operating, long- 
er wear. 


WOMEN SELECT THE WIN- 
DOWS. Beauty and proper light 


diffusion are two features women 


look for in windows. 


PICTURE WINDOW is dis- 
played at showroom win- 
dow so customer can look 
through it to the out-of- 
doors. 


WINDOW IN MODEL KITCHEN helps 


the housewife visualize how it will look 


in her own home. 


Georgia dealer tells — 


Fundamentals of Window Selling 


* Shows windows in use. 


* Appeals to women buyers. 


* Sells windows as part of “house package’. 
* Offers favorable financing. 


*% Advertises widely. 


Point out the good features of a 
wood window and it will sell itself, 
claims E. R. Parker, W. P. Stephens 
Lumber Co., Marietta, Ga. Here are 
some of the features of wood win- 
dows that Parker promotes: 


1. Weathertightness 
Ease of operation 


. Adaptable to different 
styles 


. Decoratively flexible, enhancing 
color schemes 


home 


5. Long life, better service, greater 
satisfaction through preservative 
treatment. 


Wood windows first. The 
Stephens salesmen promote wood 
windows first. As the result, most 
of the windows sold by Stephens to- 
day are wood windows—either pur- 
chased from suppliers or manufac- 
tured in the company’s own mill- 
work plant. 

Window styles move in cycles, 


Parker insists. Currently, the awn- 
ing window is the leader; second, 
is the four-light horizontal double- 
hung unit. However, Parker sees a 
growing trend to the double-hung, 
divided-light window with 12 or 16 
lights. 

It’s the woman of the house who 
usually makes the decision on win- 
dows, says Parker. She is interested 
in beauty and proper light whereas 
men are concerned mainly with the 
operating features of the windows. 


Expanded showroom. To pro- 
vide additional display room, the 
Stephens Co. recently doublea its 
showroom area. Windows are shown 
in a model kitchen as well as on 
standards. Besides this showroom 
on Marietta’s Main Street, the two 
branch yards at Roswell and Austell 
also have display rooms. The firm 
covers an area of some 50 square 
miles just north of Atlanta with a 
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ee ... click through ALL lumber calculations 


ness is still a factor in the over- 
all window market, especially in 


remodeled homes. this fastest, simplest, fully automatic 


+ 
total population of 200,000. Last Friden 


year the Marietta store alone did a 
volume of $214 million. 

What percent of this was win- } | | t 
dows? Sales of windows are not a Cu da or 
recorded as a separate entry by the 
bookkeeping department, but the 
Stephens Co. supplied materials for 
200 houses last year and the aver- 
age house had 14 windows. 


Replacement market. Windows 
are also sold for replacement, but 
this business isn’t what it used to 
be, says Parker, because windows ’ Tere TT 

Aagges Stl 6 ‘ hee : It’s called THe THINKING MACHINE OF 
are quality products nowadays. 
They’re precision manufactured. 

To attract the consumer to the toughest figuring jobs! In thousands of sawmills and lumberyards, 
Stephens lumber yard first, the com- the fully automatic Friden Calculator is standard equipment. It 
pany uses direct mail, newspapers ; 
and some radio with direct mail ; 
getting the lion’s share of the bud- any other calculating machine—can be used by anyone with only 
get. the simplest instructions. Ask the Friden Man in your area for a 


AMERICAN Business and you'll know why when you try it on your 
performs more steps in figure-work without operator decisions than 


Five outside salesmen. The com- demonstration. Friden sales, instruction, service throughout U.S. 


pany has five salaried salesmen in and the world. Friden Calculating Machine Co., Inc., San Leandro, 
the field who sell the complete line Calif. Commercial Controls Corp., Rochester, N. Y., Subsidiary. 

of building materials including win- 
dows. 


Parker believes in controlling the 
sale. To do so, he has a drafting = 
department, helps homeowners ar- : 
range financing and offers on-the- brings you an 
job advice. Contractors account for 
about 35% of the company’s busi- automatic office 


ness. 
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PERFECT NO-DRAFT VENTILATION. EVEN 


£asY TO CLEAN 


VERN SPEAR, Spear Lumber 
Co., Suffield, Conn., sells 60% of 
his windows KD and makes 90% 

of sales over the telephone. 


A Study in Window Sales Methods 


Vearby New England dealers are both good window 


merchants—using different techniques. 


Lumber dealers can merchandise 
windows profitably in both the city 
and the suburbs. Anthony J. Maiuri 
of the East Springfield (Mass.) 
Mill and Lumber Co. and Vern 
Spear of the Spear Lumber Co., 15 
miles distant in Suffield, Conn., 
prove the point. 

Both sell to contractors. Maiuri 
averages two such sales to builders 
weekly, while the majority of 
Spear’s sales of 1,200 units an- 
nually, fall into this category. Both 
also sell to individuals building their 
own homes, but Spear seldom sells 
less than a complete set of windows 
for the entire home. Maiuri, on the 
other hand, sells a great number 
of odd sizes and small lots. 


Replacement program. Maiuri 
has developed a window replacement 
program for homeowners. He will 
work out a schedule supplying one 
window a month or any other desig- 
nated period, until a home has a 
complete set of new windows. 
Maiuri says he would rather do this 
than sell on credit and has discov- 
ered that many customers prefer 
this method. 

Vern Spear sells only one line; 
Maiuri sells and stocks, four com- 
plete lines. Spear stays with one line 


70 





for the sake of simplification, both 
in storage and sales. Over 60% of 
Spear’s sales are in knock-down as- 
semblies—a feature his customers 
prefer because of the savings in 
cost. He buys a carload at a time and 
stores them conveniently in one 
place. 

Such an arrangement is advan- 
tageous to Spear from the sales 
point of view inasmuch as 90% of 
his window business is conducted 
over the phone. With one line, he 
and his salesman have a thorough 
knowledge of the product, a neces- 
sity in phone selling. Spear leans 
heavily on word-of-mouth advertis- 
ing. With one line, a uniformity is 
established. When a call comes in 
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WwO00RS . - 
= san VENTILATION . 


ANTHONY MAIURI, Springfield 
(Mass.) Lumber Co., prom- 
inently displays four lines of 
windows in his store. 


for ‘“‘windows like those in the 
Smith house,” there are no ques- 
tions about style or features in some 
other line. 

Wide variety. Maiuri carries a 
wide variety of windows to back up 
a reputation he has built for having 
any type of window anyone might 
want. True, there is more work in- 
volved and he is located in town 
where the competition is heavier. 
But he is also near several window 
fabricators. He can pick up and de- 
liver these one-of-a-kind orders 
while carrying out routine deliver- 
ies. Then, too, the mark-up on such 
items is usually greater, justifying 
the extra work involved. 

Vern Spear keeps only one demon- 
strator window on hand, but he is 
able to make good use of it when 
necessary. Maiuri keeps several dis- 
play windows on his sales floor. He 
figures that he picks up sales he 
otherwise might lose from custom- 
ers who are shopping around. Va- 
riety, he says, pays off. Maiuri also 
keeps display windows on the side- 
walk in front of his store when 
weather permits. He is located on a 
heavily-traveled street and draws 
traffic from several nearby manu- 
facturing plants. 

Location, then, isn’t everything 
in the matter of window sales. The 
sales approach carried out smartly, 
increased window sales are the re- 
sult. 
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METAL “7 
ROOFING NAILS 


The "high quality” line 
you can count on— 
FOR REPEAT SALES... 
REAL PROFITS! 

NEW! 
UMBRELLA HEADS 


(with ring or screw shank) 
FOR CORRUGATED & V-CRIMP 
ROOFING 


@Hammer away— 

nails are one-piece de- 

sign (head and shank 

made from same hard 

steel core.). 

@®STORMGUARD 

treated—twice-dipped 

in molten zinc... 

can’t rust, stain, or 

streak . . . zinc coat- 

ing entirely compati- 

ble with aluminum screw 

roofing. 

@ Lighter weight than — 

lead heads... MORE JSAM 
. SCREWS) 

NAILSPER POUND! _ R-1345 


LEAD HEAD NAILS 


HEADS FIRMLY ATTACHED TO SHANKS 
COMPRESSED LEAD HEAD 
: P-223 (Barbed Shank—bright) 
‘ amma iii iii iia a || 
P.223R (Ring Shank—bright) 
HOT CAST LEAD HEAD 


a 
mmTTHTTTaL LTH RHF i ey 
C-223R (Ring Shank—bright) 


A CAST LEAD HEAD 
@ OS 
R-144A (Ring Shank— 


STORMGUARD TREATED ... 


nlm 
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ADDRESS 





city ee | ee Le 
"IT PAYS TO BUY MAZE” | = 


ay ioe 
EX w.H. MAZE COMPANY 


Phone 298 
Circle No. 104 on Coupon, page 152. 
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PERU 7, ILLINOIS 


twice-dipped in molten zinc) 
SEND FOR FREE HANDBOOK & SAMPLES 





Dealer Aids 


(Write A. L., 139 N. Clark, Chicago, Ill.) 


Store Fixture Plans: the working 
blueprints for each of the display 
fixtures in the Profit-Maker Show- 
room are available from American 
Lumberman. 50¢ per copy. 


Financial Advisory Service: free, 
confidential comparison of your 
profit and loss statement with in- 
dustry averages. 


Compensatory Pricing: a practical 
new method for more profitable re- 
tail pricing of building materials 
and services sold to consumers. 
Available in booklet form. 


Home Maintenance & Improve- 
ment: a home improvement maga- 
zine, mailed to any consumer list of 
your selection, promoting your yard 
as headquarters for homeowner 
needs. 


Art Hood Management Work- 
shops: four-day seminars on dealer 
management, conducted by our ed- 
itor, which you can arrange to at- 
tend through your state or regional 
association. 


ADservice: professional copy and 
layout ideas and illustrations, in mat 
form, for use in the preparation of 
your local advertising. 


I 


Market Surveys 
for Lumber Dealers 


Many dealers today are faced with a 
selection of the best markets in which 
to concentrate. The questions include 
whether to build a new store for do-it- 
yourselfers; whether to enter in competi- 
tion with contractors; to what degree a 
yard should promote home improvement 
packages; whether to fabricate house 
components; possibilities for opening or 
closing branch stores. 

Professional counsel is now available 
from American Lumberman, to help de- 
termine markets and merchandising 
policies. A personal survey is made with 
owner or manager on a per diem basis, 
plus expenses from Chicago. Written rec- 
ommendations are made based on per- 
sonal study of the local market and deal- 
er structure. 

For details write American Lumberman, 
139 N. Clark, Chicago, Ill. 


A 
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Sixth of a Series 


SPRING 
SUMMER 


LATE 

| SUMMER 
AND 
FALL 


BUILDING SALES 
BY SEASONS 


Alsynite’s extensive mer- 
chandising program is 
geared to accelerate sales at 
local levels with well-timed 
seasonal emphasis...for year 
’round profits for dealers. 

Alsynite’s integrated pro- 
gram includes seasonal ads 
with strong selling impact in 
key national consumer mag- 
azines. Looking toward Fall, 
for instance, full-page full- 
color ads in July LIVING 
and in August HOUSE & 
GARDEN will stimulate 
demand for genuine Alsynite 
translucent fiberglas panels. 
The ads feature an autumn 
scene to encourage Alsynite 
patio installations for hap- 
pier fall living. 

Tie-in mats in black and 
white for your local ads also 
are available from your dis- 
tributor at no cost. 

This all-seasons campaign 
is but one of the many dealer 
aids in Alsynite’s broad mer- 
chandising program. Get in 
on the benefits now. If you’re 
not already profiting from 
Alsynite, write today for 
complete details and the 
name of nearest distributor. 


Alsyuile 


FIBERGLAS PANELS 


Write for full details 
ALSYNITE COMPANY OF AMERICA 
DEPT. A-6. 4654 DE SOTO ST. 
SAN DIEGO 9, CALIFORNIA 


COPR. 1957 ALSYNITE CO. OF AM 
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American ‘ead in WINDOW Institute 
CONFORMS - UNITED STATES COM STND. 


SELL THE WINDOWS WITH THIS SEAL OF QUALITY 


The American Wood Window Institute Seal on 
the windows is your customer's assurance that 
they conform to U. S. Department of Commerce 
Commercial Standards and are: 








® Correct in design © Preservative treated 
© Properly constructed © Properly balanced 
© Made from carefully © Efficiently weather- 
selected kiln dried stripped 
/umber 
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Your Partner in Profit 


bnedevsa\ tite *ackage 





















Here’s a partner that can mean real money for you—because 
only you sell and promote the complete Ponderosa Pine Wood- 
work Package... windows, panel and louver doors, cabinets, 
entrances, moulding and trim—all at one time. So, when you 
talk to builders, stress the Ponderosa Pine Package and espe- 
cially windows—they’re your big sale. And, don’t forget the 
wonderful advantages which only wood windows can give: 













1. Beauty and style for any taste. 

2. Weather-tightness to keep out heat, dust and cold. 

3. Natural insulation to keep unwanted condensation from 
forming on frames. 

4. Easy to operate... well-balanced . . . preservative treated. 

5. Easy to finish. . . inside or out... paint, stain or wax. 






6. Won’t rust, corrode, or be affected by acid fumes. 
When you sell the builder the Ponderosa Pine Package—YOU 
MAKE THE SALE! 


WOODWORK 


39 South LaSalle Street 
Chicago 3, Illinois 













An Association of Western Pine producers and Woodwork manufacturers 
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Two reinforced 
waterproof papers with a 
width selection to 10 ft.; two 
unreinforced waterproof 
papers; black sheathing paper; 
Richkraft 65, the finest, lowest 
cost fungi-resistant vapor 
barrier on the market; Richlite 
a polyethylene sheet that has 
no superior and Richflex 
Reflective Insulation in three 
grades. 
Your customers can meet 
every condition and satisfy 
any specification. Your deal- 
ings are simplified—one organ- 
ization—one responsibility. 
Skufpruf the finest reinforced 
waterproof paper you can 
buy, Richkraft 65, Medium 
and Duplex 30-A and the 
polyethylene sheet Richlite 
all meet all F.H.A. specifica- 
tions for vapor barriers as do 
Class A and Class B Richflex 
reflective insulation. 
Here is a line both long in 
range and high in quality. 
You meet the customers every 
need and supply a line that 
assures satisfaction. 


Ask for complete details on 
the Richkraft line. Ask too, 
about Richtubes for round 
concrete columns, Richducts 
for warm air heating in slab 
on ground construction, and 
Richvoids for forming voids 
that save concrete and steel in 
reinforced concrete structures. 


The Richkraft Company 
510 No. Dearborn 
Chicago 10, Illinois 


pR ° | 
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... Go Into "hese ee Future’. 


Custom-made window frames to 
be found in the “House of the Fu- 
ture” in Disneyland, Calif., were 
made by J. G. Roy Lumber Co., 
Chicopee, Mass. A two-toned effect 
in the window wall frames was 
achieved by using African mahog- 
any and Belgian Congo limba. The 
curved portion of the window walls 
are laminated with plastic adhe- 
sives. Special double-glazed glass 
for the openings was fabricated by 
the Libbey-Owens-Ford Co. 





“Unusual problems of design were 


involved in planning these window 
walls,” says Edmund A. Roy, pres- 
ident of J. G. Roy Lumber Co. “The 
large frames are cantilevered from 
the corner posts and fastened to the 
plastic fuselage of the house itself. 
Elastic joint materials of plastics 
provide weather tightness for ex- 
treme climatic changes, which 
makes the frames actually a float- 
ing wall.” 

Monsanto Chemical Co. is sponsor 
of this experimental plastic house of 
five rooms, each 16x16’. 
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“Main Streeter” 


aluminum combination 
storm and screen door 














(HARDWARE OPTIONAL $2.55) 


$ (300 or more) 
(F. 0. B. YOUR WAREHOUSE) 
eee ered 





Here’s the hottest Combination Door in the 
country—the trim and sleek “Main Streeter” 
gives you trouble free sales at a good profit! 
Display cards and streamers, newspaper mats, 
glossie photos and mailing literature are 
available too! Send in the coupon today! 


— 
a wWAed © 
ee GF 


eit, 


B&G Sales Company 
6905 Susquehanna St., Pittsburgh 8, Pa. 


Please Send More Information About the 1958 “Main Streeter” 
Name 

Address 

City 

Phone Trading As 


Sao 
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ONE-INCH PIPE SUPPORTS are used to display various WINDOW IN NATURAL SETTING is seen in this products-in-use dis- 
styles of windows at the Ebenreiter Lumber Co., Sheboygan, play at Hunt/Sheid, Inc., El Paso, Tex. This is a double-hung steel 
Wis. Each sample is surrounded by a I'/g" frame. Samples unit, weatherstripped, with shutters lending colonial charm. Other types 
may be rotated, yet easily removed to clear the showroom of windows are shown elsewhere in the Building Mart. 

for monthly contractor meetings. 


WINDOWS - 1957 


How to Solve Your Window 








Windows are one of the 
dealers’ most difficult prod- 
ucts to display. They are 
heavy, unwieldy and take 
a lot of room on the sales 
floor. Some dealers have 
tried to solve this problem 
by installing different types 
of windows as an integral 
part of their building. 
Window styles and trends 
change, hence this method 
of display has its draw- 
backs. 

On these pages you will 
find a variety of methods 
being used to display win- 
dows today. 





Turn the facing page for 
newest of all window dis- 
play techniques. . = 2 zon | a 
OUTDOOR DISPLAY BOOMS SALES. One good reason why Roy Clothier Building Mate- 
rials Co., on U. S. highway 99, Edmonds, Wash. set a sales record for aluminum combi- 
nation windows and doors last fall and winter is seen above. This display, which stretched 
across the entire front of their building, was floodlighted at night. Approximately 100 
units sales were made during this special promotion. 
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WINDOW FEATURES are demonstrated and explained at a special meet- 
ing sponsored by the Fifield Lumber Co., Janesville, Wis. This session 
followed the regular series of four evening classes in the firm's School 
for Home Buyers or Builders, which attracted a capacity audience. Win- 
dows were also discussed at gne of the regular sessions. 


Display Problems 





FLOOR UNITS can be used in store, such as one 
above at Steinman Lumber, Milwaukee. A similar 
unit was used at Home Show by Chapman Lum- 
ber, Syracuse, N. Y., resulting in sales of 95 
windows outright and 200 leads. 


(Smie) ALUMINUM 


> SLIDING Windows 


StRI 
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POINT-OF-PURCHASE 
fixture is useful for 
many dealers, includ- 
ing Rosenthal Lumber 
& Fuel Co., Crystal 
Lake, Ill. Kenneth Sir, 
Rosenthal sales man- 
ager, discusses metal 
window above with 
E. W. Jensen, contrac- 
tor. Metal windows are 
popular with Rosen- 
thal's speculative house 


builder trade. 


WINDOWS GET MA- 
JOR PLAY at Hines 
Lumber Co. store in 
Evergreen Park, Ill. Just 


‘about every represent- 


ative style of window 
from each of the man- 
ufacturers selling Hines 
is represented in this 
display in the center of 
the sales floor. 

Turn page 

for more 
isplay ideas 











KEN HOLTVLUWER, manager, 
Standale (Mich.) Lumber and 
Supply Co. rolls out a double- 
hung unit for customer inspec- 
tion. 


Build This Compact "Pull-Out" Yourself 


Newest of all window display techniques is the 
“pull-out file” fixture. Units illustrated here show 
how windows can be stored compactly, yet very 
easily shown to customers. The larger unit below 
was designed by DeVille Lumber Co., Canton, 
Ohio, drawings for which are reproduced below. 


The unit pictured at top of page, built by the 
Standale (Mich.) Lumber & Supply Co., actually 
is an adaptation of the DeVille plan with space 
for about half as many windows. Bottom drawers 
in each unit can be used for manufacturers’ 
literature. 


#-0% 


K-VENIENCE CLOVHING CARRIER | 
|| ANAPE & VOGT (GRAND RAPIDS) || 
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« | 
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COMPACT DISPLAY designed to store as many as 26 different types of WINDOW DISPLAY UNIT designed and used by The De- 
windows. Track hardware makes it easy to change the windows and Ville Lumber Co., Canton, Ohio. 
roll them out for display. 
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For the sash you make or buy: 


use “PENNVERNON’’... 

















When you order window glass to glaze the sash you 
make, it will pay you to buy Pennvernon Window Glass. 
Pennvernon is quality glass. It has a fine finish; a 
smooth, even surface; and a clear, non-fading color. 
Pennvernon is remarkably free from distorting defects, 
and its fine visional qualities make it ideal for glazing 
all types of windows. 


Take advantage of the plus qualities of Pennvernon 


not just “window glass’ 


~ 
A 


and order fine glass—and look for the distinctive Penn- 
vernon label. It’s your and your customers’ assurance 
that this is “window glass at its best.” 

For further information about Pennvernon Window 
Glass, contact your nearest Pittsburgh branch or dis- 
tributor, or write Pittsburgh Plate Glass Company, 
Room 7275, 632 Fort Duquesne Boulevard, Pittsburgh 
22, Pennsylvania. 


>nnvernon Window Glass 


GLASS CHEMICALS 


lp PAINTS 
G 


PITTSBURGH 


BRUSHES 


PLATE 


PLASTICS FIBER GLASS 


GLASS COMPA 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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For more ventilation... 





Wh 








Lower Cost! 


Lo Max Co CORNICE VENTS 


In modern construction the focus is increasingly on proper ventila- 
tion ... to meet VA and FHA requirements, to compliment proper 
insulation, air conditioning, efficient heating etc. 

To put more and better ventilation into new homes, or to add 
more ventilation to existing construction, builders from coast-to- 
coast find Lo Man Co Cornice Vents the perfect answer because of 
their low cost, high capacity and ease of installation. 


--- look at these cost cutting advantages: 


@ MORE VENTILATION AT LOWER COST 

Lo Man Co Cornice Vents provide more free area than 
units costing up to twice as much. 

@ EASIER AND FASTER INSTALLATION 

Lo Man Co Cornice Vents come ready to install, complete 
with 8x8” mesh screens. Standard sizes eliminate fitting or 
refitting, make installation simpler and faster. 

@ ALUMINUM CONSTRUCTION FOR LIFETIME SERVICE 

Lo Man Co Cornice Vents are made of heavy gauge alumi- 
num—prevents rusting and deterioration—eliminates main- 
tenance problems. 

@ CAN BE USED IN SEVERAL WAYS 

Lo Man Co Cornice Vents can be installed in the cornice to 
vent attic space, or equally well in the siding over the founda- 
tion to vent crawl space. 


Available Everywhere in Three Standard Sizes 
See chart below for description of models available. 








SPECIFICATIONS 





Free Area of Ventilation 


Over-All Size (sq. inches) 


Model No 





C416 4”x16” 20.3” 
C616 53¥—e"x16” 34.8” 




















C816 8”x16” $5.1° 





Ask your local jobber or dealer for complete informa- 
tion on Lo Man Co Cornice Vents and other ventilat- 
ing products by Lo Man Co, or write for descriptive 
literature and the name of your nearest supplier. 


World’s Largest Exclusive Louver Manufacturer 


MANUFACTURING & SUPPLY CO. 


3603 Wooddale Avenue ¢« Minneapolis, Minnesota 


Circle No. 34 on Coupon, page 152. 
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WINDOW 
SELLING 
POINTERS 


a So Sar a ts 
SELLING ON THE JOB SITE. Three window samples are 
carried by salesmen for the Merritt Lumber Yards, Inc., 
Reading, Penna. Two are double-hung units, one quality 
and one economy style; the third, an awning sample. Some- 
times a manufacturers’ representative travels along to 
help the salesman sell the contractor and his foreman 
right at the job site. 


we 





Special Promotion Moves Over 
150 Aluminum Windows 


“Open-house specials” in aluminum weather- 
stripped, two-light, built-up windows were fea- 
tured by Standale (Mich.) Lumber Co., just out- 
side Grand Rapids, in a sale celebrating the re- 
opening of its store badly damaged by the 1956 
tornado. The windows were sold for 20% off list 
during the 10-day sale. 

Ken Holtvluwer, owner-manager of the firm 
keeps on permanent display both wood and metal 
units in casement, sliding, removable and non- 
removable double-hung styles. 

During the 10-day sale, Ken sold between 150- 
200 window units. Even at the 20% discounted 
price, a good profit margin was maintained since 
Ken’s discounts run 25% on small lots, plus an 
extra 5% in lots of 50, plus another 5% in lots 
of 100. That made a total of 35% in the quantities 
purchased for the sale. 

Ken says he discounted list prices to compete 
with another dealer who buys as a wholesaler, 
but sells directly to the consumers at dealer dis- 
count prices. One feature Ken promoted against 
this competition was delivery. His competitor sold 
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cash-and-carry. Ken played up the fact that he 
delivers any item sold for cash. His advertising 
stated: ... “why haul your own and risk break- 
ing glass? We will deliver at these prices at no 
extra cost to you.” 


How a Small-Town Dealer 


Makes Big Window Sales 


How to get window business in a small-town 
yard is described by Orville Johnson, who op- 
erates in Arlington, (pop. 850) Ohio. 

“Windows are the source of our greatest dollar 
profits,” declares Johnson, who delivers in a 30- 
mile radius. “We do not use radio, TV, news- 
papers or direct mail. Our greatest promotional 
efforts are free. 

“Our policy is to reward a customer who calls 
at our office, usually with one or more nail aprons. 
If he is a home package potential, he receives 
a plan book. If any inquiry is made about win- 
dows, he leaves our office with a window price 
catalog. 

“We like to lay the whole deal on the line so 
the customer has the entire story in front of him. 
We do not use the so-called brochures, where 
you find an illustration on one page, rough open- 
ings on another page and the price somewhere 
down in the salesman’s portfolio. 

“Although the price catalog must cost the An- 
dersen distributor at least $1 each, we actually 
get them in lots of 100 and the deal pays off in our 
volume of sales of Andersen windows. 

“Our next step,” continues Johnson, “after re- 
ceiving a window order is to solicit Thermopane 
instead of regular glazing if it is a window with 
a Thermopane or insulating glass option. The 
third step is to solicit the customer for aluminum 
storm windows.” 

So far this year Johnson has sold 236 window 
units. He handles lines supplied by four differ- 
ent manufacturers. Just recently, Johnson rang 
up his record-breaking order for windows—$1,700 
worth for a new home—and the screens are yet 
to come. 

The trend in windows, as Johnson sees it, is 
from the regular weatherstripped double-hung 
window to removable windows; from regular glaz- 
ing to insulating glass; and in the aluminum 
storm window business from “suede show boys 
to sash-and-door jobbers and retail lumber 
dealers.” 


Courtesy Libbey-Owens-Ford 
STEPPING UP THE BIG TICKET SALE. Double-glazed win- 
dows with glass doors makes this bedroom useable the 
whole year. Windows emphasize invitation to outdoor liv- 
ing while maintaining inside comfort. Insulating glass adds 
something to the normal big-ticket window sale. 
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NON-ELECTRIC 


completely self-contained 


Dl O10). 6358 8.0 8 


Instead of 
knocking... .it 





, | and it needs 
NO WIRING 


Handsome door chimes that re- 
sponds to simple raising and 
lowering of attractive door 
knocker with a musical ‘‘Mell- 
0-Tone’’ double-note signal. 
Gleaming, polished brass knocker 
is simple to connect through 
door with ivory enamel inside 
chime. 


> Operates manually 
>NO electricity 
>NO batteries 

>NO wiring 

> Easy to install 





Eye-catching, ‘‘try-it-yourself”’ 
DEALER DISPLAY MOUNTS 
available at NO extra cost 


WOW ELECTRIC, 

Massical 

KNOCKER 
“ #.= 


NO. 840 Suburban NO. 855 Universal NO. 895 New 
model door chimes push-button model Yorker model with 
with Colonial door with personal one-way mirror 
knocker. name card holder. peep hole. 














WRITE FOR LITERATURE AND PRICES 


ATIONAL HARDWARE 
CORPORATION 


Ozone Park 16, N.Y. + 205 W. Wacker Dr., Chicago 


Over 25 Years Manufacturing Fine Builders Hardware Exclusively 
Circle No. 35 on Coupon, page 152. 
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to L ... zero 


ARKANSAS SOFT 
Paneling Siding Riergiullfalramalnid ee Parzelt 
Sheathing Flooring Straig h*t@{lliintemesitinilp) 


Trim and Mouldings 


Frames and Trim for Oak Mouldin 
inside doors Oak Treads — Thi 
Industrial Stock Risers and Glued-u 


CALL LD 3, WARREN, ARKANSAS, FOR 
PRICES AND DELIVERY INFORMATION 
J 
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ied-up Panels 
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As people judge a car 

by the “feel” of its docks wee 
So is a building often judged 
by its sliding glass dobre 7 





To an ever-increasing degree in home and 
commercial building, the quality of the sliding 
glass doors symbolizes the quality of the entire 
structure. For this reason, more and more archi- 
tects and builders are selecting Miller quality 
sliding glass doors. Visually, a beautiful focal 
point; structurally, there's durability and quality 
in every detail. For single and/or dual glazing. 


Below: Miller’s engineered method of using 
silicone-treated double seal wool pile provides 
maximum weather protection in all climates. 


STORM WINDOW KITS are fast movers. 
A special promotion of storm window kits 
at 39 cents each brought 600 new cus- 
tomers into Max Ker & Son's store in 
Idaho Falls, Idaho. The TV promotion only 
cost $50 and total sales ran over $500 in 
addition to the intangible benefits of get- 
ting 600 customers into the store for the 
first time. 


ENCLOSE A BREEZEWAY 


NO DOWN PAYMENT 
monthly payments as low 


JALOUSIE WINDOWS FOR HOME IM- 
PROVEMENTS. Jalousies get special pro- 
motion in this poster designed for store 
window use by Earl Young, advertising di- 
rector of the Calcasieu Lumber Co., Au- 
stin, Tex.. The ideal way to enclose a 
s breezeway or porch is to use jalousie win- 

~e ; dows (and doors) and the inducements of 
Member of Sliding Glass Door & Window Institute no down payment and low monthly pay- 
, ments are used to clinch the sale. 
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THE AMAZING NEW WINDOW WITH SA ES THAT TILT _ 


T. M. Reg. Pend. 











U.S. Pat. No. 2,666,235 








safe, easy cleaning 
more air! no drafts! 


keeps out rain, snow 











Both sashes tilt easily to any desired 
angle for true healthful no-draft ventilation 
that uses 100% of the wall opening! 
Wash ail outside glass in comfort—without 
disturbing screens or storm sash. Looks 
like an ordinary window and can also be 
used like one—concealed adjustable 
spiral balances for quiet, easy operation. 


It goes up...It goes down.. 


FAMOUS BEE GEE...THE DECORATOR’S WINDOW 


Companion line of 170 high-style 
casement, picture and corner picture 
windows...idea” windows designed 
as focal points for lovely modern 
interiors. “ Wife-Approved” for their 
clean, slim modern beauty, their 
practical convenience. Completely 
assembled units, ready to set 

in the wall. New fingertip Crank 
Operator now optional, factory- 
installed — also in “Do-It-Yourself” 
kits for older Bee Gee windows. 











dl liad Aud 


- % Reg. U.S. Pat. OFF 
zp BROWN-GRAVES CO., Dept. AL-118, Akron 1, Ohio 
Send catalogs with full details on: 


d d [] TWIN/TILT WINDOWS ([_] BEE GEE WINDOWS 
en mail coupon lama: [] builder [] architect [(] dealer 


WINDOWS — 


ADDRESS 


BROWN-GRAVES CO., Akron 1, Ohio 
BUILDING PRODUCTS MERCHANDISER Circle No. 32 on Coupon, page 152 








REAL ‘VALUE 


engineered in 


 Gnique 


\ SASH BALANCES 


The spiral rod is engineered with 
“changing pitch” the feature that 
provides accurate BALANCE of sash 
\ at any position. Do not overlook this 
vital advantage, it costs no more and 
is available only in UNIQUE Sash 
Balances, for residential use. 
Modern double-hung windows bal- 
anced with UNIQUE assure lifetime 


trouble-free operation. Their value is | 


unmistakable... just look and see! 


Send for catalog 





JALOUSIE-TYPE WINDOW ready to un- 
dergo air infiltration test. Test engineer 
John C. Coyle checks contact between 
glass louvers as Ted Cackowski, repre- 
senting the manufacturer, Truscon Steel 
Division Republic Steel, checks weather- 
ing edge. 


Quality Windows 
Must Pass Tests 


Quality windows are no longer a 
matter of guesswork. Stringent 
standards for both wood and metal 
have been established and manu- 
facturers must meet these stand- 
ards before they are permitted to 
use the seals of approval issued by 
the Aluminum Window Manufac- 
turers Association and the Amer- 
ican Wood Window Institute. 

In the case of wood windows, for 
example, the specifications are de- 
tailed as to the requirements for 








DOUBLE-HUNG WOOD UNIT is being 
tested for air infiltration at the Timber 
Engineering Co. laboratory, Washington, 
D. C. 


certain definite species of lumber 
to be used; moisture content; pre- 
servative treatment; assembly to 
close tolerances; operation of 
balancing devices and effective 
weatherstripping. The AWWI 
Quality Seal is now being affixed 
to double-hung wood window units 
in 30 states by more than 200 fab- 
ricating plants. 

The “Quality-Approved” seal of 
the Aluminum Window Manufac- 
turers Association is available to 
all producers whose products meet 
the association’s minimum quality 
and performance requirements. 
Window samples sent to the Pitts- 
burgh Testing Laboratory by the 
manufacturers are put through 
trials simulating conditions under 
which the windows will actually 
be used. 





Free 
New Display 


BURGLAR-PROOF 
CYLINDER 
WINDOW LOCKS 


on your counter shows cus- 
tomers at a glance how the Fraim 
window lock prevents anyone from 
opening sash. Tells how window 
can be locked shut against weather 
or locked partly open 
for ventilation or for instal- 
of air conditioning 
units. Colorful display only 
4x6 inches. Holds 12 locks 
Keyed alike 


DIVISION OF 


lation 


One Key For All 
Your Windows 


| eg Pty Ow lOc, 
ane 544 79 | 
on Hg | 


ORDER FROM YOUR JOBBER 
PADLOCK and HARDWARE CoO. 


LANCASTER, PENNA. 


Circle No. 109 on Coupon, page 152. 
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Here’s a sensational new item, designed to give you fast new 
profits in the building and remodeling fields—the LUPTON 
Sliding Door. 


For patio or sundeck, LUPTON Aluminum Sliding Doors 
announce “‘quality’’ to builders and homeowners. The 
smooth-running, rattle-free panels; the attractive latch and 
pull-handle; the rugged, weathertight construction; the no- 
trip low-sloped threshold—these quality features sell LUPTON 


Sliding Doors to your customers. 


Display a LUPTON Sliding Door in combination with any 
of the four popular styles of LUPTON Metal Windows 
(double-hung, residence casement, ranch, and jalousie). For 
the information that can set off a round of profitable sales, 
call your LUPTON representative or distributor (look in the 
Yellow Pages under ““Windows and Sash—Metal”’). 
































SS 
Two-, three-, and four-panel doors available in widths from six to 
twenty feet. 





UPTON 


METAL WINDOWS « SLIDING DOORS 
MICHAEL FLYNN MANUFACTURING CO. 


Main Office and Plant: 700 E. Godfrey Ave., Philadelphia 24, Pa. 
West Coast Offices and Warehouses: 2009 East 25th Street, Los 
Angeles 58, Calif.; 1441 Fremont Street, Stockton, Calif. 


Sales representatives and distributors in other principal cities 





WINDOWS - 1957 





WINDOWS ARE ASSEMBLED in Central's own 


shop. Free estimates and budget terms are fea- 


tured in the firm's newspaper advertising. 


Courtesy Stanley Building Specialties Co. 


V. D. PETERS, store manager, demonstrating a jalousie window unit to a cus- 


tomer. Note adjoining awning window display. 


THIS AWNING WINDOW IN- 
STALLATION is typical of those 
being sold by Central. The awn- 
ing windows replaced a screened 
porch. 


Selling Jalousie Windows Against Competition 


Florida lumber firm has established a reputation 


for selling a quality line, fully-guaranteed. Here’s proof. 


Selling against 25 competing 
outlets in jalousies and awning 
windows, one Florida dealer is 
doing an outstanding sales job. It’s 
the Central Florida Lumber and 
Supply Co., Orlando, established 
in 19338. 

In the first 24 business days in 
April of this year, Central sold 
161 window units. Window sales 
for the first four months of this 
year ) are currently 
running neck-and-neck with last 


88 


year’s sales for the same period. 


Despite competition, the sales 
opportunity in jalousies and awn- 
ing windows is indicated in the 
sales rung up the very first year 
the Orlando firm started to handle 
their current line of jalousie and 
awning windows—$78,000 in win- 
dows alone. 

E. M. Ivey, secretary, gives three 
reasons for the success of his firm 
in this field. 


1. As a long-established firm, we 
have built an enviable reputation 
for complete customer satisfac- 
tion. 

2. Prompt and efficient service. 

3. Our windows are backed by 
an unconditional guarantee from 
the manufacturer and ourselves. 

When they first entered the jal- 
ousie and awning window busi- 
ness, Central Florida stocked a 
variety of makes of windows. 
When they decided to make long- 
range plans for their window de- 
partment, they went to Miami, the 
manufacturing headquarters of 
the jalousie window and made 
their selection of a single line. 
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Take the word of Tom Randall, superintendent of 
Truscon’s busy St. Louis warehouse. He says, “They 
call us the ‘Steel Outpost of the Southwest’. Not only 
do we stock around 500 different types and sizes of 
Truscon Steel Windows, but we ship in a very wide 
radius. In fact, we could give 24-hour delivery as far 
away as Dallas.” 


You'll find customer service like this is common 
practice with every Truscon warehouse superintendent 
from coast to coast. Like Tom Randall, they’re in busi- 
ness to help Truscon dealers make sales and save sales. 
Should they accidentally run out of stock, they can rely 
on prompt shipment from any one of the other 22 


® 
TRUSCON STEEL DIVISION 
REPUBLIC STEEL 


Youngstown 1, Ohio 


A NAME YOU CAN BUILD ON 


















“We’re the outpost of 
the southwest for 
Metal Building Products” 


Truscon warehouses conveniently located throughout 
the country. 


Take advantage of Truscon’s full-time warehouse 
support—a plus service that only Truscon offers. Same- 
day shipment out of warehouse applies to all Truscon 
dealer products: Series-138 Double-Hung Steel Win- 
dows, Steel and Aluminum Casements, Steel Ranch 
Windows, Aluminum Awning Windows, Interior Steel 
Doors, Projected Steel and Aluminum Windows, and 
Metal Lath and Accessories. 


Truscon helps dealers sell. Send coupon for more 


information. 






TRUSCON STEEL DIVISION 
REPUBLIC STEEL CORPORATION 

Dept. C-4150 

1058 Albert Street, Youngstown 1, Ohio 







Yes, I’m interested in full-time warehouse support. Send me the 
Truscon literature on Building Products. 


Name. Title 














Firm 





Address 








Zone— State 


















y 
WILLIAM H. KAPPLE, 
A.LA., Research 
Assistant Professor of 
Architecture 
University of Illinois 


















































Figure 1. 

Extra labor and material are required to frame 
a window opening if the size and placement 
of the opening have no relationship to the 
regular studs. All of the extra lumber that is 
shaded can be omitted by efficient wall fram- 
ing. 





Windows now being manufactured to fit two new rough- 


stud openings offer new market, will help dealers save 


builders time and money. 


There are two widths of windows 
that make it possible to minimize 
the entire cost required to frame a 
window opening in a stud wall. 
These windows fit a rough stud 
opening 2’-63%” or 3’-103%” wide. 

It is possible by use of these size 
windows and by proper framing 
methods to reduce wall framing 
costs as much as 33% and still re- 
tain the full quality and strength of 
wall construction. 

This type of increased efficiency 
is important to the builder. It is 
therefore important that the lumber 
dealer, who supplies him, recognize 
the value of stocking and furnishing 
windows of these two efficient 
widths. 


Hidden window costs. To ap- 
preciate this saving, it is necessary 
to first understand what we mean 
when we say that a wall with a win- 
dow opening requires considerably 
more lumber than a solid wall. This 
is shown by a comparison of the 
lumber required for a solid wall ver- 
sus the lumber required for a wall 
framed with a rough window open- 
ing as shown in Figure 1. 

The solid wall requires seven 
studs plus the top and bottom plates. 











































































































Figure 2. 


One jamb on the module. Two jack studs are 
eliminated by moving the window so that 
one cripple falls next to a regular stud. 


90 


Figure 3. 

Both jambs on the module. By use of win- 
dows that fit rough stud openings 2'-634" or 
3'-103%4" wide, one more stud is eliminated. 


The wall framed for a window re- 
quires six studs, two cripples, two 
headers, a sill and six jack studs, 
plus the top and bottom plates. 

This framing with a rough stud 
opening increased the cost of an 
eight-foot section of wall by $12.30. 
This extra cost is based on current 
rates of $3.60 per hour for carpen- 
ter labor and $150 per MBF for di- 
mension lumber. 

There is an increase of 22 board 
feet in the amount of lumber re- 
quired to frame the wall with a win- 
dow opening. But even more costly 
is the labor required to cut and fit 
10 more pieces of framing lumber. 
Although some of the pieces are 
short, like the jack studs over the 
header, the carpentry time required 
to cut and fit each piece is still close 
to 15 minutes. 

The Small Homes Council cost- 
and-time study, of the 1952 Demon- 
stration Houses, showed that the 
carpentry time averages this 
amount. Observation on this and 
other time studies showed that 
there is not much difference in the 
labor required to cut and fit 2 x 4’s 
sixteen feet long, such as a top plate 
and the labor to cut and fit short 
pieces, such as a jack stud. Most car- 
pentry labor is required for cutting 
and fitting; only a relatively small 
amount is required for nailing. It is 
therefore more accurate to estimate 
labor on the basis of pieces cut and 
fit, than on a basis of board feet of 
lumber. 

These productivity rates and 
costs establish an in-place cost of 
90c for the labor of cutting and fit- 
ting each piece of framing lumber 
in the wall. On this basis the in-place 
cost of an 8’-0” stud is 90c for labor 
and 5% board feet at 15c or 80c for 
material making a total of $1.70 in- 
place cost of a stud. 

This is strictly the framing costs. 
There are additional hidden costs 
for a full-length stud. These include 
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up to 22 minutes carpentry or 
laborers’ time for material han- 
dling; nailing wall board, sheathing 
and siding to studs; spotting and 
sanding over finish nails and fitting 
insulation batts into place. These 
intangible costs may run as high as 
80% of the $1.70 extra framing cost 
per stud. We will, however, report 
only the savings in direct framing 
costs and will not include possible 
savings in these supplemental costs. 

The 10 pieces of the framing lum- 
ber that are cross-hatched in Figure 
1 can be omitted by proper width 
and placement of the window open- 
ing. 


One jamb on the module. There 
is one framing economy that is com- 
monly used by carpenters today. It 
is achieved by moving the window 
openings just enough to one side or 
the other to fit one cripple next to 
one of the regular studs. (See fig.2). 
This eliminates two of the jack 
studs that were shown cross-hatched 
in Figure 1. This saves $2.10 of wall 
framing cost at each window and re- 
duces the wall framing cost by 7%. 

When a good carpenter is given 
freedom to adjust the location of the 
rough stud opening in order to 
achieve this saving, he will gen- 
erally do so without special instruc- 
tions. Such freedom of judgment on 
the part of the carpenter is common 
in the building of speculative 
houses, but when building from 
plans that have been approved by 
the buyer, the carpenter generally 
locates the window exactly as shown 
on the plan, rather than risk the 
wrath of the housewife in order to 
save a possible $33 on a house. 


Both jambs on the module. Ad- 
vanced planning of window location 
and size to integrate with the wall 
studs, permits location of both 
jambs on the module. Modular win- 
dows, sized for frame construction, 
are of the proper width to allow the 
cripples on both sides of the window 
to fall on the 16” or 24” framing 
module, as shown in Figure 8. If the 
distance center-to-center of cripple 
is 32”, the rough stud opening is 




































































Figure 4. 


Continuous header. A double 2x6 header all- 
around the building makes it possible to omit 
double framing at the sides and top of the 
opening. 
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2’-634”. If the cripples are 48” on 
center, the rough stud opening is 
3’-103%". 

Windows, sized to fit these two 
rough stud openings make it pos- 
sible to omit the extra full length 
stud that is shown cross-hatched at 
the right of the opening in Figure 2. 
This reduces the wall framing cost 
for each window opening another 
$1.70. This means a total saving of 
$3.80 per window opening as com- 
pared to the cost of hit or miss 
framing for the same sized window. 

This is a framing economy that 
any builder can adopt as long as he 
can get the correct width windows. 
This construction will meet FHA 
and VA construction requirements 
for both one and two-story houses. 
It will qualify under all building 
codes we have ever seen for residen- 
tial construction. The double fram- 
ing at the jamb is usually required 
by FHA and by many building 
codes. 

The single 2 x 4 at the sill is ade- 
quate structurally. The proper type 
window should be selected so as to 
avoid the need for a double sill just 
to provide a wider nailing surface 
below the window. All of the econ- 
omies in Figure 2 and 3 are achieved 
without reducing the strength or 
stiffness of the wall. 

Continuous header. A new wall- 
framing method saves additional 
labor and lumber by use of just 
enough material for adequate sup- 
port of the ceiling and roof of one- 
story houses. In this system the 
double top plates are replaced by 
two 2 x 6’s on edge. These act as a 
continuous header around the en- 


Modular Window Framing Study, University of 
lllinots, Small Homes Council. Work by As- 
sistant Professor William H. Kapple, A.1.A. 
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tire house. See Figure 4. 

Since the header is continuous 
and carries only roof loads, it can 
be supported by a single 2 x 4 at 
each jamb, instead of a stud and a 
cripple. This single 2 x 4 can be 
used as a structural mullion be- 
tween windows if the vertical height 
is limited according to the load. Our 
analysis shows that there is no prob- 
lem in one-story houses up to 28’0” 
wide if the unsupported length of 
the single 2x4’s between windows is 
limited to a maximum of 4’-0”. 
With higher openings, the required 
stiffness and strength should be cal- 
culated. In some cases a single 2 x 4 
between windows may need to be 
stiffened. Use of a structural hori- 
zontal mullion will achieve this. 

With 2 x 6 headers, the stiffness 
and strength is adequate for either 
the 2’-63,” opening or the 3’-103%” 
opening. Wider modular openings 
are not currently permissible unless 
the header size is increased. 

With the continuous header car- 
rying all loads, it is no longer neces- 
sary to install a structural header at 
the 6’-10” height. A single 2 x 4 flat, 
without any jack studs, is sufficient 
at the 6’-10” height. 

The double 2 x 6’s in the contin- 
uous header are separated with 
wood lath or 3%” plywood strips. 
These are needed to block out the 
header to a width of 3%”, the same 
as the studs. This blocking should be 
continuous around the entire perim- 
eter of the house so as to form a 
fire stop. 

Nails connecting the two 2 x 6’s 
should be spaced 6” on center along 
the length of the header with alter- 


. double 
o"x 6" 
continuous 
header 














Figure 5. 


Two modular window openings and continuous 
header. Two widths of opening can be 
integrated with wall framing and minimize 

the extra labor and material required to 
frame a window opening. 
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INSTALLING INTO ROUGH-STUD OPENING a two-wide three-high stack of awning 


windows. These windows are KD semi-assembled, carton-packed and can be assembled 


as a group before installing. 





Recommended Reading for Lumber Dealers: 


PRICING 
FOR 
PROFIT 
AND 
MAKING IT 
STICK 


an 


Ee PRICING tor PROFIT 3 





How te sell lumber and building products 
profitably. How to calculate costs, make mark- 
ups and set prices that insure an adequate 
profit. This is ART HOOD'S famous text on 
“compensatory pricing’ 
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WINDOW FRAMING COSTS 


(begins on page 90) 





nate nails at the top and bottom. 
Joints in the outer 2 x 6 of the head- 
er should be staggered so as not to 
occur over the same stud as the 
joints in the inner 2 x 6. Each stud 
should be toe nailed into each 2 x 6 
header member with two nails. See 
detail in circles, Figure 4. 

For maximum efficiency, the walls 
should be built on the floor or on a 
jig table. 

The use of the continuous header 
wall framing and the proper width 
and location of windows makes it 
possible to save additional framing 
labor and material. There are five 
pieces less to cut and fit for each 
window opening and a saving of 614 
board feet of lumber. This reduces 
the extra framing cost per window 
another $5.45. 

Thus, with the continuous header 
it is possible, when building one- 
story houses, to achieve a combined 
total saving of $9.25 per window 
opening, as compared to hit-or-miss- 
framing costs with conventional 
platform framing. In terms of the 
complete wall framing cost for a 
24’ x 40’ house, this means a saving 
of $160 out of $470. In other words, 
the builder can frame walls of three 
houses at a cost no greater than the 


Courtesy Carr, Adams & Collier Company 


normal cost for framing two houses 
with hit-or-miss framing. 

New modular windows. These 
savings, however, are only possible 
if the window manufacturers and 
lumber dealers furnish windows of 
the proper widths. Fenestra Incor- 
porated of Detroit has just an- 
nounced three new sash of widths 
just sized to fit the nominal four- 
foot modular framed opening. Place 
and Company, South Bend, Ind., 
pioneered in the continuous header. 
This firm offers three heights of 
aluminum windows designed for 
nail-on fastening to studs spaced 
4’-0” on centers. 

Carr, Adams and Collier, are one 
of the few firms who currently offer 
a wood double-hung window sized 
to fit the wider modular frame open- 
ing. Many wood double-hung win- 
dows are available that will fit the 
narrower modular framed opening. 
In fact, most wood double windows 
with 2’-4” wide sash will fit the 2’- 
63.” modular rough stud openings. 

If we concentrate on the use of 
windows sized to fit both of these 
modular framed openings widths, 
everyone will benefit. The contrac- 
tors can frame walls more efficient- 
ly, the manufacturers can economize 
by concentrating production on 
fewer stock sizes and the material 
dealer can reduce the inventory of 
window sizes needed to meet his de- 
mand. 
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Rural dealers know 


it's smart 
to buy from jobbers 


Whether supplying farm, industry or housing 
demands, dealers know it’s smart to do business 
with their local jobber. He’s the man who serves 
his customers by . . . 


e Carrying a large and varied supply, so customers 
can keep inventories down 


e Giving emergency service . . . fast delivery when 
you need it 


e Providing sales and merchandising assistance Profit nw 
from FIR 


e Stocking quality materials — products like this pair! a eal 


Evaneer fir plywood and Evanite hardboard (he 
can receive both in the same freight car) 


wre” “?F EVANS PRODUCTS COMPANY, DEPT, S-6, PLYMOUTH, MICH. 


Sales Offices: Plymouth, Mich.; New York City; Chicago; 
Tampa, Fla.; Coos Bay, Ore. 


Evans Products Company also produces: fir umber; Evanite 
battery separators; railroad loading equipment; truck and 
bus heaters and ventilating systems; bicycles and velocipedes. 


sn Mood gant am PRODUCTS COMPANY 
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9 REASONS TO 
Bea (// HOMASOTE 


the weatherproof insulating - building boards 


W!? ASSOCIATE with Banking, the idea of valuables— 
money, stocks and bonds, deeds, insurance policies, 
jewelry. These are articles of dependable value which the 
banker keeps safe for us—against our needs. 


In the present building market—with its ups and downs— 
the builder and the dealer will do well to consider and weigh 
the dependable value of the building materials they handle. 
Doubly important is their involvement and investment in the 
bread-and-butter, $21-billion modernization market. If they 
work with known quantities, they can protect themselves 
against costly surprises. 


QUALITY 
is one of the yardsticks of dependable value. As the makers of 
Homasote, we are not suggesting that Homasote Boards are 
so precious they require storage in bank vaults. We can estab- 
lish Homasote quality with one simple fact...there are no 
storehouses at the Homasote Mill. Winter or Summer, any 
Homasote on hand is stored outdoors—as it has been for 42 
years. That is why Admiral Byrd could build Little America 
with Homasote—and find the material “as good as new” 16 
years later. That is why you can use this true “outdoor board” 
for exposed exteriors as safely as for the finest interiors. 
Homasote can wait weeks, months, or years to be painted, if 
need be. That is why leading architects and builders now 
specify this top-quality product for their top-quality homes. 


All Homasote Products are Quality Products—born of almost 
half a century of American pioneering. They have stood the 
test of time—and of every kind of climate and weather con- 
dition. They are made—each piece individually molded —by 
careful, scientific engineering. Every end use is the result of 
extensive research, backed by the experience of satisfied users 
over periods as long as 40 years. 


Homasote Products are usually cheaper applied —always 
cheaper in the long run. And —Homasote always stands back 
of its products. 
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KNOWN POLICIES 
There was once a bank president who said, “I keep my desk 
in the bank’s front window. The least I can do is to let the 
customers and the stockholders know where I am at all times.” 
Similarly, you always know where Homasote stands. 
Homasote’s business policies are known policies—made clear 
to all by every Homasote Representative, frequently reaffirmed 
in writing by Homasote Management. Whether it is a matter 
of allotment, distribution methods, or discounts, there are no 
variations. By this adherence, the interests of the retailer and 
the distributor are just as fully protected as are the interests 
of Homasote Company. 
In essence, you can feel that your trading in Homasote Prod- 
ucts is a dependable lifetime investment—the kind of business 
and the kind of security on which there is never any buying 
or selling on margin, never any under-the-table dealings. 


| 








j 
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DEPENDABLE PRICES 

There is no greater proof of known policies than dependable 
prices. Over the past 20 years, Homasote prices have slowly 
increased by 40%; the prices have never receded. In the same 
period, many other products have gone up in price by some 
70%; this increase was on a fluctuating and frequently unpre- 
dictable basis. The end result is that no retailer or distributor 
of Homasote has ever bought at a given price and found, 
the next day, that the price had been cut. 
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WIDE RANGE 


Given quality and dependability, a wide range of products becomes an 
asset—to the dealer, the distributor, and to the manufacturer. One stand- 
ard of research, field testing, and know-how goes into every product. 
The multiplicity of products and applications enables you to place com- 
bination orders with one manufacturer—on the basis of true economy. 


SHEATHING —The famous Homasote 
One-Man Sheathing, in 2’ x 8’ 
V-jointed panels, is in a class by 
itself. In sizes up to 8 x 14’, 
Homasote '54,’ Big Sheets are the 
economical sheathing materials for 
all types of finished exteriors. 


WALLS— Standard Homasote (with 
linen finish) is available in 2 thick- 
nesses and 17 stock sizes—for inte- 
riors and exteriors. Striated and 
Wood-textured Homasote panels are 
available in 3 widths, for decorative 
use inside or out. 


ROOF DECKING—Homasote Type RD 
comes in 2’ x 8’ slabs, in 4 thicknesses. 
Properly applied, these panels sup- 
port shingles, tiles, built-up roofing, 
or 4” of lightweight concrete. 


SIDINGS—A beautiful exposure of 
either 10’ or 14” is provided by 
economical, durable Homasote Bev- 
eled Siding. Now also available is 
Homasote grooved vertical siding 
for strikingly modern designs. AIR-COR PANELS—Scientifically en- 
gineered to overcome condensation 
problems under roofing, these multi- 
layer panels use Nature’s own prin- 
ciple of weather-air ventilation to 
draw off moisture—reduce heating 
and cooling costs as well. Wilson 
Air-cor panels also make excellent 
sound-deadening partitions. 


UNDERLAYMENTS — %” Resilbase 
and 5’ Homasote Underlayment — 
both in 4’ x 4’ sheets—are resilient— 
for walking comfort and for the 
longer life of quality floor coverings. 
Resilbase takes the place of a pad 
under wall-to-wall carpeting. 





AIR-FLOAT CONSTRUCTION — SOFFITS 
“Continuous dry-wall construc- 
tion’ is at last possible for 
ceilings—with the Wilson Air- 
float method. Homasote panels 
are suspended from ceilings, 


SOFFITSOTE — This grooved 
soffit material—another Air- 
float application — is the 
answer to the soffit prob- 
lem. Soffitsote matches the 
modern design of large 
overhangs — eliminates the need for 
boxing the rafters for support. 


aia gl 
AIR-FLOAT 
joists, rafters, or collar beams, 


with great economies in labor 
and materials. 


PRECISION-BUILT CONSTRUC- 
TION—When you want to sell the 

whole house—or the parts instead 

of the pieces—you can rely on 

this research-tested accomplish- ene J 
ment in prefabrication. By the — 

Precision-Built System, $36-million PRECISION - BUILDING 

of housing has been built—in record time—with quality unquestioned. 


SUPPORTING YOUR EFFORTS 


The Homasote Estimating System gives you the means for esti- 
mating the cost of a whole house in less than one hour. The 
68-page Homasote Handbook gives you complete, practical detail 
—the know-how of construction—for every part of the house. 
Easi-Bild* Patterns— for the do-it-yourself market-——enable you 
to turn (on the average) an initial investment of 52¢ into a 
profit of $35.36. Motion pictures are available for your use on 
basic construction, on do-it-yourself projects, on the rich Christ- 
mas figure market. Sales literature for use with consumers, archi- 
tects and builders, is supplied for every line. This is practical 
literature with specification data, application instructions and 
blueprint detail. Homasote’s nationwide advertising reaches con- 
sumers, architects, builders, dealers, and the farm market. 


<5 We invite you to have a special meeting with a Homasote Repre- 


sentative. Let him help you re-appraise the present building mar- 
ket: let him show you in detail and with facts, figures, and films, 
why you have five good reasons to bank on Homasote. 

*T.M. Reg. Easi-Bild Pattern Company 


tH  @ ) wh + sS © T Ee COMPANY, TRENTON 3, NEW JERSEY 


IN CANADA: TORONTO, ONT.—P.O. Box 35, Station K * MONTREAL, P.Q. 


BUILDING PRODUCTS MERCHANDISER 


P.O. Box 20, Station N 
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EYE-CATCHING SIGN atop lumber shed of Lakeview Drive-In Builders Supply is visible 
for more than a half mile to traffic on busy U.S. 12. 


F2x4xi0 


2x4xi2 LUMBER STACKING is handled by one man. Fork lift is used to unload 


trucks and move dimension lumber to sheds. 





SELF-SERVICE is encouraged by these 
legible signs. Customers driving into the 
U-shaped yard are greeted by this view. 





Drive-In Yard Puts Customers to Work 


Located on the outskirts of Battle Creek, Mich., Lakeview Drive-In 
Builders Supply puts its customers to work and merchandises everything 
. Scat oe sae from packaged screws to bundles of roofing on a self-service basis. 
encourages customers to drive “Customers shopping habits have changed during the past 10 years,” 
. , : says Nick Glannis, “so last year we opened this yard just to serve drive-in 
in and make their selections — trade. 

: : “At first it was difficult to adapt ourselves to this type business. Con- 
on a profitable, self-service sumer sales call for a higher markup than the big-ticket builder trade and 
you have to maintain a rigid price policy. 

“We had some complaints from customers that they could buy some 
smaller items cheaper downtown or in the hardware store, but when they 
became accustomed to our fast service and plenty of free parking space 
their price argument vanished.” 

Glannis and two yardmen handle the details of running the yard. The 
U-shaped layout makes it possible for customers to drive in, load their 
selection and pay as they leave without wasting time. 

(more picture ideas on page 98) 


U-shaped Michigan yard 


basis. 
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Publication Advertising 


that’s the talk of the trade Fe Sorcyinticn aa 
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A Show Hit... 


Condensed, (os 3 4 eee = 12-page, 4-color 
Easy-to-use _ a : 4 | alustrated brochure 


a re = ; : ae +e ¥ _ 
Catalog ps al a | for builders 
each vee | and contractor's 
F Russwil 
MS. 





All the beauty and quality of Russwin Imaginatively- 
Styled Doorware are reflected by the high caliber of the 
advertising material being produced to help ssw 
Russwin dealers increase sales. Copies of any advertising 
piece illustrated may be obtained by writing Russell hb- 4 
& Erwin Division, The American Hardware Corporation, ee have the ena 


New Britain, Connecticut. 


Colorful _| eee a) b New Home 
Envelope conor ~ Knob 
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For paneling, siding, 
light construction use, 
choose 


Lodgepole Pine 


one of the dependable woods from 


the Western Pine mills 


An excellent general-purpose softwood, Lodge- 
pole Pine is straight-grained, easy to work, has 
fine nailing properties and small non-bleeding 
knots. It is used advantageously for boxing, 
crating, sheathing and subflooring. And it is 
carefully dried, insuring lower maintenance 
cost, more accurate sizing, improved wood- 
working qualities, 


Write for FREE illustrated Facts 
Folder about Lodgepole Pine to: 
WesTeRN Pine Association, Yeon 
Building, Portland 4, Oregon. 





The Western Pines 


| and these woods from 
idaho White Pine the Western Pine mills 

; WHITE FIR - INCENSE CEDAR 
Ponderosa Pine | pep cepar - DOUGLAS FIR 
| 
! 
1 


ENGELMANN SPRUCE 


Sugar Pine LODGEPOLE PINE - LARCH 


are manufactured to high standards of seasoning, grading, measurement 


TODAY'S WESTERN PINE TREE FARMING 
GUARANTEES LUMBER TOMORROW 


Circle No. 1 on Coupon, page 152. 
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ROOFING is sold on a self-service basis by making it 


easy for customers to pick up a few squares. 





MANAGER NICK GLANNIS replenishes inventory of fast- 
moving packaged screws and bolts. This prominent display 
turns over its stock three times a month at a 50% markup. 





CEDAR POSTS move on a pickup basis when prominently 
displayed and priced in the center of the yard. 
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Affords Full Access — doors Fold-Aside to 
full width of wardrobe opening. 


No Floor Track — permits use for room di- 
viders... gives clear threshold...no dust 
catcher. 


Fold-Aside Hardware Designed for 
Quick Installation — Template furnished 
with hardware ... locates all holes. 

Sizes to Fit Any Opening Up to 8’0” — 
track is in two sections for easy fitting to 
smaller than standard openings. 


Vertical and Horizontal Adjustments — 
track is in two sections for easy plumbing 
of doors. 


Doors Operate Smoothly — nylon guide 
wheel operates quietly in aluminum over- 
head track. Doors won't buckle or bind. 


Compact Packaging — requires only half 
the shelf space. 





Overhead Track, Pivots and Guide. 
A single section of aluminum track 
shows position of top door pivot 
and guide wheel. 


Special jamb mounting 
pivot plate available 
separately for slab 
floor installations. 


Bottom Pivots. Jamb pivot is on 
left. Other pivot shown in relation 
to streamlined center floor guide. 


ACME APPLIANCE MANUFACTURING CO. 
35 So. Raymond Avenue * Pasadena, California 
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With the smart, new trend to folding doors, builders 
are showing a definite preference for Acme Fold-Aside 
Door Hardware because it fits more applications. 
You stock only the Acme line to meet wardrobe 
requirements, room dividers, over-the-counter shutters, 
and many other uses. Check feature by feature 
the profit-making reasons why Fold-Aside is first 
choice with homeowners and builders. 
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YOUR PROFITS come from having the right hardware 
to meet the sudden new demand created by this smart style 
trend. Acme hardware is your profit line backed by superior 
design plus advertising promotion and point-of-purchase 
sales aids. Stock Acme Fold-Aside Door Hardware now 


and capitalize on this great new trend. 


Fill in the coupon today! 
Acme Appliance Mfg. Co. 
35 So. Raymond Ave., Pasadena, California 


Please send me details on sales promotion kit 
for Acme Fold-Aside Door Hardware .. . 


STREET 


My jobber is 
© 1957 Acme Appliance Manufacturing Co. 


Circle No. 47 on Coupon, page 152, 
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GUTS OF HAWKEYE SYSTEM are precision templates, shown at 
left in handy wall rack and above as inserted in slot on jig table. 
"X" denotes stud spacing. Drawing will accompany components 
to erection site to eliminate confusion. 


One Jig Table Performs for Six Floor Plans 


System of precision templates and template strips afford 


variety to lowa dealer's component building program. 


Using precut, shop-assembled 
components, Hawkeye Lumber Co., 
Cedar Rapids, Iowa, substantially 
cut on-site labor costs and speeded 
erection of higher-priced quality 
homes in the $20,000 to $30,000 
bracket. 

“With competition from more 
than 20 lumberyards and several 
prefab erectors in the area, we de- 
cided to hit the upper-price bracket 
with our own line of homes,” says 
Tom Barry, Hawkeye secretary and 
vice-president. “These homes fea- 
ture brand-name equipment, large 
lots, contemporary design. To offer 


100 


these features we had to cut labor 
costs at the job site by preassem- 
bling and precutting as much as 
possible in the yard.” 


Template system. For its six 
basic floor plans, and 45 possible 
variations, Hawkeye uses only one 
jig table, which turns out wall sec- 
tions up to 18’ long. Two men can 
frame any of the six basic designs 
in one day. 

“We minimize modifications in 
the plans as much as possible,” Tom 
Barry says. “As soon as you start 
making too many changes you lose 


the savings of component building. 
In some cases it would be more eco- 
nomical to make these changes at 
the site without preassembling com- 
ponents.” 

The jig system, devised by Tom 
Barry, is based on templates which 
slip into grooves in the jig table. 
Stud spacing and other informa- 
tion is marked on the %x2” tem- 
plate strips. A whole rack full of 
templates is handy to the jig table 
and the shopmen assembling the 
components don’t do any measuring. 

Tom Barry has made up drawings 
of all the components that go into 
the basic plans and variations. A 
copy of the drawing is used by shop- 
men when assembling wall sections. 
These drawings follow the compo- 
nents to the erection site to act as a 

(continued on page 104) 
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SCREW SHANK FLOORING NAIL — 
Ideal for hardwood flooring and Mason- 
ite applications, these nails come in 6d, 
7d and 8d sizes. Choice of Oil Quench 
Hardened or Bright Stiff Stock. 


RING SHANK GYPSUM WALL BOARD 
NAIL—Recommended by the Gypsum 
Association for Gypsum Wall Board Ap- 
plications (1% length). Other available 
lengths include 1344” and 114”. 

RING SHANK HUMMER NAIL—A ce- 
ment-coated nail recommended by the 
Certain-teed Corp. for Gypsum Wall 
Board applications. Size range 1%”, 
15%" and 2%". 





RING SHANK SIDING NAIL—ideal for 
shake siding applications, these nails 
are available in 1%” and 2” lengths. 
Hot galvanized coating for long life. 
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SCREW OR RING SHANK PALLET NAIL 
(screw shank illustrated)—Specifical- 
ly designed for strong pallets, these 
nails range in length from 154“ through 
4". They are available with smooth or 
checkered flat heads and a variety of 
finishes. 


RING SHANK UNDERLAY NAILS—For 
laying plywood and Masonite subfloor, 
this 1%’ long nail is furnished either 
Bright or Oil Quench Hardened. 





RING SHANK STAPLE—These staples 
are designed for maximum holding 
power where strength is a must. Both 
14" and 1%” lengths are available. 
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RING SHANK SPIKES—These spikes 
are ideally suited for construction of 
wooden bridges or heavy wooden struc- 
tures which require great holding power. 
Lengths range from 6” through 10”, 


SCREW (above) OR RING SHANK 
(below) BOX AND COMMON BOX 
NAILS—For those every day odd jobs 
which require strength, rigidity and per- 
manence. Most popular sizes are 6d 
and 8d. 


ARR 


All nails actual size. 


screw and 
ring shank 
nails 


drive right 
and hold tight 


If your customers need nails that won’t 
work out, loosen or pop after they’re 
driven... that actually improve their 
grip as time passes... sell them 

CFeI Screw and Ring Shank Nails. 


Manufactured under the rigid quality 
control of CFeI, these nails always 
have well-centered, well-formed heads 
and points. And CFe&I Screw and Ring 
Shank Nails can be supplied in the 
following finishes—bright, galvanized, 
cement coated, blued or oil quenched. 


Contact your nearby CFel 
representative today for complete 
details on CF&I Screw and 

Ring Shank Nails. 


THE COLORADO FUEL AND IRON CORPORATION 


Albuquerque + Amarillo + Billings + Boise + Butte - Casper - Denver 


Ft. Worth + Houston + Kansas City + Lincoln (Neb.) 
* Oakland + Oklahoma City + Phoenix + Portland 


Pueblo + Salt Lake City » San Francisco + Seattle - Spokane + Wichita 
CANADIAN REPRESENTATIVES AT: Calgary + Edmonton + Vancouver 
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So many big markets for... 


MASONITE 


DUOLUX 


Do you have any idea of the real need for Masonite Duolux in your 
trading area? 


Homes need it. So do retail stores, local industries, schools and in- 
stitutions, and farms. Wherever there’s a need for an extra strong, 
extra hard panel that’s smooth on both sides, there’s a place to sell 
Masonite® Duolux®. 


You can recommend Duolux with the utmost confidence. It’s one 
of the best-known Masonite panel products and you can sell it at a 
generous profit. It’s also available with Masonite Primecote®, a 
superior primer-sealer for even smoother surface finishing. Duolux is 
now available in increased quantities... promotion helps available, too. 
Ask your Masonite representative or write Masonite Corporation, 
Dept. AL-6-10, Box 777, Chicago 90, III. 
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SMOOTH 
ON MY SIDE C, 


N 
wy 4 


~ 


SMOOTH 
ON MY SIDE, TOO 


AND PAINTS 
SO SUPER-SMOOTH 


®Masonite Corporation—manufacturer of quality panel products. 


MASONITE 


= 2@} ©) UL OnE 
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NG 


LUMBER 
COMPANY 


Aberdeen, 
Cate Washington 
ya 


Manufacturers and distributors of 


West Coast Woods 


Douglas Fir, Hemlock, Cedar 
Pine, White Spruce 


AND SHINGLES 


Each office of Twin Harbors is 
geared to provide fast, experi- 
enced and complete informa- 
tion regarding placement of 
your order. 


BRANCH OFFICES 


CALIFORNIA — Arcata — Menlo Park 
Los Angeles 


OREGON — Portland 

NEW YORK — New York City 
MASSACHUSETTS — Medford 
OHIO — Toledo 


MAIL THIS 
ole) U] fe], ge) o7.) a 


| Twin Herbors Lumber Company 
Aberdeen, Washington 








i'd like proof of your quality and service. 
Send name, address of my nearest Twin 
Harbors wholesaler or salesman. 


Address___ 


City, State 


o 
~< 
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COMPONENTS 


(begins on page 100) 





guide for the builder and eliminate 
time-wasting confusion spotting the 
components for erection. 

A crew of four can erect the out- 
er walls in four hours and about 
another half day is needed to erect 
the roof trusses. 

“We don’t sheath wall sections in 
the shop,” Tom Barry says. “By 
doing it on the job, we can build 
larger components in the shop and 
minimize the weight for easier man- 
ual handling.” 


All-around savings. “Though 
our biggest savings are at the job 
site, we also shave costs in the 
yard,” Tom adds. “Inside carpen- 
ters who build the components get 
30c an hour less than outside men. 

“We also uncovered a bonus by 
being able to use a lot of shorts for 
the components. A lot of lumber 
which would have been scrap is now 
part of a home and it hasn’t im- 
paired the strength of the building. 

“With off-site assembly, Hawkeye 
has learned that purchasing can be 
geared to construction schedules and 
this helps eliminate delays in deliv- 
ering material to the job. 

“By scheduling our construction 
months ahead of time,” Tom says, 
“we can watch the lumber market 
and buy at favorable prices.” 


Land key to home sales. “Land 
was quite a stickler for a while,” 
says Owen T. Barry, “but since we 
bought the Glenbrook Cove Addition 
we’re in a position to offer prospects 
a complete home package.” 

Last year, president Owen T. 
Barry and vice-president David H. 
Barry acquired a 100-acre tract for 
development. Within a three-year 
period, the Barrys intend to build 
250 homes in Glenbrook Cove. The 
$5 million development is planned 
to grow at the rate of 80 homes a 
year until the 250 are completed. 
This means a regular, dependable 
building program for the McKay 
Construction Co., which is handling 
the erection, and a steady source of 
building materials sales for Hawk- 
eve. 


PROGRESS CHART of homes precut by 
Hawkeye Lumber Co., Cedar Rapids, 
lowa, shown above by Tom Barry (left) 
and Dave Barry. 
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Engineered yey cut /) 
CLEAN | 
ACCURATELY 


with less 
effort 
Twelve in a display 


No. 024—Best 
for General Use 


—For use 
wherever 

tapping is 
advisable 








( Here's the one thar 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 


WILL NOT SHRINK it WORKS BETTER. 


STICKS AND STAYS pyr 
—_—_———————., 








Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
year.” hat’s. yor 
Durham’s Rock- 
Hard Water Putty Popo Mole 
ives you by far the Iowa. 
st profit margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. leony patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-lb. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 


Circle No. 103 on Coupon, page 152. 


DONALD 
DURHAM 
COMPANY 
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Plastic pipe ad 
picture? 


with no 


Because the picture just wouldn’t have meant anything. 
Because almost all flexible plastic pipe looks the same. 
Because you know yourself that looks can be mighty de- 
ceiving and jobs that go wrong can be mighty expensive. 
Just be sure that the pipe you use is made by a reputable 
manufacturer who has had real experience in the field. 


There are dozens of brands of flexible plastic 
pipe on the market—good, bad and indifferent. 
Inferior pipe, often “‘bargain priced,” can cost 
you plenty in replacement and repair costs — 
and in good will lost. Read the facts below 
about Supplex — and bear them in mind next 
time you’re in the market. 


WHO makes it? 


experience and integrity of two of the industry’s 


Supplex pipe combines the 
greatest names: American Hard Rubber Company, 
founded in 1852, is noted for plastic piping made to 
the strictest requirements of precision industries — 
and the Supplex Company division adds advanced 
techniques in production and quality control. 


WHAT about use for drinking water? 
Supplex Plastic Pipe bearing the NSF Seal is certi- 


fied safe for drinking water by National San- 
itation Foundation, Ann Arbor, Michigan. 


Supplex Pl 


Supplex Company, Division of American Hard Rubber Company, 


335 Broadway, New York 13, N. Y. 
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WHERE do I use it? For wells and farm water 
systems. For construction job water lines, industrial 
piping, mine drainage systems. For lawn and golf 
course sprinklers...recirculating water lines in 
air-conditioning. 


HOW does it come? Six diameters — each in 
two different lengths. Uniquely packaged to prevent 
damage in transit. And remember: American Hard 
Rubber Company also makes 8 other types of 
plastic pipe! 


WHICH fittings and clamps? Complete line 
— made of high-impact virgin polystyrene. NSF 
approved. All stainless steel clamps. Screwdriver and 
jackknife are the only tools you need. 

WHEN don’t I use it? We do not recommend 
Supplex Plastic Pipe for use with temperatures 
higher than 125° F. nor jet wells deeper than 125 ft. 
Make American Hard Rubber your one source of 
supply for all types of plastic pipe — the right pipe 
for the job. 


astic Pipe 


wefaal 4yLENe 
pol 
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Show your customers these 





1.Use new 2-4-1 plywood as 
combined subfloor-underlay 
over framing 48” o. c. 


2°4°1 is the new 114%” plywood that makes 
possible the revolutionary ‘‘panel and 
girder” floor construction system that 
saves from fifty to five hundred dollars 
per house.* It also gives you markedly 
superior construction. You save on both | 2+4+1 is both subfloor and 
é : . ad S t2x 4 blocking + ¢ 

framing costs and application time. And albaeaenden 4x4 underlay. Inset 2x 4 block- 
because 2°4°1 has structural strength plus erteocet eaphah roofing 3] ing supports panel edges. 
. Drawings below show how 

smooth surface, it serves as both subfloor : . 
é girders set flush with foot- 
and underlayment. More savings! ings improves appearance 
by lowering house about 

12 inches. 











*Actual savings reported by builders vary 
with local wages, size of house and type of 
floor construction previously used. 




















i 
goss 
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ws \ < x 


joists for maximum str ona 


Ya" or %” scorn SA 


usually over joists 16” 0.c., 
but 24” spacing sotisfactory 


Install finish flooring ocr 


with 2” panels when 25 32 
flooring used across joists 











GENUINE 
GENUINE DOUGLAS FiR PLYWOOD 


2.PlyScord’ subflooring cuts | 7 PLYSCORD 
application time in half, adds ee 
strength and rigidity. 


PlyScord provides a smooth, dry, level 
working platform. It saves as much as 50% 
in application time. Requires fewer nails. 
Finish flooring goes down faster, too. Build- 
ing paper may be completely eliminated. 
PlyScord subfloors are firm, solid. Rigid 
plate-like action gives added protection 
against windstorm or earthquake. 


FOR COMPLETE INFORMATION about fir plywood floor 
construction, specifications, etc. write for free ‘‘Ply- 
wood Light Construction Portfolio.” (Offer good 
USA only.) Douglas Fir Plywood Association, 
Tacoma 2, Washington. 


floor construction costs 


3. Resilient flooring looks - 

better longer over smooth < SS a ek 
fir plywood underlayment. 

Tile and linoleum lay flat, stay flat—with 

no unsightly seams or nailhead show- 

through—over smooth, solid fir plywood 

underlayment. It’s an ideal base for wall- 

to-wall carpet installations, too. Easy to 

cut, fit and fasten, fir plywood grips nails 


firmly so they won’t work up to mar the 
appearance of finish floor coverings. 


ey 


“Fir Plywood 


means quality construction 


BUILDING PRODUCTS MERCHANDISER Circle No. 44 on Coupon, page 152. 107 





MECHANICAL HANDLING — STORAGE 











wey 


SLIDING DOORS on all four 
sides make fork lift truck entry 
easy and fast. 


— Not a building, but an “enclosed pallet rack” for bag goods, roof- 


ing, building materials — 


100°, Storage 


DING DOORS — 


a a 


‘ PALLETS 


PALLETS 





PALLETS 


PALLETS 


PALLETS 


PALLETS 


ee 
a 


* SLIDING DOORS <— 


Capacity --Plus Flexibility 


One of the most unusual and flexible storage 
structures of the year is now in use at Byrd Lum- 
ber Co., Marion, Ind., shown above. It is a pole- 
type building with almost 100% storage ca- 
pacity with entry from all four sides. Designer 
Fred L. Rike has dubbed it an “enclosed pallet 
rack.” 

Construction consists of 48 poles, 14 doors, 
some roof joists, plywood roof decking and 800’ of 
siding. Girts running north and south are at- 
tached to the poles and across these loose bolsters 
are laid which support the pallets. Key to the 
maximum storage is the four-way entry of lift 
trucks. 

Behind the sliding doors on the north and south 
are stored up to 60 pallets of 12 squares of roofing 
each. The doors on east and west give access to 
120 pallets of cement, plaster, lime, etc. And, if 
necessary, during heavy inventory the capacity 
for bag goods can be doubled by using the center 
drive for storage. Ordinarily the center drive 
is used as a truck garage at night. 

According to Rike the unit can be converted to 
other uses if needed because the bolsters have 
been left loose. 

The pallet rack enclosure is one of eight pole- 
frame structures, including the office and show- 
room building, in the modernized Byrd yard. The 
company is part of Midland Industries, with head- 
quarters in Indianapolis, Ind. 
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you know you’re right when you 





ok 
specify by DFPA grade-trademarks 


€ Proper construction 


factory-inspected, 
liaboratory-tested 


To qualify for DFPA grade-trademarks, 

manufacturers must pass rigid and con- , 
tinuous inspection of current plywood pro- ere d Na 
duction. In addition to these on-the-spot f\ 
mill checks by DFPA quality supervisors, 

° 2 | \ Adequate strength 
thousands of samples undergo scientific A |__Set rigidity and stiffness 
testing in DFPA laboratories. Use of grade Po | 
trademarks may be withdrawn if quality is € Dependable glve-line 
not satisfactory. 


inside ana out 


right grade, right GENUINE te INTERIOR-TYPE 
quality for every job , 


DFPA grade-trademarks are specification 
guides to the right grade for a specific job. 
Only genuine DFPA quality-tested panels 
bear DFPA registered grade-trademarks. 
There are imitations. Don’t be misled! 


Be sure you can tell the difference. 


Send for the DFPA Quality Story —a portfolio of grade 

use data and a step-by-step description of the DFPA 

quality control program. Write Douglas Fir Plywood As Washington —a non-profit industry organization devoted to 
Pi sociation, Tacoma 2, Washington. (Offer good USA only product research, promotion and quality maintenance 


‘ ee 
*, gunit. a 


S-DFPA seesaw ir Plywood 
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CHARLES DART found his Kiddie Kottage 
package a profitable method of marketing 


shorts and scraps. 


YARD DISPLAY and attractive sign helped create brisk demand 
for playhouses and animal shelters. 


sxat |KOTTAGES 
“hes YF KIDDIES (294s 


KANINES Ses 
KITTY-KATS (4s 





Turns Shorts into “Long” Profits 


Playhouses 


lines for California dealer. 


Lumberman Charles Dart of the 
K-Y Lumber Co., Fresno, Calif., 
has solved one age-old problem 
what to do with lumber shorts? 

First, Dart bought 40,000 feet 
of 14” x 6” redwood resawn bevel 
siding at $50 per M. One-third of 
this footage was 8 and longer, 
normally selling at the mill for 
$80 to $100. This longer lumber 
was sorted out and put into stock 
for sale as siding. 

Remaining was more than 25,000 
feet of pieces ranging from 3’ to 
7 long. This stock was worth 
about $30 per M at the mill. It was 
on this stock that Dart made 
$1,000. 

Suspecting there would be a 
good market in children’s play- 
houses, Dart shopped the city’s toy 
stores and learned that wood play- 
houses were selling for $50. He 
noted the quality of these items 
and felt he could improve on it. 


Playhouse designed. He de- 
signed a playhouse, keeping in 
mind his 3’ to 7’ shorts, plus some 
rippings he had on hand from an- 
other venture. These rippings 
were 2” x 2” ponderosa pine. He 
used some 1” x 2” stock in a low- 


110 


and pet shelters are profitable side- 


priced bracket as corner trim. 

The playhouse had an overall 
size of 5’ x 6’. It was 4’ high at the 
eaves and 6’ high at the ridge. The 
7’ pieces were used for the roof; 
the 4’ and 5’ pieces for the front 
and sides; the 3’ pieces for the 
back and beside the window. In 
the back, they were butted to- 
gether over a vertical 2” x 2” 
piece used as a stud. The 2” x 2” 
material also was used for corner 
studs and rafters. 

A colored chalk code marking 
system was developed. A red chalk 
mark indicated boards to be used 
in the front, blue on pieces for the 
left side, white on the right side. 
Yellow chalk was marked on the 
back pieces and no chalk marks 
at all for the boards to be used for 
the roof. 

After marking, all pieces were 
tied together in two bundles. The 
package was completed with gal- 
vanized nails and a piece of valley 
tin for the roof ridge. Altogether, 
the two bundles weighed 140 
pounds. 

Pricing system. The pieces of 
siding, the 2” x 2” rippings for 
studs and rafters, and the 1” x 2” 


stock were all priced out at $100 
per M, the mill price on the red- 
wood lumber in longer lengths. 

To pay for yard cutting and 
tying into bundles, Dart added $4 
per house. Total cost to him on 
this basis figured $16.25. A sell- 
ing price of $29.45 was placed on 
the package, representing approxi- 
mately 80% markup. 

It was intended that the buyer 
would nail the house together, 
using the yard display house as a 
model. No instructions in printed 
form were provided. Dart charged 
$10 for assembling the house, but 
he found that in almost every case 
the buyer preferred doing his own 
work. 

Dart also built two smaller 
sheiters for dogs and cats, priced 
at $5.45 and $4.45 respectively. 
These sold well, too. 

Outside display. At first the 
playhouses were displayed in the 
store’s parking lot during store 
hours only, but it was not until 
they were kept on the lot both day 
and night that they began to really 
sell. 

The promotion was so successful 
that Dart hired another yard man 
during the pre-Christmas period 
and assigned one of his experi- 
enced men to do the small amount 
of yard cutting required and mak- 
ing up the individual materials 
packages. 
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IM @ PaCk age! one rier ime, umber beaters ane oie 


tributors Can Getin On The Tremendous New Source of Steady Profits Offered 
By Airtight, Weathertight, Silos of Black VISQUEEN Fiim. A Revolutionary New 
Product—A Silo in A Package! 

5 WR Thousands of Inquiries Now Waiting—Immediately after first announcement, a 
Silo Caps deluge of inquiries was received from farmers all over the country. Distributors and 
dealers are getting these inquiries. 

Silos of Black VISQUEEN Film Are Pre-Sold—By ads in national farm papers. 
Regional farm papers. Rural radio network. Farm editors, county agents, VO-AG 
instructors and government bulletins are promoting grassland farming. Nov-, tor 
the first time, black VISQUEEN film makes this economical. Now these influential forces 
are even more active in promoting your sales story. 

Purdue University Dairy Department developed the method. Other universities 
and government experiment stations proved these silos of black vISQUEEN film make 
better silage easier and cheaper than any other method. 

High Markup, Repeat Sales—Your markup is high. This is a repeat item. Sells year after 
year. The price is low. Costs farmers less than the annual upkeep on a conventional silo. 

Creates New Traffic, Easy to Inventory—Silos of black vIsQUEEN film come 
packaged. Easy to handle. An “‘across the counter” item. No service. No installation. 
Brings farm trade. Expands your area of trade. 


* ® 
film, a product of the pLasrics piviston, viSKING COMPANY, Division of Union Carbide Corporation A leading producer 
of polyethylene sheeting and tubing P.O. Box AM-6-1410 TERRE HAUTE, INDIANA In Canada: VISKING 
LIMITED, Lindsay, Ontario. 


Trench Silo Covers 


SILOS OF BLACK VISQUEEN FILM—1. produce, preserve, MAIL THIS COUPON NOW FOR FULL DETAILS 
protect highest nutrient values 2. prevent leaching 3. pre- Your Name 

vent mold growth 4. hold dry matter losses to a minimum 
5. preserve carotene and proteins 6. need no compacting 
7. save silage juices 8. hold temperatures to low average 
98°F. 9. need no extra equipment to fill 10. can be placed 
anywhere, anytime 11. help beat the weather 12. provide Address. 





Distributor [] Dealer [J 





Company Name 





lowest cost storage. 
City 











SALESMAN HOWARD MACKECHNIE, left above, discusses 
details of a lumber bill with speculative builder Floyd Lassley. 
Daily calls on builder customers by Mackechnie pays off in 
increased contractor business for Willard Lumber Co., Fresno, 
Calif. 


How to Influence 


Office of the Vice-President in charge of 
Research Staff, General Motors 


wood for ‘‘the brass”’ 


Building Contractors 


A consistent program of sales calls on contrac- 


Everywhere you look, new offices, conference rooms and tors is paying off for Willard Lumber Co., Fresno, 


showrooms are being designed, for concerns ranging from 
General Motors to those of local, individual business 
men. Luxurious or modest . . . in all this activity, wood 
is the favorite building and decorating material — wood 
used in smooth, flush or pattern applications that create 
a contemporary effect together with an atmosphere of 
warmth, prosperity and prestige. 


Mr. Retail Lumberman, there’s business for you in 
this office modernization — cash in on it! A National- 
American member will help you provide the woods and 
grades specified by the architects and designers of these 
new business interiors. 


Mr. Manufacturer, a National-American member can 
steer this business your way — and much more! He’s the 
vital link between your mill and the places where your 
lumber is needed. Use him for profit and growth! 


TIMES ARE CONSTANTLY CHANGING...THE 
MEN BEHIND THE SEAL KEEP UP TO DATE 


i ohilelalel oy Villareal 


WHOLESALE i 


Lumber Association 


3 East 44th Street, New York 17, N: Y. 


Calif. Under the direction of the firm’s founder 
and general manager Ed Schlotthauer, two men 
spend the bulk of each working day contacting 
builders. One of them is pictured above and on 
the facing page. 


Here are practical tips for outside salesmen as 
told to American Lumberman by Howard Mac- 
kechnie, of Willard Lumber Co. in Fresno: 


e “We have sold a lot of jobs where we were 
not low because we were on the job instead of 
waiting for the builder to come to us.” 


e “A powerful sales tool with the builder is to 
show him how he can save money by using your 


al DEALER SALESMAN MACKECHNIE poses in office of Walker & 
1111 Yeon Building, Portland 4, Ore. Walker, Fresno general contractors, with H. P. Bogart (left) 


and Mrs. Glen Walker. 
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higher-priced materials. There is seldom a case 
where this cannot be done if you take the trouble 
to do it with actual demonstrations. As an exam- 
ple, we recently converted one builder from ship- 
lap to plywood for roof sheathing because we 
showed that the plywood could be nailed down for 
half the cost of applying the shiplap. The savings 
for the builder amounted to $125!” 


e “On a rainy day you will find builders in 
the coffee shop nearest their jobs; call on them 
there.” 


e “It is a good idea to take the yard superin- 
tendent out to building sites frequently to get 
acquainted with builders and their needs. This 
will improve service on each job.” 


e “Get to know every man on every job. These 
men will tip you off to new jobs or to new build- 
ers in the area.” 


e “Do not take an order from a carpenter un- 
less you know he is authorized by the contractor 
to order.” 


e “Seek to train builders to order full truck 
loads; it can be done.” 


e “If a contractor is not to be found on his job, 
don’t stand around wasting time of his men.” 


e “You will find that some contractors like at- 
tention, others don’t. Respect their wishes.” 


e “Say to the contractor: ‘This is the way so- 
and-so solved the problem you are facing.’ ” 


e “Never be afraid to say: ‘I do not know, but 
I will find out.” Then—do find out, quickly, and 
report back promptly.” 


e “Christmas gifts to builders? No! You’ll 
make more enemies than friends. Instead, send 
dignified cards.” 


e “On some days you will be able to call on only 
three or four builders. On other days you can see 
eight or more. On mileage, I drive about 1,000 
miles per month visiting contractors on their jobs 
and in their offices.” 





“BANNO"K 


. e 
Sign Attracts Attention 

An illuminated sign with movable letters has at- 
tracted new attention to the Bannock Lumber Co., 
Pocatello, Idaho, according to partner Ned Freckleton. 

“Tt was almost as if many people didn’t know the 
yard was here,” Freckleton said. ““Actually, we’ve been 
here for 30 years.” 

One feature of the new sign is a humorous trade 
character, a little Indian, which the firm plans to in- 
troduce into all its promotion work. 
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Symbols of Quality 
ae 


The finest USDA 
in Steaks... | PRIME 


The finest 
in REDWOOD... 


Lumbermen know their 
steaks ! And lumbermen 
know their Redwood. 
That’s why thousands 

of Retail Dealers, 

when the call is for the 
finest, specify 

NOYO Redwood, 
product of 

Union Lumber Company. 


© Certified Dry 
© Complete Stocks 
® Precision Milled 


Modern milling facilities, 
sustained timber supply, 
finest workmanship and 
nearly three-quarters of 

a century's experience all 
combine to make NOYO— 
Redwood at its best. 


MIXED CARS 


Including Pickets, 
Mouldings, Gutter, Sill, 
Pattern, Bevel and Bungalow 
siding and finish. 


TREE FARMERS AND 
MANUFACTURERS 


FORT BRAGG 
CALIFORNIA 


San Francisco 
Los Angeles 
Park Ridge, Ill. 


SALES REPRESENTATIVES New York 
THROUGHOUT THE NATION 


Member California Redwood Association 
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Just how old Fashion is 
Your present Kitchen 


See Israel's Modern Kitchen Display of 
Scheirich Bronzeglow 
Birch Cabinets, Preway Built-ins 


» Bronzeglow Birch 
Py we. Only 
rings out 
t od, These 
re home. Wood 
r Make your 

rich dealer 


NO DOWN PAYME 


You can pey for your modern dream kitchen in convenient 


monthly payments while you enjoy new 


See Scheirich Birch 
Cabinets Sunday at 
Elmer Stauffer & Sons 


“Live Better Electrically” Home 
ood 


the Stauffer 


Better 


efficiency, new beauty 


* 
| = “Nduve serre 


} 
< 
| - ‘ A | 
‘ BLbcTRICALLY” 


| ISRAEL | builders’ supplies ine. 


ee! ond Aluminum windows ond 
doors, cobinets, insulotion, builders 


260 HUFFMAN AVE. 
hordwore ond fixtures, Peving brick 


LI-1701 ploster, metal building specieltios 


REMODELING MARKET is tapped, and 
builder customer's model home publicized, 
in typical 33” ad by Israel Builders’ Sup- 
plies in Dayton Daily News. 
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get dealer's 
packaged 
kitchen... 





Kitchens to Builders by Carload 


Hustling outside sales crew, backed by consumer and contractor 


advertising, retain volume builder business in metro market. 


The built-in appliances and cab- 
inets being inspected in the $20,000 
home above typifies the builder sale 
which is the specialty of Israel 
Builders’ Supplies, Inc., Dayton, 
Ohio. 

In the picture, Dave Israel 
(right) makes last-minute check on 
delivery and installation of kitchen 
equipment, discussing new products 
with builder John Geis. The Walnut 
Acres project, which is illustrated, 
is the first of two 40-home develop- 
ments scheduled this season by Geis. 

Israel seized the opportunity of 
packaged kitchen sales two years 


ago and today purchases both cab- 
inet and built-in appliances in car- 
load lots. Israel also wholesales a 
variety of building specialties and 
kitchen equipment to small-town 
dealers. His sales techniques have 
resulted in a phenomenal rise from 
$50,000 annual volume in 1951 to $2 
million in 1956. The bulk of that 
volume is from contractors. Israel 
does no building himself. 


Big opportunity for salesmen. 
The most important factor in suc- 
cessful sales to builders, says Israel, 

(continued on page 116) 
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Traditional fixtures, to 
cash in on the trend back 
to traditional homes. 


NEW! << 


“Internally” prewired 
recessed boxes that will be 
the talk of the industry! 


Your name 


Pulldown fixtures in 
smart, new, modern, con- 
temporary and traditional 
styles. 


NEW! 


Circline fixtures in white 
or chromium finishes, at 
competitive prices. 


Virden’s New Residential 
Fixture Catalog]! 


It’s brand new — from cover to cover! 36 pages, over 
162 different styles of Virden fixtures, each beautifully 
illustrated in full color. There are new pulldowns, new 
traditional models, dozens of smart designs to make 


your new houses sparkle . . . and sell quicker! 


Your Virden distributor has the new 1957 catalog now. 
If you have not received your copy, fill in the margin 
below this ad. Mail it to John C. Virden Co., Dept. 
AL-657, 6103 Longfellow Avenue, Cleveland 3, Ohio. 


68 virden 


LIGHTING 


Member American Home Lighting Institute 


Fill in below for your free copy. 


Your company 
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KITCHENS TO BUILDERS 


(begins on page 114) 





is a hard-working, well-paid outside 
sales force. 

Eight salesmen, operating 100% 
on commission, bring in the 
builder business for Israel. Sales- 
men have earned as high as $15,000 
a year in commissions, says the 
dealer. 

Salesmen are recruited strictly 
through newspaper ads. Israel 
claims that his best sales producers 
are those without prior experience 
in the building industry; some of 


his best salesmen did not even have 
sales experience. ‘‘We look for am- 
bition and willingness to learn,” 
says Israel. 

After signing up with Israel, a 
salesman soon learns the ropes 
about building products. Product 
sales meetings are held regularly at 
Israel’s, often weekly. Many of these 
are breakfast meetings, at 6:30 in 
the morning. 

Each salesman becomes qualified 
to plan kitchen modernization jobs, 
in addition to selling to builders. 


Strong retail advertising. An 
average of 30 column inches of 
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YOUR CONTINENTAL UNIT 


The famous time, labor and money 
saver .. . the complete Continental 
unit . . . built-up, ready to install 
perfectly in just minutes. It’s the 
Continental Unit that is cancelling 
headaches for 1000’s of builders by 
eliminating costly door hanging 
operations . . . everything is done 
at the factory to assure perfection. 


Units? or Both? 


COMBINED SALES 
PROGRAM 


for 
MOHAWK CONTINENTAL 
Doors Door Units 

Now, for the first time, you can 
get one-source service, consistent 
quality, inventory control. . . in 
both Mohawk Flush Doors and 
Continental Door Units... in 
this new program designed with 
you in mind. Before you buy 
doors OR units check the new 
advantages of stocking both 
doors and units from Continental 
and Mohawk! 


EXCLUSIVE "EXTRAS" 


Every Continental Unit . . . plus pre- 
fit Mohawk Exterior Doors. . carries 
the protective beauty and f ine-furni- 
ture finish of DORAID . . . the finest 
protection and proudest beauty in 
the industry . . . and every DORAID 
finished door or unit is additionally 
protected from: factory-to-job by 
tough, transparent VISQUEEN. 


YOUR MOHAWK FLUSH DOORS 


When you sell eee you offer your customers the ONLY complete door line 


in the industry . 


> Lek? Pb lelel le) 


. side-by-side with the best in door units from Continental. 


*<cmmMyH DWPmyD 





Mohawk FLUSH DOORS. INC. 


a» 212 W. Ewing Ave., South Bend, Indiana 





Remember: “You 
Make More with 
Mohawk" 








»> > 900 S. Second St., Sunbury, Pennsylvania 





Remember: “Costs 
Can't Climb with 
Continental” 


MILLWORK CORPORATION 


) W. Ewing, South Bend 14, Ind 
) E. Prospect St., Alliance, Ohio 
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weekly newspaper space is used by 
Israel Builders’ Supplies in season, 
according to the dealer’s advertis- 
ing agency. The cooperative ad al- 
lowances of his appliance lines con- 
tributes to this consumer promo- 
tion. 


Israel explains that the retail ad 
campaign is to build acceptance 
among consumers for the Israel 
name, which is relatively new to the 
Dayton public. It is also to create 
prestige for Israel’s brand merchan- 
dise, which in turn helps sell the 
houses of his builder customers. 
Occasionally Israel will publicize a 
builder customer’s model home in 
his ads. 

“Our consumer advertising also 
is insurance for the future, when we 
will have to develop modernization 
sales to keep our volume,” Israel 
said. The same incentive prompts 
the dealer to enter the Dayton home 
show regularly with kitchen dis- 
plays. 


Contractor promotions. Al- 
though personal salesmanship ig- 
nites most sales to builders, pros- 
pects are warmed up continually 
by direct-mail from the dealer. 
Oftentimes two or three mailings 
a month will be directed to Israel’s 
contractor and dealer accounts. 

All mailings are built around spe- 
cific products. Samples of the prod- 
ucts are included in the mailing, if 
possible—for example, a miniature 
fireplace unit was part of one recent 
mailing. 

Israel often revises the manufac- 
turer literature to personalize it 
with his own name, adapting the 
technical data most useful to his 
market. 

The next step in the growth of 
Israel Builders’ Supplies may be 
toward a_ do-it-yourself super- 
market, including lumber. Mean- 
while Dave Israel will not abandon 
his builder trade. 

“Tt’s too good,” 
kitchens are a key 
state of affairs. 


he explains. And 
factor in that 





Economy of Wood 


Lumber and wood products are 
among the most economical materials 
available to home builders. But this 
advantage hasn’t limited the use of 
wood to budget-priced houses. A re- 
cent Bureau of Labor Statistics survey 
of homes selling for $20,000 or more 
showed that 77% were of wood-frame 
construction and 60% had wood win- 
dows. Other features of these higher- 
priced homes: 74% were one-story 
dwellings; 91% had two or more baths; 
64% had basements and 18% had built- 
in air conditioning. Nearly one out of 
every five new houses falls in the 
$20,000-and-up price class. 
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CLDEALER POINTERS) 


Electric Sign Stops 
Fast Traffic, Builds Sales 


A large illuminated sign combining painted let- 
ters, neon letters and flashing incandescent bulbs, 
plus movable letters over an illuminated back- 
ground, is pulling in business for Frank C. Dan- 
iels Lumber Co., Kansas City, Mo. 

“We're on a highway with a 45 mph speed 
limit,” says lumberman Daniels. “Since we put 
up the sign we have had lots of people stop to buy 
who, according to their own statement, never 
knew we were here. Actually we have been at this 
location for eight years.” 

Daniels reported the sign cost him $3,500. It is 
carried on his books to be written off in three 
years. Monthly cost of electricity to operate the 
sign averages $35. 

“We change the movable letters of the sign 
twice each month,” Daniels said. ‘“‘We can measure 
the value of this promotion by the calls we get 
for the items featured there. We’re satisfied the 
sign has been a good sales-building investment 
for us.” 


Tiny Automobile 
Attracts Buyers Eyes 

If you are going to spend money on a company 
car, you might as well select it to give you not 
only transportation, but also economy of opera- 
tion and publicity. This was the thinking of Joe 
and Dick Poitevin, operating the John J. Poitevin 
Lumber Co., Idaho Falls, Idaho. As a result, they 
bought an English-made sports-car type vehicle. 
They selected a vivid salmon pink and white color 
combination for the body and had the firm’s name 
painted on it. The result is that everyone on the 
street knows where the Poitevin representative is 
at all times. 
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books on 


ARCHITECTURE 


SIMPLIFIED ARCHITECTURAL DRAWING 
Truman C. Buss, Jr 


Practical help for your Design Department in making 
working drawings for remodeling and new home 
jobs. Includes more than 160 problems to fit your 
needs. 258 pages, 264 illustrations. 


ELEMENTARY STRUCTURAL DESIGN 
Charles 0. Harris 


Quickly prepares the building tradesman to solve 
common problems of structural design, through a 
working knowledge of the principles involved. The- 
oretical discussions are discarded in favor of infor- 
mation which can be put to immediate use. Each 
topic is explained in a series of short steps with illus - 
trations, and practice problems and answers. 163 
pages. 


HOW TO REMODEL A HOUSE 
J. Ralph Dalzell and Gilbert Townsend 


Here’s real help in the year of “Operation Home 
Improvement”: a case history study to give your 
Design Dept. many ideas on how to solve the re- 
modeling job successfully. Contains a checklist 
method to plan the thrifty use of new materials in 
relation to materials in the original house. 528 pages, 
350 illustrations, 14 tables. 


HOW TO PLAN A HOUSE 
J. Ralph Daizell and Gilbert Townsend 


Contains all the basic and authoritative information 
necessary to planning a house, shows your drafts- 
men and builders practical ways to work out the 
features new home prospects want in their “dream- 
house’’. 584 pages, over 400 illustrations and tables. 


American Lumberman, Inc. 
139 No. Clark St., Chicago 2, IH. 


Enclosed is my check in the amount of $ 
| have checked below. 


(2D Simplified Architectural Drawing (1) How To Remodel A House 
[_) Elementary Structural Design {_) How To Plan A House 


i me 
Bip, sor 


hensara 


for the books 














MEETING ROOM picture shows one of four model kitchens. Other exhibits include 
four different types of windows and six types of wood flooring. 


Product display room does it - 


Remodeling Sales Offset Contractor Loss 


Switch to package selling pays off for Washington State dealer. 


A product dis- 
play room helped 
Monroe Street 
Lumber Co., 
Spokane, Wash., 
show a 30% in- 
crease in home 
modernization 
sales last year 
while contractor 
sales were drop- 
ping off 20%. As 
a result, the com- 
pany continued 
to show profitable gain. 

In one recent month the firm sold 
22 kitchen modernizing jobs costing 
approximately $13,000. This was in 
addition toall other sales. 


Schumacher 
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The display room is advertised as 
“The West’s Largest Home Idea 
Center.” More than 60 different 
types of wall paneling are shown in 
full-size panels on the walls. Four 
different types of windows are used 
—double hung, sliding, casement 
and awning-type. Six different kinds 
of kitchens have been set up. These 
include birch, pine, fir and steel. One 
of these kitchens is demountable so 
it may be moved easily to the city’s 
annual home show and to the county 
fair for display. 

On the exterior of the room are 
shown a number of different kinds 
of siding. Methods of wall insula- 
tion are shown. A porch outside the 
room has a railing made up of more 


than a half-dozen popular styles of 
wood fence. 

“People want to see building 
products in full scale, in actual use,” 
Herman Schumacher, president of 
the company, said, “not just 
samples.” 

The yard’s contractor-customers 
bring their clients to the display 
room to select materials. In addi- 
tion, homeowners attracted to the 
yard by advertising are helped to 
work out their plans by lumber com- 
pany salesmen. The yard will take 
a general contract for modernizing 
work from these customers and will 
then sub the work to a contractor- 
customer. All of these selling acti- 

(continued on page 120) 
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American Lumberman announces its first annual 


HOME MERCHANDISING CONTEST 


HOME MERCHANDISING at Southport Lumber Co., Southport, Ind., revolves 
about a recently launched Lu-Re-Co panel house program. Above, right, 
salesman Bob Alspaugh explains the plan to builder Harold Nibarger. 


This brand new contest is right up the 
alley of the dealer who believes and can 
prove that there’s more to getting business 
than a cut price. 

All over America more dealers each 
month are discovering new methods of get- 
ting and retaining new home business at a 
profit for themselves and the contractor- 
builder. American Lumberman’s new con- 
test is quite simple . . . completely con- 
structive. 

Here are just a few of the methods now 
being used by progressive dealers in cooper- 
ation with new home customers. It indi- 
cates what we are looking for and will heip 
plan your entry. 

© improved home building techniques, using 


Lu-Re-Co or other methods that contractors and 
consumers find to their advantage. 


© all phases of promotion of new homes with 
the dealer playing a key selling role. This in- 
cludes advertising, open houses, special events 
of all kinds. The end result being the creation of 
home sales by the dealer with the contractor 
doing what he does best—supplying the crews, 
sub-contracts and labor supervision on the job. 


© promotion of homes within the store itself, 
including displays, photos of cooperating con- 
tractors homes, planning centers and merchan- 
dising of the estimating department, architec- 
tural plan services, etc. 


° methods for keeping contractors happy 
and cooperative under the dealer control of the 
sale of the new home to the consumer. 
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Awards worth winning! 

First prize in the contest is transportation 
for two to the National Retail Lumber Deal- 
ers Association exposition, November 4-7, at 
Philadelphia. In addition, $100 will be given 
the lucky dealer for expense money. 

Honorable mention plaques will be 
awarded to 12 runner-ups in the contest. 

Award winners in most cases will be fea- 
tured in future issues of American Lumber- 
man. All entries that do not win will be care- 
fully evaluated and, if published, each deal- 
er will be paid regular space rates for his 
entry. 


Entering the contest is simple: 


Just write us describing your new 1957 
methods for securing new house sale vol- 
ume. The list given is just a guidepost and 
you may have additional ideas now being 
used successfully. 


The contest closes October 1, 1957. 
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EXTERIOR SIDING and sidewall insulation are 


applied as they would look installed. 


vities by contractors and the yard 
are aided by the display, for almost 
any kind of home improvement or 
new construction job can be demon- 
strated full-size within the confines 
of the display. 

The economics of Schumacher’s 
home modernizing program is illus- 
trated by a recent kitchen sale. Total 
billing to the customer was $1,700. 
This included a gross profit of S450. 
Materials from the yard came to 


shown outside the display room, 


PEDESTRIANS are attracted to the home 


modernizing display by this bold sign. 


at retail, so there was a normal 
gross profit on them. 

“Compare our gross on that job,” 
said W. S. Brown, salesman in 
charge of the modernizing depart- 
ment, “with the amount of lumber 
you would have to sell in order to 
make the same gross. If you made 
$10 per M, you would have to sell 
45,000 feet. To do that you would 
have to make as many calls, on the 
average, as we did on the kitchen 


“A lumberyard has to show people 

contractors and homeowners alike 

that it is on its toes, a progressive 
place in which to do hus‘ness.” said 
president Schumacher. ‘‘Jhat’s 
why we built our big display 1 90m. 
It is a part of our continuing pro- 
gram to show we’re up-to-date and 
alive. 

“We keep something new comiug 
along constantly,” he said. ‘‘We’ve 
done this ever since the firm was 


$743. The materials were billed out job.” started in 1920.” 








The following mills produce and ship 
‘CRA Certified DRY’ redwood 


CALIFORNIA 


ARCATA REDWOOD COMPANY REDWOOD 


P. O. Box 218, Arcata, California 
HAMMOND-CALIFORNIA REDWOOD CO. 

417 Montgomery St., San Francisco 6, California 
HOLLOW TREE REDWOOD COMPANY 

P. O. Box 178, Ukiah, California 


HOLMES EUREKA LUMBER COMPANY 


Redwood Sales Company, Eastern Distributor 
1430 Russ Building, San Francisco 4, California 


THE PACIFIC LUMBER COMPANY 
100 Bush Street, San Francisco 4. California 


THE PACIFIC COAST COMPANY 
P. O. Box 611, Willits, California 


SIMPSON REDWOOD COMPANY 
3100 Russ Building, San Francisco 4, California 


UNION LUMBER COMPANY 
620 Market Street, San Francisco 4, California 


WILLITS REDWOOD PRODUCTS COMPANY 


Hobbs-Wall Lumber Company, SalesAgent | 
405 Montgomery St., San Francisco 4, California 


CALIFORNIA REDWOOD ASSOCIATION 


576 Sacramento Street + San Francisco 11, California 
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CUSTRIM MOLDING 
mounts so easily and 
quickly on a Berry Door 
-.. lets your customer 
style it himself to almost 
any individual design. 


tall! 





BERRY SUBURBAN 


t of all to in 


Open door, connect springs, af- 
tach weatherstrips. Make final 
adjustments. The job’s done! 


Swing tracks into position. 
Attach adjustable hangers to 
supporting cross members. 


Fasten hardware to door and 
jamb. (It’s pre-assembled 
into right and left sections. ) 


Block door in center of open- 
ing. Allow 1/2” clearance on 
top, bottom and both sides. 


Anyone can install this Berry Suburban. Everyone will 
welcome its easy, quiet operation. Just a nudge sends 
it up, over and out of the way. Because it’s all Paintlok 
steel, the door won’t swell or shrink, peel, crack or 
rust. Parts and components carry a full five-year 
guarantee. And, like all Berry Doors, the Suburban is 
packed with exclusive selling features . . . backed by 
powerful national advertising. 

Best of all, this door sells for no more than an 
ordinary door. Actually less, in fact, when you sell 
it on an installed basis. Twelve standard sizes meet 
most any specification. See your distributor or write 
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direct. Ask, too, about the new Berry Sectional Garage 
Door and low-priced Automatic Operator. Steel Door 
Corporation, 2400 East Lincoln Road, Birmingham, Michigan. 


Berry 


STEEL DOORS 
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BUILDING PRODUCTS DEALERS! If you 
want more new construction business, this 
advertisement will be of service to you— 


because... 


We help make your business grow 


Unless you know what's going to be built, trying to get business in the new 
construction field is like planting seeds at random — you can't be sure what, 
if anything, is going to come up, where or when. Dodge Reports 
won't make your flowers sprout, but these timely, accurate, daily reports 
will help make your business grow. How? Read and mail the coupon in, and we'll tell you. 


TO: DODGE REPORTS, DEPT. 24, 119 WEST 40th STREET, NEW YORK 18, N. Y. 

Yes! I'd like to pin-point my prospects by knowing in advance who’s going to build, 
what, when, where. 

I want to know whom to contact and when to submit bids. 

I'd like to see some Dodge Reports, and I'd like a copy of your booklet that tells 


how to use this accurate, daily, up-to-the-minute construction news service. 


I understand that I can pick just the area in the 37 Eastern States and the type of 
construction activity that interests me. Also, that I won’t have to wade through mounds 
of data to find the information I need. 


I'm interested in General Building [] House Construction |] Engineering (Heavy Construction) [_] 


in the Following Area: 


“‘ 
my, 
ve 
2 
aie 


ADDRESS 


Dodge Reports 
ae a For Timed Selling to the Construction Industry 
Hw 
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Over 12 billion feet of security 


The long range dependability of Georgia-Pacific as your lumber 
supplier...for quality and prompt shipments... begins with tim- 
ber reserves. Sustained-yield harvesting...cutting no more than 
the land can replace... provides perpetual log supplies. The size 
of G-P holdings permits selectivity of trees that will produce 
the most desirable grades and quality. Careful supervision of 
processing and rigid inspection is behind each piece of lumber 
which bears the end stamp... . Georgia-Pacific .... a trademark 
and guarantee. 
Your orders will be given immediate attention. 


11 MILLS TO SERVE YOU 


WESTERN MILLS 
Toledo, Coos Bay, Millington, Oregon 
Douglas Fir, West Coast Hemlock and Sitka 
Spruce. Rail and water shipments — 
Kiln Dried Mixed Cars and Cut Stock. 
Feather Falls, California 
Sugar Pine, Ponderosa Pine, Douglas Fir and 
White Fir—Kiln Dried Pottern Lumber and 
Flask Stock——Our Specialty. 
Samoa, Eureka, California 
California Redwood—Finish, Paneling, Siding. 
SOUTHERN MILLS 
Cleveland, S. C.; Dumas, Ark.; Fairfax, S. C. 
Jackson, Miss.; Steelwood, Ala. 
Southern and Appalachian Hardwoods. 
Shortleaf and Longleaf Yellow Pine and 


ite QD) se... GEORGIA.— PACIFIC 


CORPORATION 


Sales Offices: Western Lumber, Equitable Bldg., Portland 4, Ore.; Southern Lumber, Southern Finance Bldg., Augusta, Ga. 
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American Lumberman AD service 





New Series of ADservice Mats for Dealers 


Now available—12 new mat-pages totaling 109 illus- 
trations, plus suggested layouts for year-long news- 
paper campaign. Whether you run small or large ads, 
this is just what you need to get more reader-interest 
and step up results. Send coupon below for FREE cata- 
log showing completed new ADservice series of mats. 





YOUR NAME SIGNATURE CUT HERE 


GS 





To add to your enjoyment of 


OUTDOOR LIVING 


LAWN REDWOOD 
FURNITURE PICNIC TABLE 


ecaiehcmanee ae 
PATIO STONES 
$00 








TRELLIS 
$00 
PICKET FENCE 





EXTERIOR PAINT 





$00 


YOUR NAME 




















AMERICAN LUMBERMAN 
139 No. Clark St., Chicago 2, Illinois 


[) Send me FREE No, 2 ADservice catalog 
(] Send me mat page No. 29. | enclose $3.95 
() Send all twelve mat pages Nos. 23 to 34. | enclose $44.90 


Name 
Firm 
Street 


City ; Zone State 
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NAME OR SIGNATURE CUT HERE 


Here's the biggest special selling event in our 
history! Our warehouse is bulging with large 
stocks of more than 1,000 items... top-quality, 
brand-name merchandise . .. lumber, plywoods, 
millwork, paint, hardware, insulation, roofing 
... anything you need in building materials! 

Convenient self-selection plan so you can 
look leisurely or shop in a hurry. Come in to- 
day and see the many great values. a few 
of them shown here .. 

























































































YOUR NAME 











These suggested layouts show how you can use AD- 
service mats in ads of any size. Your newspaper can 
set up your ads to look like these, or you can substitute 
other ADservice mats. 

Left: 1 col. x 11 in. ad with mats nos. 310, 312, 311, 309. 
Center: 2 col. x 11 in. ad using mats nos. 306, 307. 
Right: 3 col. x 16 in. ad with mats nos. 305, 306, 308, 
332, 276, 277, 282, 287, 275, 336, 335, 356. 
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American Lumberman [ijeundengiane 


° 
ADservice WA, 
SENS lr, | co 
LUMBER NSS a) Al : ‘ Mats are shown on this page actual size. You 
‘S) Ax “ vat [| } get this entire page of mats for only $3.95. 








WA BUILDING MATERIALS ay}, Or buy all 12 mat pages in new series for 
aN, oy. LY $44.90 (saving $2.50). Mats are very best 
< » quality made. They can be used over and 
over again—reducing cost per ad to pennies. 

Offered to lumber dealers only. 
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Picket Fence 


MAT NO. 305 MAT NO. 306 



































Interior Paint 
MAT NO. 308 



































Exterior Paint 
MAT NO. 309 


MAT NO. 307 MAT NO. 312 
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Outdoor Living 
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DEALER(K PARADE 


1957 DEALER 


CONVENTIONS 





Arizona 


A record crowd of more than 300 
lumbermen and guests were in at- 
tendance at the 
three-day con- 
vention of the 
Arizona Retail 
Lumber & Build- 
ers Supply As- 
sociation at the 
Wigwam in 
Litchfield Park. 

Enthusiastic 
delegates heard 
Ralph E. Bru- Smith 
neau, vice-president, Valley Na- 
tional Bank in Phoenix, present a 
dynamic talk on “How Much Mon- 
ey Will be Available for Construc- 
tion This Year.” “Urea in Chemi- 
cal Treatment of Lumber” was dis- 
cussed by Jack Jordan, Lumber 
Merchandisers Association, Phoe- 
nix, who pointed out recent de- 
velopments in this field of preserv- 
ing lumber in the hot areas of this 
state. His talk was beautifully 
illustrated with slides and movies. 

Newly elected officers for 1957- 
58 are: president, H. Marvin Smith, 
O’Malley-Smith Lumber Co., Yuma 
and Somerton; vice - presidents, 
Howard Beals and Henry Galbraith, 
Phoenix; treasurer, Frank F. Han- 
ey, Phoenix, and secretary, G. R. 
Michaels, Phoenix. 

Recognition was given to Adolph 
Schwarz, the dean of Arizona lum- 
bermen, who attained his 8lst 
birthday during the convention. 


Florida 


30th the weather and attend- 
ance were excellent during the 
37th annual convention of the 
Florida Lumber and Millwork As- 
sociation in Daytona Beach. Ap- 
proximately 100 wives added color 
and interest to the many social 
events. A special luncheon was 
held for the ladies, the 11th 
straight year this affair has been 
sponsored by Huttig Sash & 
Door Co., Jacksonville and Miami 
branches. 

In a speech on ‘“Manufacturer- 
Dealer Relations,” president Paul 
R. Ely of NRLDA said the dealers’ 
greatest need today is to train 
salesmen who can replace the av- 
erage “counter man” whose abili- 
ties are not all that could be de- 
sired. One of the most stimulating 
talks at the convention was made 
by Ray C. DeVille, The DeVille 
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Lumber Co., Canton, Ohio, who 
warned that dealers must change 
their selling methods and must re- 
tool, so to speak. He offered an 8- 
point plan to help dealers sell. 

Arthur C. Bivins, Jr., was elect- 
ed president during the closing 
session. He succeeds H. Gray Eck- 
les of St. Petersburg. Other new of- 
ficers are: vice-presidents, D. Bie- 
mann Alexander, Daytona Beach, 
and Ed Griffin, Lake Wales; direc- 
tors, Hugh E. Williams, Jr., Talla- 
hassee; Martin F. Stuck, New 
Smyrna Beach; George Lainhart, 
West Palm Beach; C. B. McGinnis, 
Lakeland; Henry McWhorter, Jr., 
Clearwater, and Steve Adamick, 
Ocala. 


Southern California 


Over 1,000 southern California 
lumbermen and guests gathered at 
the Ambassador hotel in Los An- 
geles for the 40th annual meeting 
of the Southern California Retail 
Lumber Association. An _ early 
pickup in the lag which plagued 
the home construction industry 
during the first quarter in southern 
California was forecast in a joint 
statement of the outgoing and in- 
coming presidents. The forecast 
was made by newly elected presi- 
dent Hal A. Brown, Woodhead 
Lumber Co., Los Angeles, and re- 
tiring president Wayne F. Mullin, 
Mullin Lumber Co., Los Angeles. 

“Though permits for housing 
construction in southern Califor- 
nia have been down so far this 
year as compared with 1956, lum- 
bermen are optimistic as to the 
business outlook. The area is con- 
tinuing its fabulous rate of growth 
and a temporarily overbuilt condi- 
tion should last only a short time.” 

One of the major features of the 
convention was the Old-Timers 
Breakfast, at which active and as- 
sociate members of the association 
who had contributed 40 years or 
more to lumber or associated in- 
dustries were honored. 

New officers of the association 
for 1957-58, in addition to presi- 
dent Brown, are: Harry McGahey, 
San Diego Lumber Co., San Diego, 
vice-president; Homer Burnaby, 
Sun Lumber Co., Wilmington, vice- 
president; Orrie W. Hamilton, Los 
Angeles, reelected executive vice- 
president; Ralph Baker, Barr Lum- 
ber Co., Santa Ana, treasurer; and 
Ralph Russell, Consolidated Lum- 
ber Co., Wilmington, secretary. 





Hector E. MacKinnon, Sr., 
well-known in the industry, died 
at his home in Toledo, Ohio, re- 
cently. He was 69. Until a year — 
ago, Mr. MacKinnon was presi- 
dent of the Bancroft Lumber & 
Supply Co., Toledo, a firm he 
helped to organize in 1954 after 
retiring as president and gen- 
eral manager of the Hixon-Pet- 
erson Lumber Co. In 1934, he 
was appointed by President 
Roosevelt as chairman of the 
executive board of Federal 
Housing Authority for north- 
western Ohio. Surviving are his 
widow, Genevieve; a son, Hector 
E., Jr.; a daughter, Mrs. Jean B. 
Smith, and five grandchildren. 











Fire of an undetermined origin re- 
cently caused an estimated $30,000 
damage at the B. J. Carr Lumber Co., 
Newark, New York. .. . A $150,000 
five-alarm fire recently destroyed the 
lumber-loaded warehouse of the Cart- 
er-Jones Lumber Co. in Akron, Ohio. 
The cause of the blaze was not deter- 
mined. . .. Fire of an undetermined 
origin destroyed the C. H. Goff & Sons 
Co. lumberyard in West Mansfield, 
Ohio, recently. Delphos Goff, manager, 
estimated damage at more than $100,- 
000. 

Eight juveniles broke into a Venice, 
Ohio, lumberyard over a recent week- 
end and caused considerable damage to 
the premises. Raymond P. Estes, own- 
er, reports the boys jump-wired sev- 
eral trucks and fork lifts and drove 
them wildly around the yard, wearing 
out the clutch on one lift. Estes said 
fire extinguishers were emptied all 
over; five stapling guns valued at $75 
are missing; $200 worth of damage 
was inflicted and the business lost an 
additional $400 because of work stop- 
page. 


L. Grossman Sons, Inc., Quincy, 
Mass., has been awarded two first 
prizes in a national safe-driving con- 
test. American Trucking Association, 
Inc., notified Herbert P. Bearak, the 
dealer’s safety program director, that 
Grossman’s fleet of trucks placed first 
in the general commodities combination 
division, which have moved from 1 to 5 
million miles during the year, and first 
in the miscellaneous fleets division. 
Trophies for the Grossman fleets and a 
personal award were presented to 
Bearak. 


The Fallbrook Lumber Co., Fall- 
brook, Calif., held an open house re- 
cently to celebrate completion of a 
major construction expansion. Coffee 
and doughnuts were served by the 
wives of the staff members. Otis P. 
Heald, president, reports the growth of 
the yard, which prompted the construc- 
tion, was made possible by the growth 
of the community. 
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WHY? Entirely for 
your satisfaction! 


A Old Growth * QUALITY timber 
from our 78,000 acre Tree 


Farm. 





Precision “QUALITY manufac- 
ture from our modern sawmill 


at rate of 350,000 board feet 


Capacity 2,500 cars per year, nm. ._ f *S? aes | | per day. 
Ld. limit 350,000’prod perday. @ y a ! 
MEDFORD, OREGON 


—————————_ 


Nine million feet of shed pro- 
tected * QUALITY inventory to 


draw from for straight or 








mixed car orders. 


D * QUALITY lumber products 
expertly graded three to four 





times by qualified West Coast 





Inspection Bureau and West- 








ern Pine. Association graders. 





Carefully tallied and loaded 
to assure’ QUALITY condition 


upon arrival. 
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KEYMESH © lath for over-all 
reinforcement of plaster and 
stucco. Galvanized. Also excel- 
ent for many miscellaneous light 
reinforcement jobs. Underbed 


for tile and terrozzo floors. 
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KEYCORNER © strip lath. Pre- 
formed to fit snugly in corners. 
Lies flat when applied to joints. 
Galvanized to prevent rust 
streaks. Low cost. Easy to stock 
and handle. 


| Keymesh... Keycorner.. 
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KEYBEAD.” The straightest 
corner bead you can buy. Choice 
of galvanized or solid zinc nose, 
for outside or corrosive ex- 
posure. Open mesh wings as- 


sure strong, solid plaster corners. 


3 KEYS TO 
STRONGER PLASTER 


You make more money with 
Keymesh, Keycorner and Keybead 
because they require less space 

for storage, cost less to handle, 
and they don’t rust in storage or 
on the job. 


When you sell Keymesh for plaster 


‘reinforcement, you get an extra profit . 


the profit on gypsum lath ‘plus the 
profit on Keymesh. 


Keymesh has many miscellaneous uses in 
building. You can buy it with nails, 
residential and farm fence, and other steel 
products, That keeps freight costs low. 


What’s more—Keystone backs you _ 
up with the most powerful advertising — 
of any reinforcing materials. 

Architects, builders, lathers and 
plasterers everywhere know and respect — 
thése products. It’s a. line that will 


_- offer. you exciting new Se tne inn 


the months to come. 


get your. order in today! 


LE 


KEYSTONE STEEL & WIRE ‘COMPANY 


Peoria 7, Winois 


KEYMESH ¢ KEYBEAD * KEYCORNER * KEY WELD WELDED WIRE 
PABRIC * KEYSTONE NAILS « TIE WIRE « KEYSTONE 
NON-CLUUMBABLE AND ORNAMENTAL FENCE « KEY WALL 
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A TALK of the INDUSTRY 


Southern Pine Assn. 
Holds 42nd Annual Meet 


A sober note of cautious optimism 
was sounded on possible develop- 
ments in the field of housing that 
might bolster lumber markets at the 
42nd annual convention of the 
Southern Pine Association held in 
New Orleans, La. Great emphasis 
was placed on mechanization with- 
in the Southern Pine lumber indus- 
try. 

National FHA Commissioner 
Norman P. Mason, Washington, 
D. C., bolstered the Southern Pine 
industry hopes for its campaign of 
standards by observing that “FHA 
believes strongly in the association’s 
campaign for grade-marked lumber. 
The public has a right to know what 
sort of materials are going into the 
structures they buy and it’s my be- 
lief that in areas where grade- 
marked lumber is a part of our mini- 
mum property requirements, the 
market for lumber is a growing 
one.” 

President Walter M. Leuthold, 
National Lumber Manufacturers 
Association, spoke of the great op- 
portunities for advancing the fron- 
tiers of the Southern Pine lumber 
industry. Reforestation in South- 
ern Pine, he stated, had advanced 
so far that growth exceeds cut by 
21%, furthermore, the south has 
gained a larger supply of the na- 
tion’s lumber markets. 

Q. T. Hardtner, Jr., Urania, La., was elected 
new president of the association at the end 
of the three-day session. He succeeds Leon 
Clancy, Decatur, Ala., who becomes chairman 
of the board. Other new officers are M. i 
Smith, Jr., Jackson, Ala., first vice-president ; 
Ww. . Warner, Warren, Ark., second vice- 
president. Reelected were: M. L. Fleishel, 
Jacksonville, Fla., treasurer; S. P. Deas, New 
Orleans, La., secretary ; Charles E. Dunbar, Jr., 
New Orleans, La., general counsel, and T. H. 
O’Melia, Fulton, Ala., vice-president in charge 
of trade promotion. 


Vermiculite Institute 
Elects Wendel President 


C. H. Wendel, president, Califor- 
nia Zonolite Co., Los Angeles, was 
elected president 
of Vermiculite 
Institute of Chi- 
cago at the 
group’s 16th an- 
nual convention 
held in Ft. Lau- 
derdale, Fla. He 
succeeds Harvey 
W. Steiff of Min- 
neapolis, Minn. < 

A new ruling Wendel 
by the Federal Housing Adminis- 
tration was announced by Stanley 
K. Robinson, chairman of the insti- 
tute’s insulation committee. This 
ruling permits vermiculite filF insu- 
lation to be installed in attics of 
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homes throughout the nation with- 
out the requirement of a vapor bar- 
rier where proper ventilation is pro- 
vided. A growing use for vermicu- 
lite, disclosed by a recent survey, is 
to insulate hollow core blocks, Rob- 
inson added. 

Wm. V. Culver, manager, Vermic- 
ulite-Northwest, Inc., Seattle, was 
named to the board of directors. 
Walter J. Bein, Chicago, was re- 
elected treasurer and Edward R. 
Murphy was returned as managing 
director. 


Bird & Son Finds TV 
Listeners Want a Roof 


TV is now giving away free roofs 
with the result that postal clerks in 
East Walpole, Mass., headquarters 
of Bird & Son, which makes roof 
products, are jet-like busy and 
blame Garry Moore. Garry an- 
nounced on his Channel 2 show at 
10:00 a.m. that he’d give away 10 
roofs and have them _ installed. 
“Need a new roof?”’, Garry asked. 
“No box tops, no rhymes. Just send 
me your name and address and I’ll 
pick 10 winners. 

Bird & Son expected a handful of 
“May I have a roof, please?” re- 
quests. The first day’s mail con- 
tained 25,000 cards. Now the we- 
want-a-free-roof-contingent totals 
more than 100,000 and the incoming 
mail is still piling up. 


Sales Climb, Earnings Rise 


The Black & Decker Mfg. Co., 
Towson, Md., had consolidated net 
sales of $27,577,264 for the first 
half of its 1957 fiscal year, accord- 
ing to Robert D. Black, president 
and chairman of the board. Black 
said that this sales figure is a new 
company record representing an 
increase of 18% or $4,211,800 over 
the $23,365,464 reported for the 
same period last year. Net income 
from operations constituted an in- 
crease of $618,330 or 28% over cor- 
responding earnings for the first 
half of fiscal 1956. 


The Yale & Towne Mfg. Co., New 
York City, had net sales of $32,- 
529,110 during the first quarter of 
1957, an increase of 4.4% over the 
sales during the same quarter last 
year, reports president Gilbert W. 
Chapman... Chapman stated that 
new orders during the first quarter 
of 1957 for materials handling 
equipment, locks and other items 
produced by Yale & Towne, showed 
an increase over the like period in 
1956 in the,same proportion as the 
increase in sales. 


GAP-FREE CONSTRUCTION of Timboard 
permits edge veneering that holds. Screw 
holding power is excellent and outstanding 
glue bonds can be obtained on its com- 
pact edges. 


Production of Timboard 
Begins at Roddis Plant 


The new $3.7 million Timboard 
plant of the Roddis Plywood Corp., 
Marshfield, Wis., went into produc- 
tion recently on a .24-hour, three- 
shift basis. Located in Arcata, 
Calif., the plant will turn out 15 mil- 
lion square feet of the new product 
per year. In the manufacture of 
Timboard, wood is reduced to small 
precision-cut shavings to retain the 
fibrous strength of wood. The shav- 
ings are then bonded together with 
a synthetic resin, which under heat 
and pressure produces a one-way re- 
action which cannot be broken down. 
Sixteen foot sheets of Timboard 
emerge from the giant press. 

Timboard is not designed to re- 
place plywood sheathing or wall sur- 
facing but has a major function as 
a base for veneers and plastics. Ap- 
plications include furniture, sliding 
doors, counters and sink tops and 
TV cabinets. It can be readily 
painted, making it ideal for kitchen 
cabinets and cabinet work of many 
types. 

Highly automated, the plant pro- 
duces Timboard in thicknesses from 
34” through 1144”. Only two men op- 
erate the entire line on the first 
floor, which is about a block long. 
Large control panels electronically 
control the entire operation. 


Acoustical Materials Elects 
Directors, Appoints Committees 


Election of the board of directors 
and appointments of committees for 
1957-58 of the Acoustical Materials 
Association were made at the recent 
27th annual meeting of AMA in 
Cleveland, reports secretary Wallace 
Waterfall. 

Named to the board of directors were J. J. 
DeFalco, Fenestra, Inc.; E. S. Graybill, Arm- 
strong Cork Co.; G. W. Handy, National 
Gypsum Co.; C. J. Nocar, E. F. Hauserman 
Co.; W. M. Rees, Owens-Corning Fiberglas 
Co.; G. I. Smith, Celotex Corp.; P. J. Wash- 
burn, Johns-Manville Sales Corp. ; D. A. Proud- 
foot, Simpson Logging Co.; R. D. Lemmerman, 
Koppers Co., Inc., and Lyle F. Yerges, U. 8. 
Gypsum Co., who is president of the association. 

Chairman of the technical committee is 
Handy: Graybill was appointed chairman of 
the public relations committee and Nocar is 
chairman of the building code committee. 


(continued on page 132) 
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by SLIDING GLASS DOORS 


SELL TOP HUNG DESIGN FOR YEAR AROUND PROTECTION 


Glass wall beauty at less than standard construction cost —a strong selling point! 


Double weather- 
stripped “J” design 
sill provides that 
extra tight seal 
possible only in 
top hung sliding 
doors. 


Top hung design with double weather-stripping on 
all sides and “J” design sill stops hurricane force 
winds and rain . . . blocks winter snow and cold. 
EMBASSY doors and fixed glass panels come com- 
plete—crated and ready to glaze. Designed primarily 
for insulating glass up to one inch thick, they also 
take 4” plate glass. It is not necessary to carry 
stock; you can sell from your demonstration sample. 
With EMBASSY, you cash in — and with EM- 
BASSY, the customer STAYS sold! 


EMBASSY ALUMINUM PRODUCTS, INC. 


1996 WALDEN AVENUE @ BUFFALO 25, N.Y. 


Only The Finest Bears The Embassy Labe 


BUILDING PRODUCTS MERCHANDISER 


Adjustable top Self-cleaning 
track supports slid- double sill permits 
ing door weight free runoff of 
on ball bearing water, preventing 
rollers for ice and mud 
silent, easy sliding! formation. 
No dirt trap! 


b!_le, Nal 


[ cane ~~ 
Style OX Style OXO Style OXXO 


Wide choice of styles and combinations to suit any customer 


EMBASSY ALUMINUM PRODUCTS, INC. 

1996 WALDEN AVENUE e@ BUFFALO 25, N. Y. 

Please mail complete specifications and prices of all styles of Embassy Picture 
Wall Units. 
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Boise-Payette Lumber 
& Cascade in Merger 


Merger of Boise-Payette Lumber 
Co., Boise, Idaho, and the Cascade 
Lumber Co., Yakima, Wash., has 
been agreed upon by directors of the 
two firms. Following approval of the 
merger at a special stockholders 
meeting, the company’s name was 
changed to Boise, Cascade Co. 

Boise-Payette, established in 1913, 
has substantial timber holdings in 
southwestern Idaho, operates three 
saw mills at Emmett, Council and 
Cascade, Idaho. Under the name of 
Tri-State Lumber Co. and Boise- 
Payette, the firm operates 78 retail 
lumberyards in Idaho, Utah, Colo- 
rado and Wyoming. A whole-owned 
subsidiary of Boise-Payette, Mor- 
rison-Merrill Co. operates ware- 


KEY OFFICERS of Boise-Payette Lumber Co. and Cascade Lumber Co. are shown with 
Idaho's Gov. Robert E. Smylie (center) following conclusion of negotiations for con- 
solidation of the two firms. Left to right: Chairman of the board Gilbert H. Osgood and 
president Robert H. Hansberger of Boise-Payette; Gov. Smylie; vice-president Stephen 
Moser and president James Bronson of Cascade. 


houses in Salt Lake City, Reno, 
Idaho Falls, Twin Falls, Boise and 
Pocatello. 

Cascade Lumber, established in 
1903, has extensive timberlands in 


central Washington and operates 
four sawmills at Yakima, Golden- 
dale, Naches, Ellensburg, Wash., 
and has eight retail yards in Wash- 
ington. 





COMPANIES ANNOUNCE 


Louis A. Patronsky, one of the na- 
tion’s leading authorities on wood tech- 
nology, has been named product de- 
velopment engineer for Pack River 
Tree Farm Products, Spokane, and af- 
filiated lumber manufacturers in Idaho, 
Montana and British Columbia. He is 
making his home in Coeur d’Alene, 
Idaho. For the fast four years he has 
been director of product development 
for Wabash Screen Door Co., Minne- 
apolis. Patronsky 

Employes and management of The Silcrest Co., Wausau, 
Wis., manufacturers of a wide variety of millwork, have 
been informed that the company expects to do 10% more 
business in 1957 than in 1956. The announcement was made 
by vice-president and general manager L. T. Riordan. 


_ Officials of the Weyerhaeuser Timber Co. recently filed 
joint agreement and plan of merger papers in Olympia, 
Wash., merging Kieckhefer Container Co. and The Eddy 
Paper Corp. into Weyerhaeuser Timber Co. Simultaneous- 
ly, Kieckhefer officials filed identical papers in Delaware 
and Eddy officials in Illinois. The merger became immediate- 
ly effective. Kieckhefer-Eddy facilities, which include ship- 
ping container and milk carton plants throughout the nation, 
will be operated as the Kieckhefer-Eddy Div. of Weyer- 
haeuser Timber. Co. 


Appointment of Arthur L. Dent, Jr., as assistant general 
sales manager of The Celotex Corp., Chicago, is announced. 
. -- Morrison Steel Products, Inc., Buffalo, N. Y., manufac- 
turers of Mor-Sun Heating and Air Conditioning Equipment 
and Morrison Roly-Door Garage Doors, has named Robert 
O. Faller as assistant advertising manager. 


William H. Bohle has been appointed midwest district 
sales manager and B. Greg Macarr has been named sales 
representative in the northeastern territory of Stanley 
Building Specialties Co., a subsidjary of The Stanley Works 
in No. Miami, Fla. . . . The Aluminum Window and Door 
Div. of Stanley Building Specialties Co. has opened its 
southeastern warehouse, showrooms and offices in Atlanta, 
Ga. The company has leased a 12,000 square foot building 
at 950 Ashby St., N. W., and has modernized the structure 
as its southeastern div. headquarters. Larry L. Putzel has 
been named manager of the division. 
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The Northwestern Steel and Wire Co., Sterling, IIl., an- 
nounces the appointment of G. C. Hinueber as advertising 
manager. Hinueber for the past four years has been as- 
sistant advertising manager, Portland Cement Assn., Chi- 
cago. ... Promotion of Alfred W. Teichmeier to the newly 
created post of sales manager of hardwood plywoods at 
U. S. Plywood Corp., New York City, is announced. 


Donald H. Uffinger has been appointed general sales man- 
ager of Kentile, Inc., Brooklyn, N. Y., producer of resilient 
tile flooring products. ... John G. Flanagan has been named 
general sales manager of the Tile-Tex Div. of The Flintkote 
Co., which produces vinyl-asbestos and asphalt floor cover- 
ings. Flanagan will make his headquarters at the division’s 
general offices in Chicago Heights, IIl. 


Robert M. Cruise and Richard G. Edwards have been 
named vice-presidents of The American Hardware Corp., 
New Britain, Conn. Cruise will direct all sales activities 
of The Corbin Cabinet Lock Div. Edwards will be responsi- 
ble for the corporation’s marketing, public relations, adver- 
tising and market research activities. 


E. TAYLOR SPENCE (right) was presented with the Huttig Sash 
& Door Company Distinguished Salesman Award recently by 
T. R. Armstrong, vice-president and general sales manager of 
Huttig at a banquet in St. Louis. Spence covers a segment of 
Texas in the Longview area and he won the award in a contest 
with all Huttig salesmen for the greatest improvement in sales 


performance. 
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P I esenting. - the newest;member 
of the USS CYCLONE SCREENING family 


= famous names combine to give you quality 
FIBERGLAS Screening. Here is screening that means 
greater public acceptance, more sales and profits for you. 
It is not a plastic. It is made from pure glass fibers—coated 
with vinyl—woven and bonded. Hundreds of glass fibers 
are combined in each strand. No other screening gives 
these six definite advantages: 


CYCLONE 
SCREENING 


MADE WITH 


OWENS-CORNING 














Fiberglas Screening gives better 
visibility. 
and adds to the beauty of any 


1. SNAP-BACK TENSION 


Fiberglas Screening always snaps 
back without a wrinkle, always 
keeps in shape. The weave—per- 
manently locked in place—won't 
ravel or stretch, shrink or shift. 





3. GLARELESS 


It's easy on the eyes 


4. EXCEPTIONAL STRENGTH 


Although easy to cut and easy to 
use, Fiberglas Screening has su- 
perior strength. This is main- 
tained even after prolonged ex- 
posure to heat, weather, water 


2. DENT-PROOF 


Fibergias Screening withstands 
all kinds of wear and tear, stress 
and strain, without bulging or 
denting. 


and aging. 


These are sound reasons why you should handle 
USS CYCLONE FIBERGLAS Screening for 
window screen and screen door requirements. 


CYCLONE FENCE DEPARTMENT, AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL 
WAUKEGAN, ILLINOIS “SALES OFFICES COAST-TO-COAST * PACIFIC COAST HEADQUARTERS—OAKLAND, CALIF. 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


USS Cyclone 
FIBERGLAS’ Screening | 


“UNITED 


BUILDING PRODUCTS MERCHANDISER 


STATES 


S:¥ Ef £ 
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5. NO STAINING 


Glass and its vinyl coating con- 
tain nothing to cause staining. 
Fiberglas Screening thus reduces 
the chance of disfigured frames, 
sills and side walls. 


FIBERGLAS, 


6. RUST-PROOF 


Fiberglas Screening can never rot 
or corrode. Rain, salt air, sun, 
frost or industrial fumes cannot 
affect it. 


And remember, USS CYCLONE has a full line 
of Aluminum, Bronze and Galvanized screening, 
too. Write for our descriptive booklets today. 


Cyclone Fence 
Waukegan, Illinois 


Please send me complete information on 
USS CYCLONE FIBERGLAS Screen- 
ing. Also on: 

Aluminum Screening [] 

Bronze Screening 0 

Galvanized Screening () 

Name 


Company 


paar teen tes mb ene enieneniand 
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J. DUNCAN BROWN, president, Iron City Sash & Door 
Co., receives plaque from American Lumberman eastern 
editor Hoyt Hurst. 


What Makes a Master Wholesaler 


Here is how the youthful Iron City organization 


aggressively serves its lumber dealer customers: 


* Promotes component packages instead of 
** pieces.” 


Sponsors cooperative retail ad campaign for 
dealers. 


Helps retailers prepare their own catalogs. 


Conducts dealer-contractor programs. 


Offers overnight delivery, adequate inventories 
of guaranteed brand merchandise from new 
million-dollar mechanized plant. 


“Because we are committed 100% 
to dealer distribution, we seriously 
consider every and any idea in 
which we can use our facilities and 
creative promotion department to 
help the dealer become a better mer- 
chant and a more efficient busi- 
nessmen.” 

Those words of Duncan Brown, 
president of the Iron City Sash & 
Door Co., Pittsburgh, Penna., ex- 
plain why so much time and energy 
is spent by this young wholesale 
company in dealer education and 
creation of dealer promotional aids. 

The company serves an area 
which stretches from Pittsburgh 
north to Erie, Penna., west to Alli- 
ance and Canton, Ohio, south to 
Clarksburg, W. Va., and east al- 
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most to Harrisburg, Penna. In 
addition to the main plant at Pitts- 
burgh, the company maintains 
warehouses at Johnstown, Penna., 
and Huntington, W. Va. 

There are about 1,000 potential 
customers in this area. Of this num- 
ber some 400 buy actively from 
Iron City—150 to 175 give the com- 
pany the bulk of their business. 

“These dealers, in our opinion, 
are the people in small towns who 
command the most respect,” says 
Brown. “They give better distribu- 
tion than any other outlet. How the 
television people, for example, wish 
they had something as good! 

“Our dealers know we do not sell 
the builder. We do have a few small 
contracts which require us to sell 


specialty applicators at present, but 
we look forward to the day when 
these products will become accepted 
and will be channeled through lum- 
beryards.” 

“Packages” for dealers. The 
most significant mark of Iron City’s 
leadership, besides its new $1 mil- 
lion warehouse structure, is the 
company’s pioneering on behalf of 
the lumber retailer. A prime ex- 
ample is president Brown’s current 
thinking on building product “‘pack- 
ages.” 

“We believe, as do many industry 
leaders, that the day will come when 
housing ‘components’ will become 
standard rather than the unusual. 
If manufacturers cannot supply us 
with ready-made components for 
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distribution through the dealer, we 
will make our own component pack- 
ages for exclusive dealer sales,” ex- 
plains Brown. 

“For example, with our ready- 
hung door we have a package which 
enables the dealer to sell door, jamb, 
trim, carpenter labor and hardware. 
That is five items instead of one— 
but only one delivery and one billing 
for all five. 

“This is the direction we want to 
go in almost every line of products. 
We are developing a kitchen pack- 
age, including built-in appliances, 
which will go exclusively through 
our dealers. Presently we are also 
working on a complete ‘core’ for a 
house including wiring, plumbing, 
heating, laundry equipment ; 
enother package for the lumber- 
vard.” 

Free dealer promotion. In ad- 
dition to creating new product and 
distribution concepts for the dealer, 
Tron City maintains a full-time sales 
promotion and advertising depart- 
ment for the exclusive benefit of 
lumberyard customers. 

Dealer sales clinics are held each 
year. (See American Lumberman, 
Tan. 23, 1956, page 70.) Some 500 
dealers attend these meetings, which 
are designed to give vital training 
to countermen on new _ products. 
pricing methods, merchandising and 
use of the Iron City catalog as a 
sales tool. 

The wholesaler’s catalog is jumbo- 
sized, profusely illustrated for deal- 
er use in selling. Each product is 
pictured together with retail 
price, sizes, architectural specifi- 
cations, ete. 

Iron City’s sales promotion staff 
also is busy each week conducting 
contractor meetings for their dealer 
customers. In many cases, dealers 
bring their contractor customers, 
bankers, etc., by the busload to the 
Iron City plant for an evening of 
product demonstrations. Or, the 
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SPECIAL ATTACHMENT on lift truck 
makes quick work of door handling from 
waxed shelves on bins. In new Iron City 
plant, depressed rail siding runs into ware- 
house; docks handle 25 trucks simultane- 
ously. 
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TYPICAL WEEKLY NEWSPAPER AD (above) organized 
by Iron City Sash & Door, with dealer tie-in. Ad series 
has run continuously since October, 1955. Wholesaler 
also produces dealer catalogs at cost and conducts 
dealer training clinics, frequent dealer-contractor meet- 
ings; counsels dealers on store displays. 


AIR TUBE communications sys- 
tem shown at right connects 
order department with credit 
department and mill, speeding 
orders in wholesaler's | million- 
dollar plant. 


WINDOW ASSEMBLY LINE in millwork shop gives 
mass-assembly economies, which along with modern mill 
and fully mechanized warehouse provides overnight 
delivery to dealers. 











































wholesaler’s staff conducts such a 
clinic at the dealer’s yard. Al Kelly, 
Iron City advertising manager, es- 
timates that 5,000 dealer trade cus- 
tomers participate in these meetings 
in a year’s time. 

Co-op advertising. Each Sun- 
day, Iron City runs a full-page ad 
in the Pittsburgh Sun-Telegraph. It 
represents an annual outlay of $15,- 
000 for the wholesaler and is de- 
signed to promote wood products— 
through the lumberyard. At present 
some 210 dealers cooperate with 
name listings for a nominal fee of 
$2.10 per insertion. “We buy the 
page from the publisher and re-sell 
tie-in ads at the publisher’s existing 
schedule, although billing is han- 
dled by the paper,” explains Al 
Kelly. 

The top portion of the ad page is 
reader-type copy on building trends 
and new lumberyard products. The 
president of Iron City has a signed 
column. Lists of manufacturer prod- 
uct booklets are published in this 
page, netting as many as 250 weekly 
written requests from the news- 
paper readers. 

Dealer catalogs produced. An- 
other special service is the produc- 
tion of dealer catalogs by Iron City, 
professionally designed and printed 
at cost for dealer customers. These 
catalogs contain roofing, nails, paint 
—lines which Iron City does not 
sell, but which the dealer handles. 
Because the wholesaler works with 
one printer and engravings can be 
transferred from one dealer’s cat- 
alog to another, the catalogs are 
reproduced for a fraction of the cost 
which an individual dealer would 
spend by himself. Fourteen dealer 
catalogs are now in production. 

The advertising department has 
a multigraph machine and is willing 
to do direct-mail for dealers. A mail- 
ing list to builders and architects 
has been developed over a period 
of years. 

All the above promotion is backed 
by an alert dealer sales crew. Iron 
City has between 30 and 40 people 
in sales. President Brown (age 33) 
is proud that his forward-looking 
organization is staffed by young 
people. They understand and accept 


FULLY-EQUIPPED 
shop at Iron City 
Sash & Door, where 
doors and other 
products are proc- 
essed in one to two 
days before being 
sent to warehouse 
to await shipment 
to dealers. 


new trends, such as store merchan- 
dising and display and are ready to 
help dealers solve these problems. 


$1 million new plant. Good serv- 
ice is an essential as service on mer- 
chandising and promotion. Iron City 
last year completed a huge fireproof 
plant that is the last word in effi- 
ciency to provide speedy delivery to 
dealers. 

The new plant contains 108,000 
square feet of which 12,000 square 
feet is office. The warehouse has a 
rail siding inside the building—as 
well as loading docks capable of 
handling 25 trucks simultaneously. 
Entrance and exit doors are con- 
trolled electrically. The warehouse 
has a 24’ clearance. There is a 14’ 
clearance in the millwork shop 
where doors and windows are 
mass-assembled and glazed in one 
or two days before being shipped 
to dealers. 

“We pride ourselves on our special 
order service,” declares Brown. 
“Fourteen trucks—10 from Pitts- 
burgh and two each from Johnstown 
and Huntington — provide almost 
daily delivery. Trucks are loaded be- 
tween 5 p.m. and 1:30 a.m., so we 
can take orders late in the day and 
still deliver within a 75-mile radius 
of Pittsburgh the next day.” 


A $10,000 air-tube communica- 
tions system connects the order de- 
partment with the credit depart- 
ment as well as the superintendent 
of the mill and the warehouse. 
With these four points connected, 
credit checking and order filling 
is only a matter of minutes. 

The warehouse is fully mecha- 
nized. Typical of the forward think- 
ing is a standard attachment for a 
6,000-lb. capacity lift truck which 
was dis-assembled and adapted to 
handle doors. The shelves on which 
the doors are stored are waxed so 
the doors slide quickly and safely. 


Volume going up. Last year Iron 
City’s volume topped $6 million, 
but it is shooting for a much high- 
er goal to justify its new layout. 
Brown has faith that much of this 
will come as a result of increased 
sales by Iron City dealers, sparked 
by the wholesaler’s many educa- 
tional services and day-and-night 
dealer service. 

“To back up the dealer,” Brown 
concludes, “we maintain an ade- 
quate inventory of top brands 
such as Masonite, Marlite, Insu- 
lite, Zonolite, Bradley flooring, 
M & M Woodworking, Andersen 
and General Plywood.” 


A master wholesaler, indeed! 





CARPENTRY & LUMBER... 


STEEL SQUARE 
Gilbert Townsend 


True measurement in construction is not only a 
mecessity, it is a skill. With this book, the young 
carcenter learns the many uses of, and how to use 
accurately, his most valuable measuring teol—the 
steel square. Includes illustrative problem, from 
Start to finish, of house construction. Indexed by. 
individual jobs for easy reference. 172 pages. 


150 GLUING QUESTIONS AND ANSWERS 
Thomas D. Perry 


Helps your sales staff explain product construction 
features, and provide the ‘‘do-it-yourselfer”’ with 
needed information. Presents the answers to every- 
day questiens on giues—from mixing and Spreading 
te i tand hods. Covers laminating, hot 
and cold pressing, testing of give joints, core prob- 
berms a8 well a6 plywood and veneer. 
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THE WOODS YOU USE 
Reprinted from Wood and Wood Products... .$1.00 


Did you know that we are using commercially only 
16% of the total number of tree species? This book 
of articles gives you a quick, complete picture of 
these leading woods, including source, general prop- 
erties and specific commercial uses. 


COMMERCIAL HARDWOOD IDENTIFICATION 
CHART 


Kukachka and Reno......... .. - $1.00 


Using the simple charts in this book, you can quick- 
ty identify any important commercial hardwood 
with just the naked eye and a hand lens. Makes it 
easy to separate red and white oak; birch, beech and 
maple; red gum and mahogany; Philippineand true 

hogany; , buckeye and black gum; 
other confusing woods. 24 cages. 





| AMERICAN LUMBERMAN, INC. 


| City, State 


139 NO. CLARK ST., CHICAGO 2, ILL. 


Enclosed is my check in the amount of $___.. for 
the books | have checked below. 


0 Steel Square 

0 180 Gluing Questions and Answers 

0 The Woods You Use 

OQ Commercial Hardwood Identification Chart 
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FINE 
NORTHERN x? 4 Milwaukee 
HARDWOODS 


Northern Woods have been recognized for high quality and dependable performance for 
over half a century. Today the mills of the Northern region are better prepared than ever 
to serve you with well-manufactured, accurately graded lumber and lumber products of 
these quality hardwoods. Consult the firms on this page for your requirements in Northern 
Woods. 


*tJ, W. Wells Lumber Co. . . . . « Menominee, Mich. 


Hard Maple and Oak Flooring. Strip, Herringbone, Block patterns. Roddis Lumber & Veneer Co. of Mich............ .Ironwood, Mich. 
Custom kiln drying. Upper grades Hard Maple and Birch lumber, Roddis Lbr. & Veneer Co., Ltd..... -Sault Ste. Marie, Ontario, Can. 
rough. Complete stock N. Hdwds., Hemlock, W. Pine. Cedar Prod., Maple, 

Birch, Fig. Hdwd. Ven'r’d Doors. Plywd. Modern Dry Kiln facilities. 


*Roddis Plywood Corporation . Marshfield & Park Falls, Wis. 


“Copeland Lumber Co, . . . . » « « « Chicago, Ill, *Kimberly-Clark of Michigan, Inc. . . Ses Neenah, Wis, 


Mills—Marquette and Newberry, Michigan 


Sales Office — CHICAGO — 228 N. La Salle St. 
Hardwoods. 


Planing Mills and Dry Kilns. 


*tHolt Hardwood Co. . . . 1 + + + +) 6OConto, Wis, 


Maple, Birck, Beech, Oak Flooring. Strip, Assembled Block, Herring- 
bone, Parquetry types; all types Heavy Duty Flooring. 


tMember Maple Flooring Mfrs. Assn. 


Mills at Marenisco, Mich. 


Northern Hardwoods, White Pine. 
Modern Dry Kilns. Expert Millwork. 


idi i 
*Goodman Lumber Company . e+ cane ee inc. 
Ry an Office: one. WISCONSIN 
Mills a in and Mohawk, Michigan 
Northern prea ated White Pine and Basswood 
Hardwood Dimension, Planing Mill, Dry Kilns 
Rotary Cut Veneers 





*Member Northern Hemlock & Hardwood Mfrs. Assn. 
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4 nf Wholesaler News 


Manufacturers Urged to Publicize Their Distributors 


N BMD { adopts resolution urging whole- Having trouble locating the wholesaler of a cer- 
saler listings in manufacturers ads at New tain brand of ore aces pod age lumber 
Ca ee. dealers occasionally have that difficulty, according 
Orleans session. to the National Building Material Distributors 
Assn., which held its semi-annual meeting at New 
Orleans in mid-May. In a resolution, the group 

suggested a solution to the problem. 

“We strongly urge all manufacturers selling 
through wholesalers to list periodically their 
wholesalers in publication advertising directed to 
retail lumber dealers,” said the group’s resolution 
in part. 

Distribution discussed. In a panel discussion 
on promoting efficiency in building products dis- 
tribution, retailer Sam M. Arnold, Arnold Lumber 
Co., Kirksville, Mo., told the wholesalers: 

“We retailers like to have competent wholesale 
salesmen call on us. They can train our personnel. 
But we don’t like to have them call on our con- 
tractors; contractors are our customers, not cus- 
tomers of the wholesaler.” 

Retailer Robert L. Hamilton, Plank Road Lum- 
ber Co., Baton Rouge, La., also on the discussion 
panel, said he disagreed in part with Arnold. In 
his case he appreciated wholesaler help in contact- 

RETAILERS’ VIEWPOINT on wholesale-retail distribution prob- ing contractors. He went on to say, “Tt the dis- 
lems were aired by Robert Hamilton, Baton Rouge, La., left, tributor will publish and live up to a working sales 
and Sam Arnold, Kirksville, Mo. policy, this in itself will help solve the distribution 





Abesto Plaster Bond 


... the new material 


4 REASONS WHY.. 


% Bonds plaster directly to masonry walls i @ Exclusive Ball and Socket 
| i adjusting unit lifts greater 
Ys : loads easier. 
* Creates strong vapor-barrier between outer ® Adjusting plate is self-align- 
masonry wall and plaster coat ! i © Decigsed of heavy bles 
! { @ Dip-enameled inside an 
out. 


% Retains elasticity after curing to allow for | 
expansion and contraction and so preserves | i | Leas ADJUST- 


plaster coat without cracks or breaks Single pin. Adjusts to 7’-9" 
In cartons 


No. 500 TELESCOPIC ADJUST- 
APOST 














% Handles easily and efficiently 
=e siti i 9) i Double pin. Meets Canadian 

* Bears the ABESTO SEAL OF OUALITY that tH | Mi) structural requirements. Ad- 
. — Mi Ht justs to 8’. In cartons. 
insures value at reasonable prices i | HH ADJUSTA-COLUMNS 

Hh) Structurally acceptable for 
mortgaged-financed proper- 
ties. 


STANDARD BASEMENT 


COLUMNS 
Available in all popular 
lengths. 


Write for 
descriptive literature. 
Save on freight! Whole- 

il ar uy sige ‘ I | | salers — order All your 
Another “HIDDEN VALUE” material for the | . if: | | posts from Adjusta-Post. 


contractor who builds and sells quality iam | : / i 
ABESTO MANUFACTURING CORP. ||| oistripure> Cuts @) ADJUSTA-POST 


Michigan City, Indiana THRU WHOLESALERS Bret 3 MFG. co. 
IN THE UNITED STATES AND CANADA AKRON 7, OHIO 
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problem. I shudder to think of operating a retail 
yard without the distributor.” 

The manufacturer point of view on distribution 
was stated by J. Vaux Wilson, Homasote Company 
and C. T. Gilchrist, American Steel & Wire Div., 
U. S. Steel Corp. Observations on the distributor 
outlook on distribution were given by wholesalers 
Robert C. Bourne, Tomkins Bros., Newark, N. J. 
and J. M. Hook, Wheeler Lumber Bridge & Supply 
Co., Des Moines, Ia. 


Spurs dealers. Wilson told how his firm has 
helped spur retailers to develop the enlarged con- 
sumer market created by more leisure time. 

“Our firm has been doing this through pat- 
terns,” Wilson said. “We have 22 patterns to be 
used by consumers in making items with our prod- 
uct. These 22 patterns last year created $32 
million of business for lumber dealers.” 

Manufacturer Gilchrist said that in his opinion 
efficient distribution of building products will con- 
tinue to grow. 

“We can’t get along without wholesale-retail 
channels of distribution,” he said. 

Manufacturer Bourne, asked if a distributor is 
more important to manufacturers in good times 
or in poor times, replied, “In theory the distrib- 
utor is more important in poor times. However, 
as in everything else, there is no substitute for 
good times.” 


Not optimistic. Distributor Hook stated he is 
not optimistic about efficient distribution. 

“Some manufacturers are cooperative,” he said. 
“But many are not. Manufacturers alone can ini- 
tiate efficient distribution, while jobbers must 
prove to both manufacturers and retailers that 
efficient distribution is to be had through the dis- 
tributor. Cut-price jobbers selling direct don’t do 
as complete a job as the retailer does. Each must 
earn his place in the distribution picture.” 


DEALER POINTERS 
ER 


Treated Sand Box 


Treated lumber, even for sand boxes, is em- 
phasized in the outdoor display by the West Lum- 
ber Co., Atlanta, Ga. 
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Are you realizing your 


PAINT SALES 
POTENTIAL? 


Now, more and more people buy paint at the 
same place they buy lumber and building ma- 
terial. Forty-two percent of all retail paint sales 
are made by dealers like you! 


That’s good news, because you make a higher 
profit percentage with paint than with any other 
major item you sell, except glass! 


Boost high-profit paint sales 
with O'Brien Symphonic Colors 


Let O’Brien’s profit-making plan that has 
worked for hundreds of others, work for you! 


¢ NO HUGE INVENTORY. Now, hundreds of 
most-wanted colors are mixed in just the squeez- 
ing-of-a-tube with O’Brien’s easy TONE-ALL 
color system. 


e ALL THE HELP YOU NEED. Including 
O’Brien’s unique salesman training program and 
a strong series of continuing advertising and 
merchandising programs to start you off and 
then to keep your sales climbing. 


FREE BOOKLET! 


All the details are in a new booklet that describes com- 
pletely how O’Brien can help you realize your full paint 
sales potential. Send for it today. It’s free, and there’s no 
obligation—just opportunity to progress! 


THE O'BRIEN CORP. O’B RIE N 


South Bend, Ind. 
Baltimore, Oklahoma City 


Pare rs 
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Jalousie Window Line 


A new line of jalousie windows has 
been designed, tested and proved for 
both north and south weather condi- 
tions. Included among the features is 
a lifetime silicon-treated wool-pile 
weatherseal, which is said to elimi- 
nate rattles, provide all-weather pro- 
tection and better summer air-condi- 
tioning efficiency. Continuous head 
and sill permit custom installation by 
making a simple, straight cut to nar- 
row the width. Operators are inter- 
changeable and can be used on either 
jamb. The 4” glass louvers can be 
inserted from inside without use of 
tools and cannot be removed from 
outside the building. Air Master 
Corp., Dept. AL, 20th St. and Alle- 
gheny Ave., Philadelphia 32, Penna. 
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Horizontal Sliding Window 


Completely waterproof and weath- 
erproof service in any climate is said 
to be provided by a new UALCO alu- 
minum horizontal sliding window. 
Weatherstripping is double bulb vinyl 
at jambs and meeting rails, where 
tight closure is furnished by a new, 
concealed crescent lock. Featuring 
heavier extruded sections throughout, 
the new UALCO Slider is available in 
two fin series, for quick, uncompli- 
cated installation in any type of con- 
struction: Standard Fin and Integral 
Fin. The new UALCO horizontal slid- 
ing window can be glazed with single 
or double-strength or obscure glass. 
Southern Sash Sales & Supply. Co., 
a Dept. AL, 818 20th St., Sheffield, 

a. 
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Slaymaker Ventilock No. 3 


Durable, highly polished solid brass 
top sash fastener is said to provide 
regular window sash locking and ven- 
tilation at the same time. Windows 
can be locked open in three different 
positions and the ventilating arm lies 
flat when the window is locked closed. 
Top sash fastener made to fit average 
size locks. Installs in a jiffy by re- 
moval of old style strike and placing 
of Ventilock in same position. Ven- 
tilating arm 5” long, 258” width across 
top sash fastener. Each Ventilock 
with two brass screws, individually 
boxed. Slaymaker Lock Co., Dept. 
AL, Lancaster, Penna. 
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Burglar-Proof Pilgrim Lock 


The Pilgrim Open Window Lock 
allows homeowners to leave their win- 
dows open partially at top or bottom, 
or both, yet securely locked against 
burglars. The new lock cannot be 
forced or pried. It is easy to install, 
a housewife can do it, and fits any 
standard size wooden frame window. 
Particularly ideal for windows open- 
ing off porches, fire escapes, near 
reofs, or close to the ground, it is 
said. Pilgrim Products Co., Dept. AL, 
10 Clarence St., Worcester 5, Mass. 
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Beauty-Line Window Unit 


A new window consisting of a fixed 
upper sash and awning style lower 
sash in a narrow wood frame is an- 
nounced by Andersen Corp. Called 
the Andersen Beauty-Line Window 
Unit, this new series of windows fea- 
tures slim lines, complete factory as- 
sembly and packaging and a low per- 
square-foot cost that makes the win- 
dow highly suitable for average built- 
for-sale homes. There are five sizes 
of the window in three heights and two 
widths. They can be grouped with 
each other or with other Andersen 
units. Andersen Corp., Dept. AL, 
Bayport, Minn. 
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Tilt-O-Matic Window 


Air Master Corp. announces an in- 
sulated aluminum combination win- 
dow. The improved model is the com- 
pany’s Tilt-O-Matic window, weather- 


stripped with Schlegel wool-pile 
weatherseal. The weatherseal pro- 
vides a true thermal barrier, cuts 
down fuel and air-conditioning costs 
as much as 30%, says manufacturer. 
The window also gives the benefit of 
double glazing. Of triple channel con- 
struction, the unit is completely self- 
storing, holding both glass and screen 
panels all year around. It also fea- 
tures the Air Master Adjusto-Lock, 
which is said to be burglar proof, 
slip-proof and will lock the window 
open in any position. Air Master 
Corp., Dept. AL, 20th St. and Alle- 
gheny Ave., Philadelphia, Penna. 
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Fixed Glazing System 


A new building front and wall sys- 
tem that uses only a few standardized 
glass-framing members to provide un- 
limited design freedom is announced. 
Called Narrow Line, the new system 
of slender, extruded aluminum com- 
ponents features putty-less, flush 
glazing throughout. The narrow-face 
aluminum components (top photo) 
provide the swift, clear sight lines 
desired in contemporary architecture. 
They are ideal for glass-and-fixed 

lazing wall sections, entrances, store 

ronts and display windows. Framing 
members provide flush glazing on all 
four sides (lower photo). Use of vinyl 
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plastic glazing eliminates many of 
the problems caused by putty-held 
glass, maker says. The system also 
will take glass stops where flush glaz- 
ing is not desired and putty may be 
used in place of vinyl. Kawneer Co., 
Dept. AL, Niles, Mich. 
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Swivel-Air Window 


An aluminum swivel-type combina- 
tion window to be used in addition to 
a prime window is available. Called 
the Swivel Air window, it swivels in- 
ward automatically at a "touch for easy 
cleaning. No handles are visible. When 
cleaned, the glass inserts are returned 
to position and held with a positive 
locking mechanism. In spring and 
summer, the glass inserts can be self- 
stored in the upper half of the window. 


The Swivel-Air combination window 
is custom-made with precision fit and 
expertly installed to fit any type win- 
dow. Available also as porch en- 
closures. Air Master Corp., Dept. AL, 
20th and Allegheny Ave., Philadelphia 
32, Penna. 
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Sliding Wood Window Unit 


A feature of the new Style-Trend 
sliding window unit, which has re- 
movable sash, is its extreme weather- 
tightness. New design weatherstrip- 
ping reduces air leakage to a mini- 
mum, says maker. To remove sash 
for cleaning or painting—just lift up 
and swing out. Style-Trend sliding 
window units are made in all popular 
sizes in durable, carefully selected 
pine and are toxic and water-repellent 
treated. Curtis Companies, Inc., Dept. 
AL, Clinton, Iowa. 
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Merc-A-Matic & T. O. Glide 


Merc-A-Matic and T. O. Glide are 
two windows now being manufactured 
by Mercury Millwork Corp. Equipped 
with a screw device that keeps the 
aluminum weatherstripping always 
tightly adjusted to frame or sash re- 
quirements. The Merc-A-Matic is a 
double hung window that is fully bal- 
anced to glide easily and to stop pre- 
cisely where desired. The T. O. Glide 
slides smoothly and _horizontally— 
features an aluminum sill. Both win- 
dows are available in all popular 
sizes. Mercury Millwork Corp., Dept. 
ot 8 Commercial Ave., Garden City, 
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Removable Window 


One of the features of a new, im- 
proved double-hung window, called the 
Bilt-Well Super 7 removable window, 
is the flat overhead balance, using ny- 
lon sash cable. With a new unitized sill, 
lineal sill is no longer necessary for 

(continued on page 142) 





FULL-SIZE 
SMOKE SHELF 
te” BOILER. 
PLATE 


Cnet 


FIREPLACE 


HIGH SMOKE DOME 


SQUARE 
CLOSE-FITTING CORNERS 


DAMPER 


WARM AIR 


Homes 
OUTLET 


Hearts! 


Warms Customers’ 


FULL-SIZE 
. and Dealers’ 


THROAT OPENING 


HEATING 
CHAMBER 


This big-profit all-steel fireplace de- 
livers complete comfort to as many as 
three rooms . . . and lights a fire under 
lagging sales! 

Available in five sizes for any stand- 
ard fireplace in new or old homes, modern 
or traditional . ideal for basements, 
playrooms, cabins or camps. 

Thermofiow design gives maximum 
heat distribution, clean and smoke-free— pate 
heated air never comes in contact with the < a 
fire. A complete unit — ready for in- 2/7 ea 
stallation. Cast Iron Fireplace Dampers Formed Steel Lintels 

@ Cast iron and aluminum foundation vents 


@ Cleanout doors 
VESTAL MANUFACTURING CO., P.O. BOX 152, SWEETWATER, TENN. 


ONE-PIECE 
FIREBOX 
fe” BOILER { 
PLATE Se. = GLASS WOOL 
i INSULATION 


BAFFLE PLATE 
COOL AIR 


EASILY CONTROLLED (eF 
DAMPER HANDLE WwLeT 








Window Wells 





Write today for our complete 


catalog. Address Dept. AL @ Mortar boxes 


@ Cast iron and steel specialty 
building products 
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multiple openings; the sill is now an 
integral part of frame, permitting 
simple, fast installation of multiple 
units. Patented Superior jambliner 
(made of stainless steel) automatically 
adjusts with temperature and humidity 
changes; providing a _weathertight 
seal, yet remains easy to operate, it is 
said. Carr, Adams & Collier Co., Dept. 
AL, Dubuque, Iowa. 
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Awning or Casement Sash 


Called the Sashco Flexatwin, a new 
wood window is easily installed as 
either an awning or a casement sash, 
depending on the way in which it is set 
into the opening. The one basic window 
is complete as delivered. Many stand- 
ard and custom sizes are available and 
any multiple-window grouping is prac- 


ticable. The Flexatwin is made of 
Grade A Vertical Grain Douglas fir; 
all vented sash are weatherstripped. 
Choice of three types of hardware is 
offered: roto operator, push bar and 
pin latch. Southern Sash Sales & Sup- 
ply Co., Inc., Dept. AL, Sheffield, Ala. 
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All-Metal Window Jack 

A new all-metal Window Jack saves 
money, time and tempers by taking the 
frustration out of opening paint-stuck 
windows, manufacturer says. Through 
its special patented design, the Nestar 
Window Jack uniformly applies pres- 
sure from tension-legs that are adjust- 
able in length from 21” to 40”. Sashes 
are not nicked or damaged. With the 
aid of a Nestar unit, jammed standard- 
size windows of homes, schools, etc., 
quickly ease open for ventilation and 
cleaning. A wood block may be used 
for larger windows. Nestar Products 
Co., Dept. AL, 6509 Hough Ave., Cleve- 
land 3, Ohio. 


Circle No. 213 on Coupon, page 152. 


Winter Seal Slide Master 


Winter Seal announces a new con- 
cept in horizontal sliding windows. 
The all new Slide Master is a com- 
pletely self-contained unit with five 
inserts (2 prime window inserts, 2 
storm inserts and 1 screen), all re- 
movable from inside the house and 
all completely self-storing. Nailing 
fins are properly pre-punched for easy, 
quick installation. Winter Seal Corp., 
Dept. AL, Meyers Road, Detroit 27, 
Mich. 


Circle No. 214 on Coupon, page 152. 


Jalousie Operator 

An operator, designed and engi- 
neered specifically for jalousies, is an- 
nounced. The new jalousie operator 
provides smooth, efficient operation of 
jalousies with a fraction of the effort 
normally applied to casement opera- 
tors, maker says. Utilizing the jack 
screw and bevel gear principle, the 
Stanley operator positions jalousie 





FLEXTRIP. solves settling problems 


IN THIS 
Low-cost 


eS me ee A 


* Large Nailing Fin 

* Rigid, Tongue-Lock 
Construction 

* Vinyl Weather Seal 

* Design-Patented Drainage 

* Clamp-Lock Corners 

* Removable Sliding Section 


Flextrip—a special stainless-steel, show-case type runner 
will absorb up to 34” of house-settling variations on two 
sides and the bottom. Result—freedom from complaints 
and service expense, and greater profits for you. 

Storm King’s Slide-O-Matic window is available in 51 
sizes, in types for every home. Investigate this beautiful, 
money-saving window —today! 





DISTRIBUTORS: A few fine 


STORM KING CORPORATION 
territories still available. 


Miamisburg, Ohio 
Circle No. 61 on Coupon, page 152. 





PONDEROSA PINE — SUGAR PINE 


WHITE FIR 
DOUGLAS FIR INCENSE CEDAR 
Annual Production 60 Million 


High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 
Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE, CALIFORNIA ANDERSON, CALIFORNIA 
Sales Office at Susanville, California 


Trade Mark 


Registered 
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louvers at any angle without slipping, 
It is said. Stanley Building Specialties 
Co., a subsidiary of The Stanley 
Works, Dept. AL, 1890 N. E. 146th St., 
P. O. Box 728, No. Mami, Fla. 


Circle No. 215 on Coupon, page 152. 
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Rolite Basement Windows 


A new complete line of steel base- 
ment and utility windows is announced. 
Primarily used in residential basement 
walls, the new Rolite Windows permit 
windows to be stacked one on top of 
another without mullions or other 
parts, making them ideal utility win- 
dows for areaways, farm buildings, 
garages, etc. The three standard size 
Rolite basement windows, 32%” x 15”, 
32%” x 19” and 32%” x 23” are con- 
structed of heavy gauge steel, provide 
three-position ventilation with remov- 
able sash. Rolite Mfg., Inc., Dept. AL, 
8g and Cambria Sts., Lancaster, 


Circle No, 216 on Coupon, page 152. 
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Sash and Dura-seal Snap-Clip 


A new development of Zegers Dura- 
seal combination metal weatherstrip 
and sash balance window equipment 
provides the assurance of complete 
weather protection and easy window 
operation. The removal or replacement 
of sash, weatherstrip and balance can 
be accomplished any time during home 
construction. Snap-Clip is pre-installed 
top and bottom on both sides of the 
window frames. The entire unit can be 
snapped in or snapped out in one 
simple operation. It also provides po- 
sition clearance for installing inside 
stops. Zegers, Inc., Dept. AL, 8090 S. 
Chicago Ave., Chicago 17, Ill. 


Circle No. 217 on Coupon, page 152. 
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Windout Transforms Windows 


Windout completely transforms old 
wooden double-hung windows into 
easy-to-clean, modern, weatherstripped 
take-out windows. Old-fashioned 
weights and pulleys are removed from 
the double-hung windows and in their 
place goes Windout, Alcoa aluminum 
strips, which hold the window snugly 
in place and also are so flexible that 
the entire window can be easily re- 
moved for cleaning or repair. Easy-to- 
follow installation directions are in- 
-luded in every Windout kit. Winseal 
Mfg. Co., Dept. AL, 418 Common- 
wealth Annex Bldg., Pittsburgh 22, Pa. 

Circle No. 218 on Coupon, page 152. 
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DOUBLENGTH 
CLAY PIPE 


KEEPS INSTALLATION 
COSTS DOWN 


With today’s higher labor costs, the cost of 
installing a sewerage line can actually dwarf the 
cost of the materials themselves. That’s why 
it always pays to insist on Evans DoubLength 
Clay Pipe. Because it’s longer—up to twice as 
long as ordinary Clay Pipe—it requires less 
handling, fewer joints. You get the benefit of 
lower installation costs, plus all the advantages 





of never-wear-out Vitrified Clay Pipe. 





TEBCO FAC 

Is available in 3 textures 
and 16 colors for distinc- 
tive, long-lasting building 
exteriors. Write for port- 
folio of full-color literature. 











Wedge-Lock’* 
PRECISION JOINTS 


... eliminate mortaring, 
collaring, and pouring 
operations. Joints are 
simply painted with 
Wedge-Lock Adhesive 
and shoved home. 
Wedge-Lock factory- 
made plastic joints are 
root and infiltration re- 
sistant; provide a tighter 
more flexible line. 

* Pat. Pending. T.M. Reg. App. For. 


E-557-153 


PIPE COMPANY 


GENERAL OFFICES, UHRICHSVILLE, OHIO TELEPHONE 700 


FAMOUS FOR FIFTY YEARS OF FASTER, 


Circle No. 63 on Coupon, page 152. 
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NEW PRODUCTS 


(begins on page 140) 





New Aluminum Window 


The Per-Fit double hung series 120 
aluminum window features rugged con- 
struction and a new type of eye- 
appealing, positive action lock. The 
new window incorporates multi-contact 
wool pile weatherstripping, snap-on 
trim, vinyl glazing and other features. 


Aluminum Awning Window 

This new aluminum awning window 
is glazed from the inside by easy com- 
pression of precut and fitted vinyl 
glazing bead. Inside glazing that re- 
quires no putty, glazing skill, scaffolds 
or rigging, says manufacturer. These 
Lemco Series 95 aluminum awning 
windows feature a new method of in- 
tegral extruded 45° angle glazing 
beads, which eliminates torsion twist 
and ventilator deflection, it is said. A 
new roto operator that does not project 
beyond the glass line provides positive 
fingertip action, claims manufacturer. 
Croft Metal Products, Inc., Dept. AL, 
McComb, Miss. 


Circle No. 220 on Coupon, page 152. 
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New Crestline Casement 


A casement window unit has been 
added to the line of Crestline millwork. 
Designed for any type home or room, 
the casement is available in a variety 
of sizes and goes well with picture 
windows. Sash are either stationary or 
operating in single glazing or Cresto- 
pane glazing (insulating glass). The 
complete unit includes all hardware, 
screen, glass, sash, frame, inside stops, 
weatherstrip, extension jambs, stool 
and mullion center trim. Aluminum 
framed screens and storm panels are 
available. The Silcrest Co., Dept. AL, 
Wausau, Wis. 

Circle No, 221 on Coupon, page 152. 








Per-Fit Products Div., Spickelmier Co., 
Dept. AL, 1200 E. 52nd, Indianapolis, 
Ind. 


Circle No. 219 on Coupon, page 152. 
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RETE WAS “FOR THE BIRDS” 48 Boson sek 


MARK REGISTERED 
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BUT— iT CAN BE MADE SMOOTH QUICKLY, 
EASILY AND INEXPENSIVELY cucth 


8 
Cant Later (cnerete 
REPAIR—TOPPING—WELDING 
REVOLUTIONIZES cement and masonry repairs- 
ELIMINATES theCHIPPING or ROUGHENING, 
PRIMING ond CURING that are necessary 


with ordinary cement patching materials 


made from 
select Ponderosa 
Pine, toxic and 
water repellent 
treated for 
extra wear... 


* Beautiful, Practical, 
can be painted in 
two tone colors to 
match or harmon- 
ize with any color 
scheme youchoose 


What's more. it is applied as THIN as 4 or 
more than | whatever thickness needed 
Saves contractors, home farmers 
maintenance men hundred dollars in 
concrete replacement and repairs 
INCREASE YOUR SALES-DOLLAR VOLUME 
? ? 
INSTANTLY wth Latex (oncrele 
REPAIR AND TOPPING IN THESE 3 SIZES 
a terrific seller in the “Fix-It-Yourself” market! 
SMALL KIT — 8 /bs 
(sufficient to repair 50 to 


150 ft. of average cracks) 
LIST PRICE .... 2.95 


LARGE KIT — 14 /bs 
double size) 
LIST PRICE 


f 











The Sure-Grip 
Protecto-Plate 


Look for the 
EASY-CHANGE trademark 
branded on the edge 

of each door. 


CONTRACTORS UNIT- 
52 Ib. drum ” Wp 


es wt - powder vy y/ 
mix, | gallon latex mixer Vv y/ 
Sufficient to cover approx Nd 

100 sq ft., Ye thick 

List PRICE .... °10.00 











with the } 
“Easy Change | 
Locking Device p 


TRADE MARK REG 
THE COMBINATION DOOR CO. 
FOND DU LAC, WISCONSIN 
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eeefor further particulars ask your 
Sash and Door Distributor or write - 


BOTH KITS include powder mix, liquid rubber latex and a trowel 
See your wholesale supplier or write today for complete information. 
Prices are F.O.8. Chicago. 


7 CAMP COMPANY, CED oo ines 


YEARS OF OU ERV 
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place of sash which slide up and down, 
this unit has two vent windows which Ps es bere @ roe a 
operate like awning windows, swinging 
out to permit any degree of ventilation 
up to 100%, it is said. An outstanding 
feature of the unit, says manufacturer, 
is that it can be combined, side by side, 
for twin or triple installations, to 
achieve unusual picture window ef- 
fects. For this purpose, it has the 
added advantage of having very nar- 
row mullion centers. The Town and 
Country is precision milled of pon- 
derosa pine, it is of modular construc- 
tion and comes in all standard sizes. 
Malta Mfg. Co., Dept. AL, Athens, 
Ohio. 
Circle No. 223 on Coupon, page 152. 


Thermo-Master Window 

The new Thermo-Master aluminum 
combination window is of double-track 
design, which provides for storage of 
either screen or sash panel when not in 
use. All-aluminum sections of the win- 
dow are of full thickness. Screen panel 
features 18x14 mesh aluminum wire 
cloth. The new window rounds out the 
manufacturer’s aluminum line, which 
was initiated by the introduction of 
the Strong-Lite aluminum combina- 
tion door. F. E. Schumacher Co., Dept. 
AL, Hartville, Ohio. 


Circle No. 222 on Coupon, page 152. 





Lift-and-Lock Sash Arms 

With an improved, simplified hard- 
cat ware now used by the manufacturer, 
| Sure-Lock Awning Windows operate 
with greater ease and speed, it is said. 
All operations, including locking, are 
performed by using the single conven- 
ient right-hand crank. There is no sep- 
arate push-down locking catch op- 
posite the crank; all vents are com- 
pletely self-locking. The vents move 

outward from the window in vertical 
position to clear the weather seal. All | 
points subject to stress, wear or cor- | 


epee 





Wood Awning Window 


A new type of wood awning window, 
which has been named the Town and 
Country, is similar to a double-hung 
window in appearance. However, in 


rosion are fitted with stainless steel 
rivets and pins. Nylon gliders and 


bearing blocks insure easy, smooth op- | 


eration. R. O. W. Sales Co., Dept. AL, 
Ferndale, Mich. 
Circle No. 224 en Coupon, page 152. 


(continued on page 146) 


As a dealer I know it’s important to 
stress quality and performance for 
products I handle. That’s why when 
lumber is being used near the ground 
or in contact with masonry, I tell the 


buyer to use Wolmanized® pressure- 
treated lumber. Then I know the 
lumber will last a lifetime and give 
complete protection against termites 
and rot. I’ve found that when I call 
attention to the low cost protection 
of Wolmanized pressure-treated 
lumber, it brings in more lumber 
business. 





What's Your Answer? 
(Answers on page 146) 


What two profitable sidelines have helped lumberman Charles Dart to 
solve the age-old problem of what to do with lumber shorts? 

What is SARR and who developed it? 

Name two ways we can prudently raise housing activity without 
resorting to dangers of loose credit. 

You can supply hardwood Craftwall for an 8’x12’ wall for approxi- 
mately how much? 

What one factor enables Vern Spear, Spear Lumber Co., to conduct 

90% of his window sales over the phone? PRESSURE-TREATED LUMBER 
Which new product offers you the opportunity to get in on a new It R ein tat 

source of profit by selling silos over the counter in a package? ested in phe with 

What is Mrs. Housewife primarily interested in when buying windows growing _ peoms Brag vy 

as compared to the man of the house? booklet. It tells you about 

What three new designs in Armstrong Temlok Tile are offered to help Wolmanized lumber, where 

you make real money on ceiling tile? to use it, where to get it. 

How does a Wisconsin lumberyard manager describe the type of sales- 
manship he employs to promote big-ticket sales of porch and breeze- 
way enclosures to small-town and rural trade? 

Besides giving the Mt. Pleasant Lumber Co. control of all its trans- 
— system used by the firm also pays for itself every 12 
months? 


Wolman Preservative Dept: 
KOPPERS COMPANY, INC. 
1454 Koppers Building, Pittsburgh 19, Pa. 








s 2 
Wolmanized 
PRESSURE-TREATED LUMBER 
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NEW PRODUCTS 


(begins on page 140) 





Lond-Bearing Trapezoids 

Unusual and striking home designs 
are now being made possible at lower 
construction costs with the new cathe- 
dral and trapezoid window frames, ac- 
cording to the manufacturer. When 
the full load-bearing capacities of 
Fabrow fir frames’are utilized, it is 
said, the trapezoid windows not only 
fit dramatically into the pitch of the 
roof, but play a major part in support- 
ing the roof itself. Load-bearing and 
non-load-bearing frames in both awn- 
ing and casement windows are avail- 
able to fit almost any building plan. 
Fabrow Mfg. Co., Dept. AL, 7208 
Douglas Rd., Toledo, Ohio. 


Circle No. 225 on Coupon, page 152. 


Roto-Operator Window 


Modernaire Corp. announces a new 
line of budget-priced, roto-operated 
windows that may be used with equal 
efficiency in either awning or case- 
ment applications. The brand new 
roto mechanism used on these windows 
is engineered so that heavy steel arms 
distribute the window weight evenly 
and pull in the sash for firm, positive, 
corner-tight closing in both casement 
and awning positions, it is said. The 
manufacturer states that the Modern- 
aire roto operator is also self-locking 
so that need for extra locking devices 
are entirely eliminated. The sash opens 
a full 130° for easy cleaning from in- 
side the room. Modernaire Corp., Dept. 
aoe 8400 Kinsman Ave., Cleveland 4, 
Ohio. 


Circle No. 226 on Coupon, page 152. 





What's Your Answer? 


(Questions on page 145) 


. Playhouses and pet shelters. See 


article, page 110. 


. A new highly simplified system of 


handling accounts receivable devel- 
oped by Remington Rand. See ad, 
page 15. 


3. (1) Make it easy to buy individual- 


ized homes with complete selection 
of building materials by the home 
buyer and (2), continue the devel- 
opment and use of component 
parts. See article, page 52. 


4.$60. See ad, page 47. 
. By selling only one line, Spear and 


his salesmen have a_ thorough 
knowledge of the product, a neces- 
sity in phone selling. See article, 
page 70. 


5. Silos of black Visqueen film. See 


ad, page 111. 


. The woman customer is interested 


in beauty and proper light; the 
men are concerned mainly with the 
operating features of the windows. 
See article, page 68. 


§. Starlite, Tweed and Diamond. See 


ad, pages 18-19. 


9. “Do-it-yourself salesmanship.” See 


article, page 62. 


. National system. See ad, page 20. 











Completo HARDWARE SETS 


TORSION & TENSION 


SPRINGS 


For INDUSTRIAL & RESIDENTIAL 


GARAGE 





Exclusive 
Distributorship 
Available 











Overhead Type GARAGE DOORS 











POWER DOOR CO. 


NEW RO MONMOUTH JUNCTION, N.J. 


GARAGE DOORS INC. 


19800 FITZPATRICK DETROIT 28, MICHIGAN 
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USE 
OKOMO 
ORNERS 


for ASBESTOS SIDING 

LAP OR BEVEL SIDING 
WOOD SHINGLE SHAKES 
PLYWOOD OR HARDBOARD 


BUGHER MFG. CO. 


301 E. Lincoln Road, Kokomo, Ind. 
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SAVE ON TRANSPORTATION 
OUR NEAREST POINT 


YARDS—Toledo, Ohio WE CAN 
W. VA.--Bayard, Elkins, SERVE 


woo 
FENCE Semvia'siisrs waver 


Write For Catalog VA.—Clinchburg 


COLORS 
TO MATCH 
EVERY MANU- 
FACTURER’S 
ASBESTOS SIDING 


MADE OF 
ALUMINUM 








Send for Full De- 
talls, Samples and 
ices 


WOOD PRODUCTS CO. 


TOLEDO, OHIO 
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POST and RAIL 
SCREEN TYPE PICKET 
RESIDENTIAL 
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Anodized Aluminum Windows 


Ventilaire Products new Series 1000 
Casement Windows are engineered to 
provide extra strong, durable windows 
at modest prices. Available is a new 
catalog of the manufacturer’s anodized 
aluminum windows for home and light 
construction applications, pointing up 
such advanced design features as in- 
tegral head and sill drip and integral 
anchor fin. Profusely illustrated with 
full scale section details, the catalog 
carries complete installation diagrams, 
detailed charts of window styles and 
standard as well as modular glass sizes 
bs - available. Ventilaire Products, Inc., 
Dept. AL, 2431 Harvey St., Muskegon, 
Two-in-One Display Mich. 
Newest in its line of sales aids fur- eer ee oe See 
nished by the Weather-Proof Co. is 
its 2-in-1 floor display, containing an 
installed full-size WEPCO door and 
Duo-Matic window. The unit consists 
of a black enameled hardwood frame 
and is furnished to a dealer with the 
particular model door and window of 
his choice already installed. Cost of 
the display is the actual dealer cost of 
the door and window plus $10 to cover 
display frame, installation and pack- 
ing. Weather-Proof Co., Dept. AL, 
Litchfield, Ill. 


Circle No. 227 on Coupon, page 152. 


Removable Wood Window 


The new Woodco R.O.W. de luxe re- 
movable wood window demonstration 
display measures 31” wide, 30” deep 
and 78” high. The unit allows the cus- 
tomer to examine closely and compare 
the fine construction and superior oper- 
ating ease of the window. Included as 
part of the display are Woodco’s storm 
sash and screen combination and 
Woodco’s all-aluminum screens. Wood- 
co Corp., Dept. AL, Box 31, North 
Bergen, N. J. 

Circle No. 229 on Coupon, page 152. 
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more and more builders 
are saying: 


“Let's use LY 


GRIFF 


In Our Houses”’ 


Here’s the “dependable line 
of hinges to use in all light 
construction work’ . 
that’s the trade’s way of 
saying, “We like to buy 
and use Griffin products.” 


A full line of wrought steel 
butts and all shelf hard- 
ware. Send for new catalog 
sheet on our #540 Builder’s 
Special. 


with permanently attached Bearings poi nate 
since 1899 








Nothing’s too good for McGinnis — since he started 


Cat. #BB197 suggesting “Scotcu” Brand Masking Tape 
Template Butts, Button Tips RI FFI 


with every sale! 




















MANUFACTURING CO. ERIE. PA. 
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CONSUMERS CRACK FILLER 


(COLD WATER PUTTY) 


airpona For cracks, holes, and crevices in wood, 
plaster, tile, stucco, and cement. 
A “best seller’’ because it 
@ Dries hard 
@ Won't crumble, chip, or fall out 
@ Stays where it’s put—holds screws, 
nails, tacks 
@ Water resistant 
@ Easy to work with—can be molded, 
sanded, sawed, painted, or stained 
@ No waste—mix with water only as 
needed 
Packed in 1, 5 lb. cartons; also 25, 50, and 
100 Ib. drums. 
Try it yourself. Find out why easier, faster re- 
pairs can mean easier, faster sales. Order from 
your wholesaler, or direct from us. 








Another “Product of Merit'’’ by Consumers. 


CONSUMERS GLUE CO. 


ISIS N. HADLEY ST ST. LOUIS 6, MO 
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Recommended Reading for Lumber Dealers: 


THE 
FUTURE 
OF WOOD 


, \merican 
[ umberman 


(Weyer- 

haeuser 

Timber “e 
Company 
Report) 


> 
© tie Ramat the Rstot «3 


This far-reaching report on the future market 
and supply of lumber contains new information 
vital to plans of every lumber and building 
products dealer 





AMERICAN LUMBERMAN 
ROOM 2000, REPRINTS 

139 NORTH CLARK STREET 
CHICAGO 2, ILLINOIS 
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return mail 
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Pictorial Assembly Manual 

A Pictorial Assembly Manual for 
wood awning windows is being dis- 
tributed by the Ludman Corp. The 
looseleaf manual consists of 22 pic- 
tures and accompanying printed in- 
structions outlining and picturing the 
assembly of wood awning windows 
utilizing Ludman manufactured alum- 
inum Auto-Lok hardware. The picture 
series illustrates step-by-step proce- 
dure touching on every minute detail 
the complete assembly of a wood win- 
dow. Starting the manual off is a 
picture of wood window parts, then 
a picture of the Ludman hardware and 
then it moves on to a picture of hard- 
ware, wood parts and tools required. 
Ludman Corp., Dept. AL, P. O. Box 
4541, 14100 Biscayne Blvd., No. Miami, 
Fla. 


Circle No. 230 on Coupon, page 152. 





A Window Selector 


Two door and window charts pio- 
neer a new way to select doors and 
window types and styles and are in- 
tended for display by lumber dealers. 
One of them shows 73 different Curtis 
window styles, types and arrange- 
ments. The other shows 82 Curtis door 
types and styles. All illustrations on 
the charts are labeled and numbered 
for quick reference in a size-and-price 
book. The window chart or wall hang- 
er is called a Window Selector. It is 
designed as a sales aid to enable the 
dealer as well as the inexperienced 
salesman to explain and sell windows 
by showing the difference between the 


various window styles, thus speeding 
the entire sales process. Curtis Com- 
panies, Inc., Dept. AL, Clinton, Iowa. 


Circle No. 231 on Coupon, page 152. 


Sliding Window Display 

An effective selling aid, the Woodco 
Sliding Window display is designed to 
answer many of your customers’ ques- 
tions about the performance and qual- 
ity of the unit. Constructed of selected 
ponderosa pine and water-repellent 
treated throughout, it assures added 
sales through many years of demon- 
strations. The unit measures 42” wide, 
29%” deep and 79” high. Woodco 


Corp., Dept. AL, Box 31, North Bergen, 
N,v. 


Circle No. 232 on Coupon, page 152. 


Literature Display Rack 

Pictured above is an R-O-W sample 
window on display in a dealer’s show- 
room. Attached to it is a 14” x 30” 
literature display rack, just introduced 
by the manufacturer. R-O-W Sales 
Co., Dept. AL, 1365 Academy Ave., 
Ferndale 20, Mich. 


Circle No. 233 on Coupon, page 152. 


Hamilton Merchandising Kit 


A new merchandising kit, announced 
by Hamilton Aluminum Window 
Corp., is designed to make the selling 
of Hamiltons simple to follow through. 
Included in the kit are 10 tips on why 
your customers should insist on Ham- 
ilton aluminum combination windows, 
a list of promotional material to 
dealers, installation instructions, a 
measuring chart and detailed instruc- 
tions on how to get maximum bene- 
fits from your Hamilton window island 
display unit. Hamilton Aluminum 
Window Corp., Dept. AL, 999 Stewart 
Ave., Garden City, New York. 


Cirele No. 234 on Coupon, page 152. 
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Sash Hardware. A new catalog in- 


cludes illustrations and specifications 
on the four types of Vincent Whitney 
window hardware now available for 
awning type, casement type and tran- 


Consumer Data 


Wood Awning Windows. A bright, 
two-color consumer folder describing 
the use of wood awning windows in 
new construction and modernization 
projects is available. Complete de- 
scription of awning, hopper, casement 
and fixed pane applications are illus- 
trated along with several suggested 
combinations for use in various room 
set-ups. A clear description of the 
various types of available operating 
mechanisms is given so that the pros- 
pect can determine, in advance, the 
type he prefers. Modernaire Corp., 
Dept. AL, 8400 Kinsman Road, Cleve- 
land 4, Ohio. 


Circle No. 235 on Coupon, page 152. 


Aluminum Awning Windows. “Stan- 
ley Aluminum Awning Windows,” an 
eight-page catalog describing window 
features and operations and showing 
full-size window sections, is available. 
Specifications, accessories, installation 
details and types and sizes of both 
standard and modular windows are 
fully treated in the 842” x 11” catalog. 
Direct inquiries to: Hank Levy, Stan- 
ley Building Specialties Co., Dept. AL, 
1890 N. E. 146th St., North Miami, Fla. 


Circle No. 236 on Coupon, page 152. 


som-type wood windows. It also shows 
the three types of hardware operators, 
which can be used in connection with 
Quality Windows. “Today—Quality the hardware. Architectural details are 
Sells the Home Buyer” is the title of included. Vincent Whitney Co., Dept. 
an eight-page booklet, which explains AL, P. O. Box 335, Sausalito, Calif. 
the importance of quality windows in Chcdle Te. B56 dn Connen: pene 464. 
current home construction. It illus- 
trates how properly weatherstripped 
windows help builders sell homes at a Technical Data 
greater profit; how Dura-Seal Metal 
Weatherstrip & Balance equipment 
plus national advertising and local 
promotion combine to provide build- 
ers with forceful, well publicized sell- 
ing features for ‘homes. Zegers, Inc., 
Dept. AL, 8090 S. Chicago Ave., Chi- 
cago 17, Ill. 


Circle No. 237 on Coupon, page 152. 


Drill Press Clamp. A bulletin which 
illustrates and describes the new Sta- 
Put Drill Press Clamp, designed to 
save time, material and prevent acci- 
dents, is available. By means of a 
split collar the Sta-Put can be easily 
attached to the drill press column and 
can be quickly adjusted to hold almost 
any shaped work piece securely in the 
desired alignment with the drill. A 

Ualco Windows. A new catalog on copy of the bulletin may be obtained 
recently improved Ualco Lifetime Alu- by writing Termite Drills, Inc., Dept. 
minum Horizontal Sliding Window AL, 99 N. Lotus Ave., Pasadena, Calif. 
lists and shows standard and modular Circle Ne. 240 on Coupon, page 152. 
sizes and glass sizes, gives specifica- 
tions, shows drawings of installations Targethead Tools. Striking tools 
and installation details. Also included incorporating a new design concept 
is information concerning two fin series that increases safety and tool life are 
(Standard Fin and Integral Fin, for described and illustrated in a new 
which fin, trim and sill are extruded as catalog. Known as Targethead Tools, 
parts of frame members), which make the new line includes the most com- 
the Ualco Horizontal Sliding Window plete selection of forged-end tools 
easily adaptable anywhere, even in ce- available from one source. A complete 
dar shake and drop siding construction, listing of sizes and assortments is 
says manufacturer. Southern Sash provided in the well illustrated cata- 
Sales & Supply Co., Inc., Dept. AL, log. Damascus Steel Products Corp., 
818 20th St., Sheffield, Ala. Dept. AL, Rockford, IIl. 


Circle No. 238 on Coupon, page 152. Circle No. 241 on Coupon, page 152. 





BUILDINGS 


the above book 


Paul Dunham Close..............- 

Isn'tita fact that how to apply insulation is becom- 
ing a big question from more of your customers 
every year? This book, in condensed form, helps | 
your sales staff supply builders, farm and home 
owners with the answers and the insulation. 204 
pages, 117 illustrations, 19 tables. 


AMERICAN LUMBERMAN, INC 
139 NO. CLARK ST., CHICAGO 2, ILL 


Enclosed is my check in the amount of $3.25 for 





HOW TO INSULATE HOMES AND FARM SAVE TIME—MONEY—MANPOWER 


Investigate THE HAN DI BELT 


ee ea aie 





Name 


Address 








City, State 


mouldings. 
price and use. 


the above book. 
Name 


ama MOULDING BOOK 


Manes & easy to selec we and order by number the This compact, lightweight, reversible-belt conveyor 
patterns you want for any weed yevith full 6 unit handles and elevates bundled and sacked com- 
mouldings in actual size perspec - preteen modities — flooring, lath, cement — to proper height 
tail of outline, and description of dimensions, for loading materials into car or truck. Two types: 


AMERICAN LUMBERMAN, INC. 6 ins. Write for HANDIBELT Bulletin No. AL, 
139 NO. CLARK ST., CHICAGO 2, ILL. Dept. U-6, 


Enclosed is my check in the amount of $1.00 for STANDARD CONVEYOR CO. 


$1. 


No. 11 elevates to 7 ft. 6 ins; No. 16 elevates to 10 ft. 


General Offices 
North St. Paul, Minnesota 





Address 


Sales and Service in 
Principal Cities 








_City, State 





4 CONVEYORS 
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Classified Advertising 


Terms — Cash With Order 
Minimum Charge $6.00 


Rates. 


1 Time —25c per word for each insertion. 
inimum charge of $1.25 per line. 


3 Times—20c per word ror each consecutive 
insertion. Minimum charge of $1.00 
per line. 


Add $1.50 per insertion for blind ads bearing 
box number. 


No agency commission or cash discount al- 
lowed. 


All ads for classified section must be in 
Publisher's office 14 days preceding date oi 
publication. Advertisements are set uniform 
6 point style. No cuts or special borders al- 
lowed. 


Replies forwarded without additional charge. 
Count five words to a line and when less 
are specified or used, regular line rate is 
charged. When answering box numbers or 
mailing copy for ads address them to: 


AMERICAN LUMBERMAN, INC. 
139 N. Clark St., Chicago 2, Ill. 





HELP WANTED 





DETAILER AND yoneeatg vg midwest archi- 
tectural millwork for two 
experienced detailers and billers qualified to 
make shop drawings for schools and churches. 
Send resume of experience. age, salary de- 
sired and ey. Excellent opportunity 
for right man. Reply Box V-20 American Lum- 
berman, Inc. 








c issi sal to sell Southern and 
western forest products on split profit basis 
exclusive territory and full protection. Gaiennie 
Lumber, Box 1774, Shreveport, La 








RETAIL LUMBERMAN WANTED 


Central Florida Lumber Company wishes to 
employ man experienced in Retail Lumber and 
Building Materials who can list quantities and 
— estimates from plans, an sell to con- 
Address Box 





W. 20 American Lumberman, ” Inc. 





SITUATIONS WANTED 


WANTED — RAILS 





Manager retail lumber yard. College gradu- 
ate, eleven years experience sales an 
management including purchasing, sales, 
finances, etc. Excellent references. Would 

limited invest Address Box W-38 
American Lumberman, Inc. 








Experienced middle aged Lumberman, desires 
position with responsibility. Address Box 
W-39 American Lumberman, Inc. 





SALES EXECUTIVE AVAILABLE 
Seeks position with fact of 
products, who has need for Sales Executive 








with administrative and field experience in 
all phases of sales, marketing, merchandising, 
and distribution. Married, will relocate. Ad- 


dress Box W-41 American Lumberman, Inc. 





Manager: Experienced, ambitious, young man 
presently employed as manager of one-million 
dollar annual retail yard desires southern 
relocation with firm offering opportunities. 
Address Box W-40 American Lumberman, Inc. 





BOOKKEEPER 


Prefer distribution yard, wholesale or some 

turing. Consid any vacancy. Fa- 
miliar lumber terms. Been self employed for 
some time. Desire otherwise. Middle age. 
Address Box W-46 American Lumberman, Inc. 











161, YEARS’ EXPERIENCE 
LUMBER AND MILLWORK 


61/2 years’ management. Thoroughly versed in 
purchasing, manufacturing, inventory control, 
and custom millwork. Capable of complete 
supervision yard or mill. Age 38. Address Box 
W-47 American Lumberman, Inc. 





Lumberman, fully experienced, age 48. Prefer 
outside selling tor independent yard. Address 
Box W-48 American Lumberman, Inc. 





Wanted, Lumber Salesman: West Coast Whole- 
saler wants aggressive man, preferably pos- 
sessing previous wholesale or commission ex- 
perience. Prefer working on basis of salary 
plus commission with ultimate aim of setting 
up Eastern wholesale office. Reply Box W-21 
American Lumberman, Inc. 





General Manager wanted for retail lumber, 
building supplies, millwork and hardware. 
Must have ility to merchandise all lines. 
Good salary with stock option and bonus. 
Located in Northwest Ohio, Metropolitan Area. 
State qualifications and starting salary de- 
sired. ee Box W-37 American Lumber- 
man, Inc 





Wanted—Manager, retail and industrial lum- 
ber yard, located in Calumet Region, old 
established yard. Man with Executive and 
Sales ability to take entire charge with good 
salary and bonus. Address Box W-44 Amer- 
ican Lumberman, Inc. 


SALES REPRESENTATIVES 
WANTED 





We are door lockset manufacturers and re- 
vamping some territories to create openings 
for capable, commissioned sales representa- 
tives selling the lumber, building material 
hardware trade. State full details. Box W-30 
American Lumberman, Inc. 





FOLDING DOOR DISTRIBUTORS, MAN- 
UFACTURING AGENTS wanted. Few 
choice territories still available. Nation- 
ally advertised line is one of the most 
successful in America. Our folding 
doors are made in four price categories 

. a door for every price, every pur- 
pose. Please write full details. Box W-31 
American Lumberman, Inc. 





WANTED: Experienced Millwork Estimator to 
manage custom millwork division of Retail 
Yard. Work would consist mostly of custom 
millwork estimating. contracting, and proc- 
essing large job work of schools, hospitals, 
churches, etc. Excellent opportunity with long 
established firm in the Lehigh Valley, Penna. 
Reply in writing to Box W-45 American Lum- 
berman, Inc. 
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SALES REPRESENTATIVES 
AVAILABLE 





Manufacturers representative apes volume 
line. Good lumber and buildi tL. ply dealer 
and wholesaler contacts in — 
ware and Address Box V59 Americ 
Lumberman, Inc. 


STEEL RAILS 


164, 204%. 25. 30%. 35H, 40H and heavier. 


MIDWEST STEEL CORPORATION 
518 Dryden St., Charleston, West Virginia 





RAILS, New and Relaying 
Bought and Sold 
1000 Good Serviceable 
Kilp Trucks in stock 
M. K. FRANK 


480 Lexington Ave., New York 17, N. Y. 
401 Park Bldg., Pittsburgh 22, Pa. 
105 Lake Street, Reno, Nevada. 





BUSINESSES FOR SALE 





For Sale—Building Supply in thriving South 
Central Virginia town with Wg pve of 
46,000, doing business of $400, ddress Box 
W-35 American Lumberman, Inc. 





For Sale: Diversified Hardware Business. and 
two stores for lease in Kent, Conn. Liberal 
terms arranged. Write: H. H. Taylor & Son, 
Inc., New Milford. Conn. 





ad Sale or Lease, thriving cer i and ouP. 

yard. a Oregon, great 34-800 to 
8 country. Business increased $34 to 
$86,000 gross ie 6 years. Two new block build- 
ings, 9 ft. ft. vg ee. Reason 
for selling, Pod interest. O’Day’s Salvage & 
Supply Yard, Box 5, Bend, Oregon. 





To settle estate, closed corporation, going 
lumber and hardware established forty years, 
under same management. All best lines, clean 
stock, located in Salt Lake Valley. Best pay- 
roll town in state. Ample well located real 
estate for a bs of operation. Perking lot, 
all churches, hools, good di Ad- 
dress Box W- “o American Lumberman, Inc. 








For Sale: Retail lumber yard located in Cen- 
tral lowa—County Seat town. Doing a profit- 
able $100,000 and more business a year. Own- 
er selling because of other business interest. 
Address Box W-49 American Lumberman, Inc. 





Well established Retail hate age ey = Machin- 
ery and Power Tool b Good 
location and fine opportunit 
Retiring. Address Box W-50 
man, Inc. 





y right party. 
erican Lumber- 





Complete shop, builders supplies, lumber and 
hardware, unpainted furniture. Shop complete 
with tools and machinery. Owner retiring. 
Write Restifo Lumber Company, 455 West 18th 
St., Erie, Pa 





LUMBER & DIMENSION 
FOR SALE 





FOR SALE: North Carolina White Pine. Rough. 
surfaced or S2S&R/S. Quality Hardwood Pal- 
lets. Corinth Hardwood Cv., Box 581-A. Bristol. 
Tenn. 





a good straight wall starts with 
CHENEY STUDS 


so be sure the registered Red-end trademark 
is on every stud you buy! 
CHENEY LUMBER COMPANY 
General Sales Offices: 
424 Tacoma Bldg., Tacoma 2, Washington 
Telephone FUlton 2424 Teletype 024 


June 10, 1957, AMERICAN LUMBERMAN AND 





Om © = & =O SRD OO eM 


er ~o Oo 





USED MACHINERY FOR SALE 





8” Hermance Sticker 15 H.P. - Globe 

Electric 1750 RPM, miscellaneous 

knives for Sticker 

Hermance Rip Saw #333 - 15 H.P., 
00 RPM Line Start Ind. Motor... 

24” Newman Planer #600 - 5 H.P. 

Motor Shell Type Motor - 3600 RPM 

3 Drum Sander Berlin Machine Royal 

Invincible #12972 without motors 

Northfield 12” Jointer : 

Multiplex Cut Off Saw 5 H. P. 

36” Moak Band Saw . 


F.0.B. Chicago — Subject to Prior Sale 


Call Mr. Pedersen. Chicago Fire Brick Co., 
1467 Elston Ave., Chicago, IIl. 
BRunswick 8-8000 


Equipment For Sale 


Klamath Iron Works 30 inch Edger, never used. 
Complete except for Drive Motor. $3000.00 


Carr, Adams & Collier Company 
Plant Engineering Department 
llth & Jackson Streets 
Dubuque, Iowa 





MISCELLANEOUS FOR SALE 





CARPENTERS APRONS 
Write for prices and information. 


THE MINNESOTA SPECIALTY CO. 
Minneapolis, Minn. 





DOUBLE YOUR INCOME from your news- 
paper advertising by using our Low Cost 
“Timber-r-r’’ cartoons. For FREE proofs write 
LILLY ADVERTISING CARTOONS, Box 167 
Long Beach 1, Calif. 





20" Photocopy Outfit 


A new photocopy outfit will make 
large photocopies up to 20” wide by 
any length, manufacturer says. Ideal 
for copying large sketches, blueprints, 
etc., as well as for making letter size 
copies. Called the Genco Exact-Fax 
Duo, the outfit consists of an auto- 
matic continuous printer (6” x 9” x 
30”) with shutter-type light control, 
weighing 29 pounds, and an auto- 
matic, continuous processor (6” x 7” 
x 30”), weighing 25 pounds. Both are 
stainless steel covered and have heavy 
gauge steel bases in gray hammer- 
tone. Available individually, or as a 
complete outfit with both units. Out- 
fit makes about 60 to 90 sharp, error- 
free copies per hour and reproduces 
from all colors. General Photo Prod- 
ucts Co., Inc., Dept. AL, General Photo 
Bldg., Chatham, N. J. 


Cirele No. 242 on Coupon, page 152. 


Direct Drive Saw 


A new 3 hp direct drive saw, called 
the Log Jiffy, is designed for users 
who require a lightweight, fast-cut- 
ting chain saw for all around use. 
The Log Jiffy is equipped with the 
latest type fuel pump and diaphragm 
carburetor for all position cutting. 
Features include automatic recoil 
starter, comfortable pistol grip throt- 
tle handle, efficient manual oiler and 
positive chain tightener. A _ lower- 
priced model Log Jiffy is available 
with float type carburetor and other 
modifications. Lancaster Pump and 
Mfg. Co., Dept. AL, Lancaster, Penna. 


Circle No. 243 on Coupon, page 152. 
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Dodge Hi-Style Truck 


A new Dodge hi-style truck with 
swept-wing design, two-tone color 
and generous chrome trim has been 
named the Sweptside 100. The new 
pick-up truck with 116” wheelbase is 
available with 204 hp V-8 or 120 hp 
6-cylinder engine and _ pushbutton 
driving controls with automatic trans- 
mission. Power brakes and power 
steering also are available on this 
model. Payload capacity is 1,675 
pounds. Dodge Div., Chrysler Corp., 
Dept. AL, P.O. Box 1919, Detroit 31, 
Mich. 


Circle No. 244 on Coupon, page 152. 


16mm Microfilm Flow Camera 


With the new Documat PFA, says 
manufacturer, the advanced record 
keeping methods made possible by 
microfilming are now available to 
many industries, businesses and retail 
outlets, which previously could not 
afford them. A matching microfilm 
reader, the Documat Universal Read- 
er, also is being put on the market. 
The Documat PFA is adjustable for 
either duplex operation—photograph- 
ing both sides of a sheet of paper si- 
multaneously—or duo operation—re- 
cording documents in two parallel 
tracks on a single film roll and is 
capable of recording 7,200 8%” x 11” 
pages on a single 100’ roll of film, 
maker says. Documat, Inc., Dept. AL, 
Belmont, Mass. 

Cirele Ne. 245 on Coupon, page 152. 


Ranger 150 Fork Truck 


Clark Equipment Co. has expanded 
its Ranger line of fork trucks for off- 
the-road handling with the addition 
of the Ranger 150, a pneumatic- -tire 
model of 15,000 pounds capacity. With 
four-wheel drive, power steering, 
power shifting and an oscillating rear 
axle, the Ranger line is designed for 
operation through heavy mud and over 
rough terrain. The first Ranger, of 


QUIPMENT 


20,000 pounds capacity, was announced 
by Clark in February. On the Ranger 
150 a 95 net BHP gas engine or 102 
net BHP diesel engine are available. 
Industrial Truck Div., Clark Equip- 
ment Co., Dept. AL, Battle Creek, 
Mich. 


Circle No. 246 on Coupon, page 152, 


Pallet Fork Attachments 


Two new attachments, a pallet fork 
and a pulp wood clamp fork, have been 
designed to interchange with the 
bucket and increase the versatility of 
Ottawa industrial front end loaders. 
The pulp wood clamp fork shown in 
the photograph is used to load, trans- 
port and stack logs, lumber, or any 
material requiring a hold-down de- 
vice. The pallet fork attachment (not 
shown) is used for handling all pal- 
letized materials such as concrete 
blocks, brick, lumber, building mate- 
rial and pipe. Pallet forks and pulp 
wood clamp forks are available in 30”, 
36”, 42”, 48”, and 54” lengths and 
carriage widths of 48” and 64”. Ot- 
tawa Steel Div., L. A. Young Spring 
& Wire Corp., Dept. AL, Ottawa, Kan. 


Cirele No. 247 on Coupon, page 152. 


Power Digger 


A completely new power digger for 
mounting on Ford tractors features 
fast digging and long life. Named the 
F Model Sherman, it supersedes 
earlier Sherman models for the small- 
er Ford tractors and embodies many 
features never before available in such 
equipment. Several outstanding fea- 
tures develop the speed of the new 
Sherman unit, maker says. One is ex- 
ceptional power as illustrated by a 
breakaway capacity of 9,000 pounds. 
Contributing to this power and speed 
is a new hydraulic system. A wide 
work radius and a long reach also 
speed operations. Sherman Products, 
Inc., Dept. AL, Royal Oak, Mich. 

Circle No. 248 on Coupon, page 152. 
(continued on page 152) 
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NEW EQUIPMENT 


(begins on page 151) 





HydraFork-Equipped Truck 

The Lewis-Shepard line of riding- 
type electric tiering trucks is now 
available with a HydraFork attach- 
ment to further facilitate use of the 
trucks in extremely narrow aisles. To 
pick up a palletized load from the 
floor or a storage rack, the operator 
of the MHydraFork-equipped truck 
simply hydraulically extends the forks 
into the pallet. Next, the load is 
lifted over the load wheels and forks 
and load are retracted into the truck. 
The HydraFork is available on all 
Lewis-Shepard Model “M” and “MN” 
electric tiering trucks in capacities to 
3,000 pounds. Lewis-Shepard Prod- 
ucts, Inc., Dept. R-8-AL, 125 Walnut 
St., Watertown 72, Mass. 


Circle No, 249 on Coupon, page 152. 


Endless-Chain Cavitex Machine 


A new stepped-up continuous proc- 
ess machine is now making possible 
the speedy and profitable local manu- 
facture of a unique masonry product 
called Cavitex. Each Cavitex plant 
is independently owned and managed 
under a protective franchise from the 
maker of the machine. Cavitex manu- 
facturing operations cover three gen- 
eral phases: (1) Mixing the materials, 
(2) forming the units, (3) curing and 
storage. Necessary starting basic 
equipment is the Cavitex machine it- 
self (center, above). Accessory equip- 
ment consists of mixing and off-bear- 
ing systems, pallets, power truck and 
transfer racks. W. E. Dunn Mfg. Co., 
Dept. AL, 302 West 24th St., Holland, 
Mich. 


Circle No. 250 on Coupon, page 152. 


Portable Hydraulic Scaffold 
The Jim Dandy, Jr., a new portable 

hydraulic scaffold, weighs only 860 

pounds and is easily transported in a 





FOR INFORMATION ON 


Advertised Products 


Circle the numbers at the right which appear 
under the advertisements which you 
wish datc. 


on 


FOR INFORMATION ON 


“What's New” Items 


Circle the code number at the right which 
corresponds to the number listed at the end 
of that particular ‘WHAT'S NEW” item. 
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pickup truck. It has a lifting capacity 
of 800 pounds and elevates the 244’ x 
8’ working platform, fully loaded, to 
a height of 10’. Elevation and lower- 
ing of the platform is done by a hy- 
draulic pump powered by a % 
electric motor controlled from 
scaffold platform. The unit is mounted 
on casters for easy movability on the 
job. Adam Co., Dept. AL, P.O. Box 
628, Perry, Okla. 


Circle No. 251 on Coupon, page 152. 
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Mail to American Lumberman & Building Products Merchandiser, 139 N. Clark St., Chicago 2, Ill. 
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123456 
BUSINESS RECORDS BOOKS 


789012 MODERN PRACTICAL ACCOUNTING 
Earl A. Saliers....... . $4.00 
Your business will profit more with accurate recerds to aid in daily opera- 


345678 tions. This book gives you and yeur staff a working knowledge of acceunting 
to help you make practical managerial decisions. 365 pages, 155 illustrations. 


901234 BOOKKEEPING FOR BUSINESS AND PERSONAL USE 

567890 Raymond V. Cradit—twe volumes....... $5.25 
In readily understandable terms, these two 1 wants oetiet the purpose of 
various business and personal records, and how to keep them. 


123456 ea 


7890 2 > Guneneens on books and methods used to record daily buying and selling 
transactions. 326 pages, 153 i/lustrations. 


345678 cxccnstil 


Describes records and procedures that enete to the organizational set-up: 
901234 partnership, corporation, incorporation; plus entries necessary to overall 
business analysis. 212 pages, 88 illustrations. 
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iple, celebrating their fortieth anniversary, decided to d 


what they did on their first. They went to the same town, 


registered at the same hotel where they asked for the same hote 
room, 

That night, after they retired to bed, the missus called out 
“Dear, don’t you remember? You kissed me before we went 
slee Pp ‘s 

Without a murmur mister gets out of bed, walks over, kisses 
his wife on the forehead, then climbs back into bed. 

‘And you bit me on the ear,” she added. 

{gain, without a word, he climbs out of bed. She could hear 
him cussing as he bumped into a chair. “Where are you going 
she asked 

He replicd, “To the washroom to get my teeth!” 

x * * 


They say love is blind. Do you suppose that’s why so many 
fellows have to feel their way around? 


* * * 


{NOTHER MAUK SERVICE—We are shipping Laminated 
Douglas Fir Timbers in mixed cars with Double T&G Roof 
Decking. Some of these Timbers have been as long as 130 feet. Our 
decking is made of beautiful Western Red Cedar, and if your cus- 
tomers desire, it is also made in West Coast Hemlock. 

Decking can be shipped in straight carloads or in part cars and 
completed with Laminated Timbers or with other West Coast 
items ona stopover basis 


* * * 


Simple Celia says up to sixteen a lad is a Boy Scout but after 
that he becomes a gir] scout 


* * * 


Employer: “Yes, I'll give you the job. First I want you t 
sweep out the office.” 

Applicant: “But I’m a college graduate !” 

Employer: “O.K. I'll show you how.” 


* * * 


They were comparing mink coats. “I got mine on the install 
ment plan,” said one. “How about you ?” 
“Not me,” giggled the other. “I paid for mine all at once.” 


* * * 


Do You Know What Dep’t: 

Do you know what a crook is? A business rival who has just 
left the room. 

Do you know what a phony is? A cross between nothing. 

Do you know what real integrity is? MAUK’s way of doing 
business. 


MAUK Seattle Lumber Co. 
Seattle 5, Washington 


ee 6 2 


The G. A. MAUK Lumber Go. 


Toledo 8, Ohio 
Circle No. 86 on Coupon, page 152. 











Sign Reminds Motorists to Plan Early 


Motorists passing Best Lumber & Fuel Co., 
Milwaukee, are reminded to plan their spring re- 
modeling early by an eye-catching sign. The ver- 
satile sign, located across the street from Best’s 
main showroom, has a demountable panel which 
can easily be changed to feature special or sea- 
sonal items. 


Novel Display Holds B 
Inventory of Paint in Small Space 


A display rack for quart and gallon paint cans 
designed and built by Hope Lumber & Supply Co., 
Tulsa, Okla., holds 64 colors (six quart cans each) 
and 20 colors (two gallon cans each) in a space 
72” long, 34” wide and 47” high. The “‘files’”’ hold- 
ing individual colors have plywood dividers. The 
cans rest on shelves which slope slightly to the 
rear. This makes it easy to remove one without 
toppling others below it. 

“The files for the quart cans measure 434” wide 
and 14%” high,” explained Phillip Slankard, paint 
department manager. “There are two rows of 
these on each side of the display. We were careful 
to leave two inches more in height in the lower 
files to permit hand room for easy removal of the 
cans.” 

Gallon cans are kept on the bottom of each side 
of the rack. Shelves here are deep enough to take 
two rows of cans. There is an 81%” high space 
which will take gallon cans nicely. 





June 10, 1957, AMERICAN LUMBERMAN 











DOOR BUTTS 


Use 3 Butts on every 
door instead of 2 
for smoothest action 


Style plus performance 


The addition of this extra butt mounted in the center 
of the door relieves the strain from the top and bot- 
tom butts. 


There is also less danger of doors warping when this 
improved method is used. 


This quality assortment of door butts have been 
designed and built to operate with friction-free pre- 
cision. Stoutly built of fine basic materials to with- 
stand strenuous daily service wherever installed. 


No. 502RC Button Tip No. BB500 Ball Tip No. BB502 Button Tip 


WI TZIA MANUFACTURING COMPANY *"ind: 


Circle No. 73 on Coupon, page 152. 





THIS KIND OF WORKMANSHIP 
OFTEN CAUSES 


LEAKY BRICK 


PartiaLly filled head joints are 
one of the common causes of leaky 
brick walls. 

Instead of throwing enough mortar 
on the brick to fill the joint com- 
pletely, bricklayers often spot a dab 
of mortar only on one or both corners 
of the brick—and then slush the head 
joint after the brick is laid. This 
slushing is not enough to fill the joint 
solid. Result 
way through voids in the head joint, 
to the inside of the wall. 

Brixment’s exceptional work- 
ability makes it easy for the 


water may work its 


bricklayer to use enough mortar to 
completely fill the joints without 
slushing, and still lay the brick 
easily and accurately to the line. 

Brixment mortar has great plastic- 
ity, high water-retaining capacity and 


bonding quality, great resistance to 
freezing and thawing, and freedom 
from efflorescence. Because of this 
combination of advantages, Brixment 
is the leading masonry cement on 


the market. 


IXMENT 


LOUISVILLE CEMENT COMPANY, Incorporated, LOUISVILLE, KENTUCKY 


Circle No. 74 on Coupon, page 152. 





